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Exclusively Restyled for Sales Leadership in 1960 


The most complete line in the industry, backed 

| by the most dramatic consumer advertising, 

® Little Brown Jugs and Chests have been 

LITTLE BROWN JUGS completely redesigned to give Little Brown 
retailers an exclusive sales and profit 

® franchise in 1960. Styled for 

LITTLE BROWN CHESTS immediate consumer appeal, they 
also have the exclusive quality 

features that make them top consumer values. 








a 


LITTLE BROWN JUGS LITTLE BROWN CHESTS LITTLE BROWN INSULATED 
Deep-drawn ruggedness with 2-coat The most sturdy construction on the market! Two OVAL COOLERS 


white vitreous porcelain-on-steel liners. piece deep-drawn with hot-dipped galvanized liner. New oval shape for carrying ease. 
Faucet jugs in | gal., 5 qt. and 2 gal. Extra-thick Fiberglas® insulation. Food tray, ice Big 4 gallon capacity. Slip-in food 
models . . . also | gal. shoulder spout. pick, can opener, outside drain, Three popular sizes. tray optional. 





DOUBLE PAGE COLOR SMASH IN LEAD. 


Complete Line for the Marine Field THE LITTLE BROWN LINE 


This big two-page spread appears in: 
SUNSET ¢« FIELD & STREAM e SPORTS 
ILLUSTRATED 


PLUS—special advertising to the boating 
field, a dynamic market of 35-million 
people, in POPULAR BOATING with full 
page, color advertising. 


ASK YOUR JOBBER ABOUT 


Bi SELF-MERCHANDISING 
AMAZING NEW DISPLAY RACKS 


ALUMINUM ICE CHESTS STAINLESS STEEL JUGS FEATHERWEIGHT CHILLYBIN* Also, FREE newspaper 


Lightweight, reinforced alu- Thefinestpicnicjugever produced! Chest weighs only 6 lbs. Unbelievable mats, ee — 
minum with drawn bottom Matchless durability, super-insu- keeping qualities . . . less ice lasts days and point-o “sale 
section to prevent seepage. lated. Five quart capacity. Brass longer. Revolutionary foam plastic display a to put 
Food tray, ice pick,canopen- _ faucet. Also stainless gallon jug and construction is virtually indestructible. more sell in ee: 
er, drain. Two popular sizes. two models in gleaming chrome. Can't absorb moisture or odors. own store promotion, 











Also, a Complete Promotional Line of Jugs and Chests HEMP AND COMPANY . macomse. uunois 


under the well-known “VAGABOND®” brand name A Division of THE AMERICAN THERMOS PRODUCTS COMPANY 








RED DEVIL No. 30 PAINT CONDITIONER 
handles % pint to 1 gallon cans, 
features exclusive 3-way Super 
Blending Action that mixes paint 
through-and-through — at 1360 
shakes per minute. Easily fitted with 
4-can or square-can adapter. Model 
shown has spring-mounted counter 
base, but is also available with 
counter-high floor pedestal base. 


THAT SELL PAINT 
NEED ——— 


| At Least One of These. 
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PAINT 
CONDITIONERS! 


ak. il ele Ri FY 
How About YOUR Store? You can step up paint and sundries . = .) ll QNDIT 
sales by “tailoring” your paint service for any trade: profes- ‘ <p OD / amas 
sionals, homeowners, commercial users. It’s a proved way to wi Gt ' : 
bigger profits! . ~~ ae 
Take Your Pick from the world’s biggest line of paint condi- i‘ 
tioning machines—Red Devil. There’s a sturdy, efficient Red 
Devil Paint Conditioner for every type of store and trade. And 
nothing beats Red Devil service: 29 Authorized Red Devil 
Service Stations, coast-to-coast. There’s one nearby, for your 
convenience. You save on freight, too, because Red Devil ships See Your Jobber, 
from three points—F.O.B. Union, N. J., Chicago and Los and ask him about Red Devil’s famous trade-in 


Angeles. Save up to $3.00 per unit! allowance. He’ll tell you why it’s the most gen- 
erous in the field! 


Red Devil Tooks. 


UNION, N. J., U.S.A. 


World's largest manufacturer of painters’ and glaziers’ tools—since 1872 








i 
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NONE BETTER ANYWHERE! 


CRESCENT and CRESTOLOY Wrenches are made by 
the originators of the 22%° adjustable wrench. They 
have been widely copied but never equalled for design, 


balance, quality and all-around performance. The buyer RES ' 7 | 7" g LS — E 
who wants top value in tools insists on CRESCENT. a Ce Ge 





Bolster your hand tool sales by stocking and | ee 
displaying the complete CRESCENT line. ¥ Sign-of the 7 ee 
| Symbol rf Cuccllonce 
w “ 
ms “ . ~ = 
Qo y 


Crescent is our trade-mark, registered in the United Srates ond abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere ond made only by 
CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
Want more facts? Circle 101, p. 107 

HARDWARE AGE, January 14, 1960 # 3 





NEW AJAX 
BV elton -7-Vie 
DRAWER SLIDE! 





eee ae eee : 
Bee sd ‘RS Se aS 


ewest and+ best because of all roller construction. 


FREE OFFER We're willing to prove f JAX HARDWARE CORPORATION 


to you at our own expense that the Ajax MONO RAIL fy ° 
drawer slide costs less to buy, is easier to install, and py A 


works better than most expensive drawer slides. Ask i : 
your Ajax salesman and he'll give you afreesample ff ciel 
f 825 South Ajax Avenue - City of Industry - Los Angeles County, Calif. 


of the Ajax No. 650 Mono Rail. 
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-ACCO 
EXTRA-BRIGHT 
ZINC FINISH 

CHAI N Brand ae and bright as 


a dollar fresh from the mint, this chain 
will stop store traffic—men, women, 
children—maybe even smart dogs who 
would like to be chained with it. It's a 
chain so appealing that it instantly sug- 

ests dozens of new do-it-yourself uses. 


ACCO’s new Extra-Bright Zinc Finish is a 
durable protective coating bonded to the 
chain surtace. It is highly resistant to 
rust as well as staining and tarnishing. 
stays bright long after standard zinc 
finishes turn dull and dirty looking. 


ou can now get ACCO’s Extra-Bright Zinc 

inish in a wide variety of chain prod-— 
scts including dog chain, farm chain, 
Chain Salesmaker Assortment, and of 
course, in regular welded and weldle 
chain styles. See your distributor 
write our York, Pennsylvania, of 
free catalog DH-176B. 


AMERICAN CHAIN 


American Chain Division * American Chain & Cable Company, Inc. 
Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 
Sales Offices: *Atianta, Boston, *Chicago, *Denver, Detroit, *Houston 


*Los Angeles, New York, Philadelphia, Pittsburgh, *Portiand, Ore., *San Francisco 
*Indicates Warehouse Stocks 


Want more facts? Circle 103, p. 107 
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Editorial 


by W. A. Phair 


ee : EDITORIAL STAFF ed Th d 
© Witiom A. Phate, edit : ‘ ev are 1mtereste 
_ € L. Barringer, mana aging editor a ~/ 
1 : it is so easy in this hectic world of ours to be critical, that 1 some- 
times feel that too many of us spend too much time talking about 
what is wrong, and too little time talking about what is right. 


Albert J 
“Who 


te fe Almost every day we read or hear somebody say that dealers and 
eo a) Wises de ey wholesalers aren’t interested in salesmanship. They are content to 
aes “Washington member editorial board % remain just order takers. 
Robert Gunning Associates 
Readability consultants ; mas 
‘i No doubt there are some salespeople who feel this way, but it Is 
oe Mibace took: Service pe. a mistake to say that the whole industry has this attitude. As a 
- BUSINESS STAFF A} matter of fact, a recent experience we had indicates that there are 


c.¢ Read, oduaittsing son many, many people at the wholesale and retail level who are most 
Pi ; 


_J. Selick, manager Revearc Det. sincerely interested in becoming better salesmen. 


Reorens Offices ; 
~ Boston 10, Moss. Here is what happened to us. In the issue of Dec. 17, at the bottom 
. John G 6. Wilcor, 10 Bg St. : 2 . 
* Telephone: of p. 8, we offered to send a list of books on salesman hip to readers. 
New York 17 N. Y. It was our thought that any one interested in being a better sales- 
Cc. A A. Wardle —W. A. Roos 
100 East 42nd 3°. man could learn a great deal about modern salesmanship by reading 


tay oe any one or all of this selected list of books. We thought that perhaps 
ne ee gg PA eo a few folks would write in for the list. 


Telephone: Sherwood 8-2000 


coved Me — But, we were wrong, very wrong. We've been flooded with requests. 


$30 8, F. Keith Sidg. Each mail brings in a new batch. Even as this is being written a 
phone: Superior |-28460 ‘ . : , Pa ‘ 
| we new batch of lists is being mailed. We’ve had to re-run the list several 
Detroit 2, Mich. , 
GS. L. J. Mitchell times. 
714 tephenson Bidg. 

Oss 


Téleohane: Yrumity 41416 The requests came from every section of the trade, and every part 
Chicogo |, Ill. 


Willige E! Coiniskey—domes' lL. Piltps of the country. There were dealers, the heads of wholesale firms, 
N_ Michigan Ave. wholesale salesmen in the territories, manufacturers’ agents, and 


Telephone: Randoiphk 6-21.64 ; 
manufacturers’ salesmen. 

San Francisco 3, Cal. 

i358 Marker So 

; . . . . 

Selatiheve: Underhill 1.9737 Many of the requests had little notes attached indicating that the 


Les Anosies $7, Col. reader had been looking for information of this kind. A number 
fH Jocheon, (98 S aoe st. of readers told us of other steps they were taking to become better 
Shs 8a. salesmen. The whole atmosphere indicates that there are many, many 


John W. Sangston, 32 Peachtree % Ret 4 people in the trade who are most anxious to improve their 


Telephone: Jackson 3-679! sales- 
manship. 


Dallas 6 Texas 
Doe . wg ik ' 
eadows Buildin m1. : : : : ‘ 
Roretiwoy ot Milton [This heavy mail, asking for a list of books on better salesmanship, 


: Berepnone: Emerton 64751 was stimulating to all of us. It demonstrates, I think you will agree, 
. Address mail to: Chestnut & 5éth Sts. , ‘ ar : ; :< ‘ . uw aw ee @ 
Phiiddelehia 39° Po. Stierwood $2000 : that there are lots of people in this trade of ours who are very con- 
scious of the need for better salesmanship, and who want to do 
something about their own skills. 





Charter Member 


[It seems to me that we should take this experience to heart, and 
instead of always emphasizing those people who are not interested 
in better salesmanship, let’s, for a change, put some stress on the 
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Editorial 


continued 


men who want to improve themselves. My hat is off to those who 
went to the trouble of getting this list of books. 


But getting the list is only the beginning. I sincerely hope that 
all the readers who got the list will take the next step and will get 
some of the books and will use them. No matter which book you 
study, you’re bound to get some good from it. The important thing 
is to take this second step. 


In case you missed our offer of the list of books, you can still get 
a copy, free, by sending me a stamped, self-addressed envelope, and 
asking for the “list of books.” 


Substitution problems... 


Several dealers have told us lately that they have been experiencing 
a number of brand substitutions in their orders from wholesalers. 
They order one brand, but are shipped another make, usually with- 
out explanation. The item originally ordered is one listed in the whole- 
saler’s catalog as a stock item. 


This substitution, if it is carried too far, can be dangerous for both 
wholesaler and dealer. Too much of it can cause a dealer to change 
his source of supply. When a dealer orders a specific brand, it is 
usually because he knows that his customers will accept that brand, 
and it’s the one he can sell best. Substituting an unknown brand 
can cut down a dealer’s sales potential. 


Sometimes a wholesaler will push a little known brand because it 
has a better margin for both the wholesaler and the dealer. But what 
good does this extra margin do, if the item doesn’t sell? You have 
to sell an item before you make a profit. 


We realize that the footballing of some national brands by dis- 
counters has encouraged wholesalers to seek other brands. The steel 
strike has also been a factor in some substitutions. When substitution 
is necessary for these reasons, why not tell the dealer the reasons 
for the action? 


There are probably some lines where brand names have no real 
impact on consumer buying, but in most of the key lines, brand names 
are very important. This is particularly true these days when dealers 
spend their own money in advertising well known brands. Asking 
them to substitute another brand, known or unknown, kills the value 
of the store’s previous advertising. 


In one other retail field, retailers are being urged to refuse to 
accept substitutions not previously agreed to, and to ship back, ship- 
ping charges collect, all unauthorized substitutions. 


It seems to us that a wholesaler has the responsibility to ship the 
brand a dealer orders, if that brand is cataloged by the house. Sub- 
stitutions should be limited to out-of-stock emergencies, and then 
should be explained. 
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Stanley Lawn and Garden Tools 


...PACE-LETTERE FOR SPRING CALEC! 


ESIGN 
TCHED COLOR-MATCHED D 
e MA 


e NEW, SMART PRODUCT AND PACKAGING APPEAL 


HAND PRUNER PA12 
BIG SELLER AT A POPULAR 
PRICE! Anvil type; soft-feel 
plastic handle 


Name it—-and Stanley has it 
for stepped-up sales in '60! 


No. GS31 


No. HS50 





Ask about the 4 EYE-STOPPING MERCHANDISERS 
now available to stock, show and sell these new color- 


matched tools . 


. . tools heavily promoted in 1960 


issues of BETTER HOMES & GARDENS, AMERICAN 
HOME, SUNSET, FLOWER GROWER, POPULAR 
GARDENING and other national magazines! 


New Booklet Pulls Business Your Way 


Let this 24-page, fully illustrated booklet sell for you. 
Watch how it helps your garden tool sales! 100 
copies are yours FREE with a $35.00 order (dealer 
cost). Additional 100s, imprinted, for only $5.00, 
including postage to you. Ask for ‘‘How-to Hints for 
Good Gardening’’—now available for distribution by 
Stanley Garden Tool dealers. Use this sales builder 
for your in-store and direct mail promotions. 


This famous tr 


STANLEY 


REG. U.S. PAT. OFF. 


AMERICA BUILDS BETTER AND 
ademark d over 20,000 quolity products of The Stanley Works, New Britain, Conn.—hand tools 
tools © builders hardware ® industrial hardware © drapery hardware ® avtomatic door controls 
® springs * cootings © strip steel © steel strapping—made in 24 plants in the United States, 
CANADIAN OFFICES: MONTREAL. P. Q. AND HAMILTON, ONT. 


LIVES 


POWER-PACKED SALES PROGRAM 
READY FOR YOU NOW 


A complete merchandising package is ready to help 
you get the jump on Spring business—100 ‘‘How-to 
Hints’’ booklets, 50 Stanley Pruning Guides, 50 
envelope stuffers, window streamer and a complete 
set of newspaper mats. Your wholesaler has every- 
thing for immediate delivery—including tools. Con- 
tact him today, or write to Stanley Tools, Division of 
The Stanley Works, Dep’t. 3801, New Britain, Conn. 


BETTER WITH STAWNLE 


Want more facts? Circle 104, p. 107 
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A SUMMARY OF EVENTS THAT 


FTC considers guide to explain 
what's fair in ad allowances 


The Federal Trade Commission is enlisting the 
help of small businessmen in drives against de- 
ceptive selling practices. 

The FTC drives are on bait advertising, phony 
pricing, and now on discriminatory advertising 
allowance and promotion practices. The main 
purpose of the drives is to protect consumers. 
The drives also are aimed at protecting honest 
businessmen from unscrupulous competition. 

FTC officials want to help businessmen com- 
pete hard but fairly. In its newest drive, against 
discriminatory advertising and promotion aids, 
FTC may issue a new guide to help merchants. 

The guide, now before the full FTC for ap- 
proval, explains complex legal restrictions on al- 
lowances, such as co-op ads and displays, which 
must be offered equally all dealers of the same 
class by a supplier. 


outlook 


This drive will help you by curbing damaging 
practices by competitors. It also strengthens the 
faith of your customers in your business. Sup- 
port the drive. Report violations to the FTC. 


Senate considers program to ease 
shopping center squeeze on dealer 


The government may help small merchants 
lease shopping center space. 

The Senate Small Business Committee has 
been studying problems small firms are having 
in getting space. The committee is seriously 
considering a program to help small firms. 

The plan would authorize the Small Business 
Administration to insure lease bonds for smal] 
firms written by private insurance firms. Owners 
of small firms could guarantee a shopping cente 
owner a firm lease, backed by the government. 

Shopping center owners admit they prefer to 
lease at least 70 percent of a center to firms with 
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WILL AFFECT YOUR BUSINESS 


AAA credit ratings, based on $1 million in net 
worth. Few small firms, such as hardware stores, 
qualify. 

The plan would permit a firm to lease space 
on the basis of merchandising ability, sponsors 


Say. 


outlook 


Keep a close watch on this proposal. If you be- 
lieve it would help you, write the committee. 
Remember, as population and traffic patterns 
shift, you may have to relocate or to open a 
branch in a center one day. 


Support needed now for Fair Trade 
facing election year opposition 


Backers of new federal Fair Trade legislation 
are fighting an uphill battle this year, they 
admit. 

Several factors are working against Fair 
Trade. Vice-President Nixon, Republican presi- 
dential candidate, is opposed to Fair Trade. He 
can muster lots of opposition in Congress. 

In addition, the red-hot election campaigns 
coming up next fall make this a consumer year 
in Congress. Politicians will measure all propo- 
sals by how many votes they can win. This hurts 
the chances of business-backed bills, such as Fair 
Trade. 

The Harris Fair Trade Bill (H.R. 1253) is 
still waiting clearance for a House vote from 
the Rules Committee when Congress convenes. 
It would sanction Fair Trade in all states which 
have not actively outlawed it. 


outlook 


The only chance for a Fair Trade ineasure to 
pass this year is strong, all-out support fron 
small businessmen. Congress must be impressed 
that businessmen are voters, too. If you favor 
Fair Trade, you'll have to work hard to sup- 
port it. 











“My husband is selling more Myers pumps this 
winter than ever before. And we’re winning valuable 
merchandise prizes too!” 


Are you enrolled? Over 4,000 dealers already are 
participating in the big Myers Winter Profit Program. 


Here’s what you get! An easy step by step winter sell- 
ing plan for you to follow—plus year ’round co-op adver- 
tising assistance, a sound time payment selling plan, a 
complete line of pumps to fit every customer’s need, 
and more profit and prizes on every pump you sell. 


Want more information ? See your Myers distributor at 
once, or write today for complete details on YOUR 
exclusive Myers Winter Profit Program. 


The F. E. Myers & Bro. Ca. 


ASHLAND, OHIO KITCHENER, ONTARIO 


Myers 


It’s not too late! — 


For more wivr.ter profits, 
mail this coupon today! 


To: 


The F. ye ag & Bro. Co. oe 














Want more facts? Circle 105, p. 107 
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TRENDS AND FACTS TO HELP YOU PLAN FOR THE FUTURE 


Steel strike ends... 


One major barrier for the booming 1960 economy has been re- 
moved: The steel strike. End of the strike eases the fears of short- 
ages, and brings up possibilities of price increases about mid-year. 
The Iron Age predicts price increases are likely to run from $4 
to $5 a ton. Dealers now can replenish inventories on steel products, 
alert to advancing their retail prices as basic steel increases are 
reflected in manufacturers’ prices on finished products. 


Air conditioner gains hold... 


The Department of Commerce reports that air conditioner sales 
in 1959 were 20 percent ahead of 1958. Total sales are estimated 
at $1,680 million. Further increases are seen for 1960, with some 
$1,815 million in estimated sales. 


Loans will cost more... 


Hardware dealers face the possibility of another increase in bank 
loan rates, possibly within 90 days. That’s the prediction of New 
York bankers who make 25 percent of all loans to businesses. This 
prediction is based heavily on a high level of business activity 
this year that will create a big demand for loans. To keep these 
loans within manageable limits, the banks plan to increase interest 
rates, and be highly selective in making new loans. 


Buying wave rolls on... 


The general buying intentions of American families should result 
in moving the 1959 buying wave to even greater heights this year. 
This possibility is based on a recent Wall Street Journal survey of 
300 families around the nation. Of the families questioned, 106 
say they are planning a major purchase (more than $150) in the 
early months this year. That’s 26 percent more than the number 
who made such purchases in the first quarter of 1959. Support is 
added by the continuing rise of personal income, which now stands 
at the highest level in history—$335 billion for 1959. 
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Weldwood Wood Finishes Center | 


PRODUCTS TO PRESERVE AND 





YOURS AT COST—choose from 2 compact Wood Finishes Centers with built-in sales-boosting Selector Guide of 
real wood somples that show your customers the exact results they'll get when they use Weldwood Wood Finishes. 


“This 58% profit package is too good to overlook” 
. SAYS ARTHUR GODFREY 


“This is where I’m telling my listeners to look when they need quality 
NEW WELDWOOD WOOD wood finishes. These new Wood Finishes Centers (they come in two styles 


. , yi : ® 
FINISHES CENTERS—PRO- to suit your store’s needs) put all the famous, fast-selling Weldwood 


Wood Finishes in one handy, self-service location. And don’t overlook 
MOTED BY WELDWOOD'S the wonderful introductory deal the Weldwood folks are offering you 
“BIGGEST EVER” AD CAMN- —with a full 58% profit!” 


PAIGN—GIVE YOU A $111.26 Get in on this profit-building deal now. Contact your jobber, 
Weldwood representative, or write: 
PROFIT ON A*78.86 INVEST- 


MENT IN MERCHANDISE. WELDWOOD WOOD FINISHES 


DEPT. HA 1-14-60, UNITED STATES PLYWOOD, 55 WEST 44th ST.. NEW YORK 36 N. Y, 


FIRZITE® « SATINLAC® « SATINLAC LIGHTENER «+ WOOD PRESERVATIVE + EXTERIOR STAINS « PASTE WAXES 


Want more facts? Circle 106, p. 107 
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A REPORT TO HELP YOU MAKE BETTER LONG RANGE PLANS 


How about spring shortages? Excerpts from wholesalers' dealer 
newsletters speak for themselves: "Terrific shortages of copper 
wire products in early 1960"__"large electric appliance makers 
are strictly on allocation"__"nails in short supply until mills 
catch up"__"some difficulty in putty knives and wall scrapers" — 
"Spot shortages in steel housewares, but not complete lines." 
Metal strikes have taken their toll. You'll have to learn how to 
Substitute or lose some sales well into spring, despite the end 
of steel strikes. 
































Prices are still rising. Several aluminum and stainless steel cookware 
manufacturers hiked retail prices from 5 to 10 percent this month, on the 
heels of recent boosts in galvanized and other specialized steels. Copper 
and brass prices also caught in the current spiral of 5 to 10 percent re- 
tail price increases. And still higher prices may result in metal lines 
as a new basic steel cost evolves from the strike settlement. Watch for 
price change notices on all metal goods through mid-year. Check invoices 
thoroughly for changes that may creep in. Take immediate mark-ups on 
reserve stocks when changes become effective. 












































A new power mower competitor shaping up? An eastern food chain 

is experimenting with a two-horned sales pitch this spring. Power 
mowers (22 in., 3 hp, 2 cycle) “well worth $69.95" being sold on 
layaway at $49.95. If the super markets sell enough mowers to 
balance the storage and bookkeeping headaches, you may see cut- 
price mowers alongside of canned beans in many stores soon. Per- 
haps hardware dealers could do well to promote groceries, but a 


more sensible approach is to emphasize quality mowers and ser- 
vicing. 



































Is 1960 the year of the big change in power mower merchandising? The Lawn 
Mower Institute thinks so: "For the first time in history, replacement 
Sales will be greater than new sales." This, LMI says, could mean a big 
change in consumer demand by types and sizes of mowers. And mower sales 
will continue the healthy (20 percent) increase trend of 1959. Sales of 
"at_least 4% million units" seen this year. Market saturation, LMI says, 
is at 61.4 percent .. . a long way from potential. Some 16.6 million 
mowers now in use point up a crying need for more service in 1960. Summing 
up: A 7 to 20 percent unit sales gain is seen for dealers who push bigger, 


better mowers for replacement sales; healthy profits available in service, 
repairs. 
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roars 


. and more 


IN THE BIG ROYAL ELECTRIC LINE you'll find a cord set to sell 
every Customer who enters your store. Royal POWR-KORD heavy duty 
extensions ... range and dryer cords . . . household cord sets and exten- 
sions... [TV cords... replacement cords for lamps, radios, heaters .. . 


trouble lights — all in a BIG selection of cord lengths, sizes, colors and 


materials. Each is fully listed by Underwriters’ Laboratories, Inc... . and 
backed by Royal’s reputation for quality, safety and 
dependability. Royal's eye-catching packaging, too, is 


designed for easy, pick-up sales... priced right for fast 
turnover and more profit to you! Stock up now . . . See 
your wholesaler. 
In Canada: ROYAL ELECTRIC COMPANY (Quebec) Lid. 
ROYAL ELECTRIC CORPORATION: Pawtucket, Rhode Island Pointe Claire, Quebec 


Want more facts? Circle 108, p. 107 
HARDWARE AGE, January 14, 1960 « 15 








Get every coffeemaker sale by filling out your Coffeematic line 
with this new Universal immersible. Deluxe chrome-on-solid 
copper construction for long lasting beauty... hermetically sealed- 
in heating unit is absolutely waterproof. With all the famous cof- 
feemaking excellence that has made Coffeematic tops in sales year 
after year, this new model offers an even bigger sales opportunity. 
Stock up now before big national ads appear! 


SEALED-IN UNIT + HEAT SENTINEL - SPEED PERKING 


Ct 


nan " “ ‘a - ee . 
= oe we ae, 
jj . ea : — a FI ae 


e CHROME-ON-COPPER - 


> 
es sit 


€. : 
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» ay 

GO LIKE °60 with UNIVERSAL! 
LANDERS, FRARY & CLARK, NEW SRITAIN, CONN. 


EVER-BRIGHT, LTD... TORONTO, CANADA ro 
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"FACTORY “FO YOUN 


Beautiful tray tables in three Sats patterns 
priced to sell fast to your customers...and bring 
you added traffic to “step-up” sales on tray table sets! 


TRAY 
TABLES 


Regularly $1.98 each 











erTititttt ett toni 


irevtiiiit 


# 





to retail 
at only... 
Full 40% Dealer Discount 


delivered direct from factory 
to your store, freight prepaid! 





Assorted Patterns: “Steam Engine”, 


“Modern Leaf’, “Hounds” (not illustrated) 
ASSORTMENT CONSISTS OF 2 PATTERNS BASED ON FACTORY AVAILABILITY 
Plus susT ONE EACH OF THESE FAMOUS = TRAY TABLE SETS: 


ITEM NO. 848-61 
“OLYMPIA” 








ITEM NO. 847-51 ITEM NO. B45-22 ITEM NO. B-46-31 
‘GOLDEN ROSE” “DU BARRY” “NORMANDY”’ 
Queen-Size Florentine King-Size Black King-Size, Venetian 

| Fz Modern Retail Fair 
Trade Price...$17.95 Trade Price 


ITEM NO. B44-1]1 
Brass. Retail Fair 
$13.95 


ITEM NO. 42-110 
‘NASSAU ROSE GARDEN 
Queen-Size, Venetian 
| Fair 
$11.95 Trade Price 


Modern. Retail Fair 
Trade Price $9.95 Trade Price 


Bronze. Retail Fair 
$17.95 Trade Price 


King-Size Florentine 
Brass Retail Fair 
$19.95 








Queen-Size Black 
: Bronze. Retai 
WINDOW BANNER AND NEWSPAPER AD MAT PROOF INCLUDED 





50-50 COOPERATIVE ADVERTISING AVAILABLE! 
ORDER BLANK + SEND TO YOUR JOBBER 








Jobber’'s Name 
CAL-DAK "99¢ Special”, No. 403 
containing: 24 Tray Tables and 1 each: (42-110, B44-11, B47-51 
B45-22, B46-31, B48-61 
Dealer Cost $69.28 (Full 40% on all merchandise) 


Address 


Please enter my order for 
(quantity) 


Street City AMID ccc 


Store Name_ 
Signature 


Manufacturers of Work-Saving Quality Housewares 
, CALIFORNIA 


26525 MILITARY AVENUE, LOS ANGELES 64 


Want more facts? Circle 110, p. 107 





FACTORIES: LANCASTER, PA., LITTLE ROCK, ARK., COLTON, CALIF 


' TOTAL 


RETAIL $11 £46 
VALUE 5 


DEALER COST 


Shipped prepaid 60 day dating 
Total weight of assortment —161 Ibs 
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Cropay 
WINDOW SHADES 


Here is a line including both sought-after spe- — — ig ——— et | 
cialties—Plissé, Plastic Duplex, Clopaque, Scal- Pee orem opto | SHADES CUT TO SIZE FREE | oe: 
loped and Fringed—and popularly priced, high- = . te oe CUT TO SIZE F : 
volume standard items—Lintone, Washable, All — sa a athe * eee 
Plastic and Supported Plastic. Tops in styling pond, HF ag te vat -Ed 

and quality, Clopay shades are backed by tested rt) Bi v | Bs bal be ee ae 
event selling, merchandising and advertising pro- i (ieee oe CF P| me ei 
motion. Get your share of this profitable busi- | ie SA Te, |! ib ar 
ness . . . a Clopay shade department is easy to < ad eS es | : rr 
start, even with a minimum of space. ee + eee ‘ | 


s 


~ 


oo. 


~~ 


lopay Bui 


cicrayv . Z 
Pest loom’: 2 


Cc LOPAY 
PLASTIC YARD GOODS 


This comparatively new line, noncompetitive 
with other items in your store, is enjoying sky- 
rocket sales. Clopay make-it-yourself plastics 
are purchased for floor coverings, slip covers, 
garment bags, storage wrappers and 1001 other 
home uses. Typical of sales successes is the store 
shown here which rang up $360 the first week it 
carried the line. Get the jump on competition by 
establishing your store as headquarters for 
Clopay plastic yard goods. 











HC 6 LBP O De za 
fmtaty £ eee 

5 eke | a PT és 
% PRFTEIFS 
3 Bagh me 


FLOORS 
»' . eee 
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SPECIAL OPENING ORDER 
SHADE DEAL 


96 Clopay Shades Give You a Basic 
Shade Department for only $98.85. 


WASHABLE 36" x 6' 


12 white on roller 

12 ivory on roller 

12 tan or green on roller 
12 white refills 

12 ivory refills 





ALL PLASTIC 36" x 6’ 


12 white on roller 
12 ivory on roller 
12 tan or green on roller 





FREE DISPLAY DEAL ON 
CLOPAY SPECIALTY SHADES 


Self-Selling Rack FREE with 7-dozen 
Assortment— Jake Your Choice 


CALYPSO PLASTIC 
DUPLEX 


PLASTIC PLISSE 
CLOPAQUE 


SCALLOPED AND 
FRINGED 


SILK-TEX 





INTRODUCTORY 
YARD GOODS DEAL with 
FREE DISPLAY RACK 


Minimum Investment, Minimum Space, 
and You’re in Business 


RACK FREE with 
100 ib. ORDER 
— Solid or Assoried 


CLOPANE® 

CLOPAY POLYETHYLENE 
POLY-MAT® 
PLASTI-LOOm ® 


POINT-OF -PURCHASE 
MATERIALS CLOSE SALES 





cur 9 a | 


Size Fete: 


— 


Rewer ape 
~ eg 


The Clopay merchandising service keeps you sup- 
plied with timely streamers, store signs and dis- 
plays to keep your stocks moving. 


NATIONAL 
ADVERTISING 
PRESELLS YOUR 
CUSTOMERS 


Full page color advertising featur- 
ing Clopay window shades and 
plastic yard goods appears regu- 
larly in leading magazines such as 
Cosmopolitan and Saturday Eve- 
ning Post. 


=~. oS 


~ it 


; Caceay . 


=... = 
— a 
* 


SEND FOR COMPLETE DETAILS TODAY 


poo ee EAR; 


CLOPAY CORPORATION ~~ i 
Clopay Square, Cincinnati 14, Ohio Dept. HA-146 


Please rush complete information about your sales program 
for Clopay Window Shades and Plastic Yard Goods. 


Home 
Aids 


NAME 





STORE NAME 
ADDRESS 
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From General Electric... 


NEW FANS! NEW STYLING FOR 60! 














$ 


TT 


; 





ced 
re 
MO ged 
* ae 

ae 
Mode! LW-1 


General Electric Trimline Ventoglide Filter Fan... Only $64.95* 


e Glides out to ventilate. Glides in to circulate—or A complete line of fans. New Trimline styling is 
glides to any point for desired mixture of outdoor _crispiy modern, with exciting Spruce Blue and 
and indoor air e Washable filter removes dirt, contrasting white grills. A fan for every cooling 
dust and pollen e Permits complete privacy! e job, every pocket, (From $18.95 to $74.95.) 1 Each 
3 speeds! Installs with a screwdriver e With loaded with features! General Electric’s WRITTEN 
panels for installation. WARRANTY protects consumers and you! 


NEW! The Trimline Portable Air Cooler! 


4 Pre-tested for a full year! In General 
Electric laboratories and consumers’ 
homes. Your customers are assured of 
getting the best in rugged, trouble-free 
evaporative cooling. Big water capacity. 
Automatic thermostat, Pushbutton con- 
trols, 3-speed blower, Front view water 
level indicator. It’s a powerful fan—with 
a flick of the switch. Lovely fine furniture 
styling. Spruce Blue and white. 


Model E-2— $59.95* moa E-1— $49.95*) 
SEE YOUR DISTRIBUTOR FOR DETAILS 


iseaane 
i@@anai 


*Manufacturer’s Suggested List Price. $ 
Mode! W-15 


Progress /s Ovr Most /mportant Product General Electric Trimline Custom Auto- 


matic 20” Filter Fan. Cools up to 5 


rooms. Automatic thermostat, timer, 

6 ra N - rt A L F LE CT a4 | C signal light. Variable speed control. 
Electrically reversible. Portable. Glass 

General Electric Company, Automatic Blanket & Fan Department, Bridgeport 2, Connecticut. fiber filter. Mounting panels. $74.95* 
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STANDARD CAN OPENER 
from $2.49 


MAGNETIC CAN OPENER 
from $3.49 
TABLE 
ICE CRUSHER ICE CRUSHER 
from $7.95 from $9.95 





ELECTRIC! 


and so are the results 


“AUTOMATIC -ELECTRIC CAN 
OPENER 324.95 





AUTOMATIC 


CAN OPENER . BUDGET 


CAN OPENER from $1.98 
from $4.98 


a 


ih 


™ 3% 
PORTABLE KNIFE AUTOMATIC -ELECTRIC CAN OPENER 
PORTABLE CAN OPENER from $1.98 SHARPENER $1.98 KNIFE SHARPENER $27.95 


* One yeor gquorantee on electric models 


COMPARE quality e For features, for dedicated craftsmanship, for everything that makes 
a product good — Swing-A-Way stands out from all the other brands. And, to top it all, 
Swing-A-Way has been rated first in quality and value by America’s foremost independent 
testing laboratory. COMPARE style e One glance tells you that the Swing-A-Way line 
looks good. You'll notice immediately the pleasing rightness of form in every product. Every 
part is engineered and designed to work perfectly with every other part, and everything 
(even the styling) serves a useful purpose. Swing-A-Way’s fresh style assures sales success. 
COMPARE price e Swing-A-Way with its fresh beauty and fine workmanship is the worth- 
more product that costs less. Check and you'll find Swing-A-Way prices are substantially 
lower than comparable models of the other brands. Sales prove... Swing-A-Way is the 
smartest buy! COMPARE guarantee e Swing-A-Way builds-in the kind of quality and 
performance that makes it First in its field, and First in ratings by America’s foremost 
testing laboratory and publisher. As proof of our confidence, Swing-A-Way products* are 
backed by a specific 5-YEAR free service GUARANTEE! Among the leading brands, 
Swing-A-Way has the ONLY 5-YEAR guarantee you can get! Swing-A-Way Manufacturing 
Company, 4100 Beck Ave., St. Louis 16, Mo. In Canada: Fox Agencies, Port Credit, Ont. 


You can sell more, make more with SWInG-A-Way 


Want more facts? Circle 113, 107 
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Complete line—Zinc plated or plain. Permits 
“one order” buying — helps you cut purchasing 
and inventory costs, saves follow-up time and 
paperwork. 


Serve Yourself Merchandisers. Lamson’s 
“Serve Yourself’? Bolt Tray is the most flexible, 
practical fastener merchandiser ever developed 
for dealer use. Plated fasteners for eye appeal, 
choice of assortments for 
flexibility. 
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EVERYTHING YOU NEED FOR PROFIT ON FASTENERS 


High Visibility Packaging. Lamson’s high 
visibility cartons speed up order picking, help 
prevent errors in selection, dress up shelves. 


Multi- Plant Source of Supply. Four modern 
plants in strategic locations provide positive 
assurance of continuous production and service. 


Availability. This fine line of fasteners is avail- 
able only through carefully selected distributors 
throughout the United States. 


LAMSON & SESSIONS 


5000 TIEDEMAN ROAD + CLEVELAND, OHIO 
Plants in Cleveland and Kent, Ohio * Chicago and Birmingham 
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we’ve ever put to our business.”’ 


wre MR. WILLIAM HEIMERDINGER refers to the 
wiiuesttitwo Reynolds Do-It-Yourself Aluminum 

~.-* racks prominently and profitably displayed 
up front in his Louisville hardware store. This highly 
successful 88-year-old firm has sold DIYA since 
Reynolds brought it out in 1953. In Mr. Heimer- 
dinger’s words, “‘I never anticipated that the sale of 
DIYA would amount to nearly as much as it has. 

“We have different types of customers. We have 
builders, do-it-yourselfers ... people from every cate- 
gory ...industry, retailers, wholesalers, maintenance 
men, even women’s clubs. And they all, at some time 
or other, have use for DIYA.” Heimerdinger’s does 
a high four-figure business in DIYA each year... in 
addition to the great number of related item sales 
kindled by DIYA selling. 


WRITE FOR DETAILS 


Mail coupon for full detaiis and pricing 
information ... plus free project sheets 
and “how-to” book showing how easily 
your customers can do-it themselves with 
Reynolds Aluminum ... and how you 
can add a neat four figures to your 
annual sales. Reynolds DIYA display rack 
takes just a few square feet of valuable 
floor space ... and selis year ‘round. 





“Reynolds how-to lit- 
erature and project 
sheets help make the 
selling job easy,”” says 
Bill Compton, Heimer- 
dinger salesman. ““We 
can show the customer 
how to do it, what ma- 
terials he'll need, and 
what he'll have when 
he’s finished.” 


“Related item selling 
is excellent,’’ says Mr. 
Heimerdinger. ‘‘We 
sell a lot of glass and 
screen, woodworking 
tools, miter boxes,saws, 
shears,tomention a 
few. All these little 
things help increase 
DIYA profit.” 


Reynolds Metals Company - Richmond 18, Va. 
Please send full en on the be eae Do-It-Yourself 


Aluminum sales display 
Name 





Firm 





Address 





City_ 
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CUTS ALL rast 


Only The ILCO Minute can do it! 


The ILCO MINUTE is the only key cutting 
machine on the market capable of duplicating 
cylinder keys, flat steel keys (both side and 
end cuts) and bit keys + ithout once removing 
the blank from the clamp. And it cuts them 
in less than a minute! 


Here is the most flexible and profitable ma- 
chine you can put into your store... it will 
take care of every customer demand — but fast. 


Look at these improved features: 


NEW precision screw adjustment 
on cylinder key guide 


NEW heovier carriage spindle 
NEW pivoted key gauge 
NEW free-action bit key carriage 


NEW more rugged construction 


Ask your jobber for descriptive literature or write direct. 


pa 


INDEPENDENT LOCK COMPANY 


Fitchburg, Massachusetts 
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Big, New (iss) American Nail Catalog Now Ready ! 


There’s a lot of valuable information 
in this 32-page Nail Catalog which 
you can use to improve your buying 
and selling methods. It shows the full 
line of top-quality USS American 
Nails . . . complete with sizes and 
special features to make ordering, 
stocking and selling easier for you. 

You'll find a type and size of nail 
listed for every purpose—Common 
Nails, Roofing Nails, Finishing 
Nails, Amering and Screw Shank 
Nails for extra holding power, Pear- 
son Coated Nails, Spikes, Staples 
and many others. 


Send for your FREE copy today 


If you haven’t already received a 
copy of this important catalog, fill in 
and mail the coupon. You'll find the 
new USS American Nail Catalog one 
of the most comprehensive and use- 
ful quick-reference books and selling 
aids you've ever seen. 


USS and American are registered trademarks 


American Steel & Wire 
Division of 
United States Steel 


Columbie-Geneva Stee! Division, San Francisco, Pacific Coast Distributors 
Tennessee Coal & iron Division, Fairfield, Ala., Southern Distributors 
Unitéd States Stee! Export Company, Distributors Abroad 





American 


NAILS 


Brads + Staples - Tacks - Spikes 





American Steel & Wire Division 
614 Superior Avenue, N. W. 
Cleveland 13, Ohio 


quality nails. 


pirennrinenemiennentve rin ete cma 
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[) Please send me a free copy of your new USS American Nail Catalog. 


_] Please have a salesman call with additional information on your line of top- 
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Mr. Oswald’s Window Pains 








(MR. OSWALD - HAVE YOu (USIMMER DOWN,MIZ PorTs4 |}GOoop! I KNow YES -PENNVERNON HAS A SMOOTH, 
GOT WINDOW GLASS? SOME)I'VE GOT PENNVERNON WIN] [PENNVERNON IS THE EVEN SURFACE THAT MAKES 


BOYS THREW A FOOTBALL ‘\ DoW GLASS ;)-I RECOMMEND | |BEST You CAN GET- UT Sapo RESISTANT 
THROUGH MY _ IT TO ALL MY I'VE GOT THE SIZE 53 Pica 
, CLEAN — 


SIORM Door! L|® HERE SOME - rt EL 
: S ¢ ana "ig J a ‘ee “= —=— ‘ af ip 



































I CANT FIND IT BUT I REMEMBER] THAT'S 24’x 317- Mou'LL FIND NO VY THAT'S IT! TWO- | TAKIN’ MORE OFF 
WHAT IT WAS-IT WAS 2 FEET BY 'Lt HAVE (IT CUT | |OTHER GLASS 'S )THREE! I WANT \WiLL BE EASIER'N 
1-2-3 WITH \TWO FT. BY TWO STRETCHIN’ 


i? ot AND 7 BEFORE YOU CAN “ 
+ , SAY PEA-PER-] Ff PENNVERNON! FT. THREE an (_1T- HEH! 
a yy 6ee- z= fF ee 564 & HEH!) 
VL= : ~ . 
Y , = : “ih Za \ 





























THERE YOU ARE MIZ POTTS—I'LL Wrap IT UP AND OH HERE IT 1S! IT WAS IN MY CHANGE PURSE ! | 
PUT IT IN YOUR / CAR FOR MY GOODNESS THAT'S| | 'T SHOULD BE TWO FEET J = 
oy \\ oe ™Y YOU™ \ ee CLEAR ! HOW MUCH 
| uN wi > 

Dee vv . ‘ If is IT : 











Ya 


ey 


= - | | 














eas 
. \pomles 


We / 


ae 













































































PpennueRnon”. .-not just window glass 








Pittsburgh Plate Glass Company 


Chemicals + Fiber Glass In Canada: Canadian Pittsburgh Industries Limited 





Paints « Glass « 
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this advertisement could have been 


written 131 years ago... 


The same principles, which guided 
George Worthington in the successful 
operation of his small hardware store in 
1829, form the basis for Worthington’s 
business activities today. 

Now, as then, Worthington’s aim is to 
furnish its customers with the best available 
merchandise at the lowest practical prices. 


And, on our 13lst anniversary, we 
wish to again salute the more than 5,000 
independent hardware retailers which 
make up our dealer-customer group. 
To you, we say thanks for the friend- 
ship and patronage which made 1959 
one of the most successful years in our 
history. We pledge that in 1960, we 
will make every effort to serve you 

even better than in the past. 
Worthington buyers will continue 
to furnish you the best new products 
first. Worthington salesmen will offer 
ceitame arnt ten of Cale | 8 more assistance on problems of turn- 
no : over, store layout, advertising, promo- 
tions and displays. We will ship 
merchandise to you promptly, giving 
you what you want when you want it 
... reducing “outs” below the record 

oman sins Set figure attained in 1959. 
We Setanta STONE Ce, In short, we will do everything in 
1 | our power to help you operate more 
_ profitably. 

In the ‘“‘Cleveland Whig,”’ May, 1835, Worthington announced 


purchase of a competitor. This advertisement appeared adjacent 
to a news story heralding the discovery of the telegraph by Morse. 





THE GEO. WORTHINGTON CoO. 


CLEVELAND 1, OHIO 


Want more facts? Circle 119, p. 107 
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.IN CARTONS! 


WHEATLAND STEEL COUPLINGS 


Your new profit packages—plainly-marked cartons of 
Wheatland Steel Couplings! Easy to stock, inventory and 
use. Wheatland Couplings are made with precision to assure 
you, always, of the qualities that mean extra profits for you: 


@ Clean outside finish 

@ Continuous even-depth thread 

@ Deep round chamfer 

@ Black...or with heavy, galvanized coating 


Se// or use Wheatland Stee/ Couplings / 
WHEATLAND STEEL PRODUCTS COMPANY 


Affiliated with Wheatland Tube Company 
BANKERS SECURITIES BLDG., PHILADELPHIA 7, PA. 
MILL: WHEATLAND, PA. 
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Wa 7) Mig SEASONAL 





CHAMPION | 


STORM 
and 
SCREEN 
DOOR 
HARDWARE 





Stock now! 
Order from your jobber 
All-New Catalog No. 22 iilus- 


trates the complete SAFE line of 
Builders’ and Shelf Hardware. 


PADLOCK and HARDWARE CO. LANCASTER, PENNA. 
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Duh ¥ 


THE CAMPBELL CHAIN ‘“‘SPACKAGE” OFFERS 
BETTER PRODUCTS, BETTER SERVICE— 
AND MORE SALES! 











do it yourseif... 
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with CAMPBELL CHAIN 


SELF-SERVICE 
DISPLAY MERCHANDISERS 


"Blue Temper” Merchandiser Res, Golt ye 
ik 


urself... 
—two-way display for counter ans 
or aisle that is a complete 
welded chain department in 


one square foot of space. 


Attractive Reel Display Units 
—invite self-service with their 
new features: load from front; 
new chain cutter; handy chain- 
end holders; tilted for better 
display; interchangeable weld- 
ed and weldless reels; variety 
of assortments available. 


Cam-Pails—for footage pack. 
All-steel, water-resistant — 
clearly marked for identifica- 
tion of contents. Easy to stock 
and display. Proof Coil and 
BBB available as follows: *6” — 
250’; %4”—150’; %”—100’; 
34"—75’. 
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New Campbell Plant at Alvarado, 
California— World’s Most Modern 
Chain Production Facilities 


STRATEGICALLY LOCATED 
FACTORIES AND WAREHOUSES 


You are assured the best delivery and 
service from Campbell’s manufacturing 
facilities—now located in the East, Mid- 
West and West! And back-up stocks are 
maintained in Campbell’s nationwide net- 


work of warehouses. . 


NEW BLUE TEMPER® PRE-CUT PACKAGED CHAIN 


e Pre-cut—in 10’, 15’, 20’, 50’ and 100’ lengths; 
e Packaged—convenient display and storage; 
e Load-Rated—safe-working load on every package; 
e Clean—no dirty hands or clothing from handling; 
e Popular—*%", 4”, °%” and %%” Proof Coil chain. 


DOG CHAIN 
MERCHANDISER 


Styled for beauty, wear 
and practicality. 


Features: colored plastic 
handles; nickel-plated 
chain; safety swivel 


snaps. Colorful displays. 


Three different displays 
#102 (illustrated )—12 
pieces, sash chain; #101 
—12 pieces, Inco halter 
chain, metal handles 
only, also available in 
bright colors; #100—12 
pieces, Inco chain. 
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NEW HALLMARK AND MEASURE-MARK® CHAIN 


“HALLMARK”’’—permanently identified! Identi- 
fied by GRADE: the grade mark is on alternate 
links. Identified by MAKE: the Campbell ‘‘C”’ 
is on every other link. 


““MEASURE-MARK” — introduced by Campbell! 
Marked exactly every five feet. Color-coded for 
instant grade identification—inventory labels 
are color-coded, too: Green—Proof Coil; Red— 
BBB; Blue—High Test; Orange—Cam-Alloy. 





Specifications are available for all Campbell items 
from your Campbell wholesaler, or write direct. 


CAMPBELL CHAIN (omsany 


FACTORIES: York, Pa.; West Burlington, lowa; Alvarado, Calif. 
WAREHOUSES: E. Cambridge, Mass.; Atlanta, Ga.; Dallas, Texas; 
Chicago, Ill.; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif. 
Makers of Famous CAMPBELL Jiffy Lug-Reinforced TIRE CHAINS 
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Springfield 25” deluxe riding mower. 
America’s top seller with 
full gear transmission. 





Springfield 22” walker... Springfield balanced 
featuring Quick-Change action rotary tiller... 
height adjustment. with optional reverse. 


Springfield 


POWERED LAWN AND 
GARDEN EQUIPMENT 


QUICK MANUFACTURING, INC., SPRINGFIELD, OHIO 


“THE HOUSE OF POWER” 


7 GREAT SPRINGFIELD woneis... 7 Ke, Prof Line fov 60 


Sahitts You! 


Way BACK IN 1946 we pioneered Plastic Garden Hose. 


Through the years your loyal support encouraged us to produce better 
and better products. Today SUPPLEX Garden Hose and Flexible 
Sprinklers are as close to perfect as it is humanly possible to make them. 


Many thousands of dealers all over the country, just like you, take pride 
in selling SUPPLEX ... and profit by it too. You know that SUPPLEX 
is priced right, packaged to sell, and profitable to push. 


We want your continued support. We know that the only way to get it 
is to continue providing you with saleable and profitable products. 
THAT WE WILL DO. Your Supplex jobber’s salesman will present 
the facts to you. 


Many thanks for your confidence in us. We hope we will earn it, always. 


* 


GARDEN HOSE @ SPRINKLERS 


SUPPLEX COMPANY, Garwood, New Jersey, Division of Amerace Corporation 
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G reen Th U mM b a magical name with gardeners... 


the only quality line specially designed and superbly finished for 


today’s fabulous home-gardening market. 








TaMmet-trel-lallal:mr-lale 
selling to gardeners... = -: 
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Only G 
chrome. 





IDAY’S MOST POPULAR GARDEN TOOL 


y GREEN THUMB offers this strong and balanced trowel, with drop forged shank, in lustrous 
me. One of a matched set of chrome-finished garden tools, each retailing profitably at 98c. 


You get the newest items, the best values when you order your lawn and garden tools from your 
EEN THUMB wholesaler. 
THE UNION FORK & HOE COMPANY, COLUMBUS 15, OHIO 
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Individually labeled balls 


ALL PURPOSE COTTON 


ART. 533 


AVAILABLE IN A VARIETY 
OF PLYS AND PUT-UPS 


1 ib. skeins— 6G thru 72 ply 
Put-up in 5 ib. pkgs. 


Oe eS Each ball labeled 
2 oz. balis-6 thru 24 ply Y it. ‘ah 
Put-up in S Ib. pkgs. ‘ as to weight, 


4 oz. balis—6 thru 48 ply ply, feet per ball. 
Put-up in 5 ib. pkgs, 


8 oz. balis-6 thru 72 ply i labeled for 
Put-up in 5 ib. pkgs. 


1 ib. balis-—18 thru 72 ply 
Sold in bulk 


Put your confidence in 
the QUALITY LINE... 


Viny! Weather Stripping Mop Heads 

Weood Glue Wrapping Twines 

Braided Nyion Line Kitchen Lines 

Seine Twines Express Twines 

Seine Cords Chalk Lines 

Trot Lines Parcel Post Twines 

Staging Polished India Twines Orders of $75.00 or more, freight 

anomie, = Cord ee Lines prepaid. Orders of less than $30.00 

niente UTS. F WwIHe f. o. b. Mill, Lawndale, N. C., Van Nuys, 

Clothes Lines Nylon Casting Lines Calif., Marietta, Minnesota, Dallas, Texas 

Mason Lines Manila Ropes ‘ 

Fishing Lines Masking Tape or Waynetown, Ind. Orders of $30.00 to 

Starter Rope Freezer Tape $75.00 freight allowed to $1.00 per cwt. 

Jump Rope Polyethylene Ropes Freight prepaid does not include extra 
charges incurred outside carrier’s 
regular zone of delivery. 


ESTABLISHED 1873 eve an : S ompany LAWNDALE, N. C. 


14346 Bessemer St., Van Nuys, Cal.@ Marietta, Minn.@ 3104 Gaston Ave., Dallas 26, Texase Waynetown, Ind, 
< Want more facts? Circle 125, p. 107 Want more facts? Circle 126, p. 107 A 
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RIDING MOWERS 


Compare the features... compare the prices... 
and you'll agree it’s easier to sell Law74//7e than to sell against it 


You just can’t buy better mowers than LawnFlite! Feature for 
es feature, they challenge comparison. Look closely at the skillful 
Write today for Prices engineering . . . the top quality materials .. . the craftsmanship 
and Catalog Sheets on that is evident in every part and every assembly . . . the eye- 
LawnFlite Mowers, catching designs and the attractive, long lasting finishes. Best 
SnowFlite Snow Plows, of all, you can sell LawnFlite Mowers at prices that COMPETI- 


and the complete TION CAN’T TOUCH. 
keke k-Vaemuum hel 

of Wheelbarrows, Lawn 

Carts and Spreaders 


Want more facts? Circle 127, p. 107 
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COLOR does it! 


Iridescent Green on One Side to 
Match Grass, Makes This America’s 
Fastest Seller! 


HEAVYWEIGHT 
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The Industry’s Most Eye- 
Catching Packaging, Plus This 
Powerful, Free Display Unit 


COLOR CLAD LAWN EDGE 


ALUMINUM { 5 Woy 


ah >? 
4RIDESCENT GARDEN COLOR  amand\\ 




















Aluminum 


Trellises 


Full 
Here’s EVERYTHING you need for big lawn edge profits— jf Penta AON 


price, quality, sales appeal and dramatic display! Super-Strip 


quality with Soil-Grip finish prevents inching out of ground. 
Small corrugations provide more strength and make inserting 
easier. Safti-Edge ends sharp rims. 4”, 6”, 8” width coils. 
Standard lengths up to 100 ft. 


At garden supply and hardware wholesalers. 
For literature and prices, write to below: 


CAREY-McFALL COMPANY / ... 


Attractive 
colors. No 
maintenance. 
Also K.D. in 
pre-packed 
cartons. Root 
feeder ground 
stakes and 
trellis supports 
also available. 





Nationally Advertised in Better Homes and Gardens — Garden Ideas Annual 
Want more facts? Circle 128, p. 107 
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This year build up, speed up 
with this 





























The new, free Du Pont Garden 
Clinic Guide helps gardeners 
spot their problems—tells them 
what chemical to apply and the 
proper Sprayer nozzle number 
\\omr | to use. 








| GALLON 
> Gn NOZZLE 


) ” bs. S ayaa ks 
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GALLON 
NOZZLE 





The new Du Pont Sprayer—the only one of its kind on the market 

today—does every garden-spraying job. Nozzles snap in, lock in o 

position. There’s a handy shut-off valve right on the Sprayer and Every package of liquid or Each nozzle is identified in 
the jar is shatter-proof. And to help build sales, Du Pont advertis- wettable powder in the Du Pont easy-to-read die-cast numbers. 
ing will feature combination offers of $2.00 off on the Sprayer when Garden Chemical line carries Nozzles are quickly snapped 
bought with a package of Du Pont Garden Chemicals. Order today the number of the Du Pont and locked in position on the 
and be ready to take advantage of this outstanding promotion! Sprayer nozzie to use. Sprayer. 


te “i Se 3 . 
Du Pont Sprayers — 


ees folate! you get these new | 10 cases of Du Pont Garden Chemicals— 3 Sprayers free 
K fe) ae ve <n ‘4 a 


~ 1 8) 4a 4a meer, | | sé | 4a 
FREE when VA buy. ee a, (This offer for limited time only) 
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your garden chemical sales 
new Du Pont program! 


Here’s something new and long needed in garden 
chemical sales. For 1960, Du Pont brings you a 
complete program aimed at helping your sales 
operation. How? By bringing easily followed 
“‘what- and how-to-do-it” information to gar- 
deners when it is needed —and by simplifying gar- 
den-chemical spraying to a 1-2-3 operation with 


the new Du Pont Sprayer. Read the details on 
the opposite page—then think what this com- 
pletely coordinated program can mean to you in 
boosting and speeding up sales at the height of 
the busy season. Read too about the “‘free goods” 
offer and the new promotion program —then 
write for complete details—today. 


New informative promotions to help your customers 
garden easier and better—help your sales 








Brilliant ‘‘Day-Gio” 
posters, mobiles, 
Timely advertisements 
in leading gardening 
magazines will tell gar- 
deners what to look for 
and which Du Pont Gar- 
den Chemical to use. 























Plus a new generous co-op advertising plan 


A full line of products...in packages gardeners prefer 


Tree Wound 
Dressing 
Floral Dust 


Combination 
Garden Spray 


Rose Insecticide 
and Fungicide 


Vegetable Garden 
Dust 


Fruit Tree Spray 

Dormant Spray Oil 

Aphid and Mite 
Spray 


Tomato Dust 
Spreader-Sticker 
Chickweed Killer 
Lawn Weed Killer 


Ammate® Weed 
and Brush Killer 


Crabgrass Killer 
Insect Repellent 
50% Methoxychlor 
Fermate® 

Tersan® 75 


N. I. Ceresan® 
Semesan Bel® 
Garden Insecticide 
Soluble Plant Food 


Chlordane 
(6% and 72%) 


Snail & Slug Pellets 
50% DDT 
Manzate* 

Arasan® 75 
Semesan 


PRESSURIZED 
CANS 








————— 


SQUEEZE- 


CANISTERS | Ji} DUSTERS 








GARDEN CHEMICALS 


INDUSTRIAL & BIOCHEMICALS DEPARTMENT 
E. 1. DU PONT DE NEMOURS & CO. (INC.) 
WILMINGTON 98, DELAWARE 


REG. yu. s. PaT. OFF 
BETTER THINGS FOR BETTER LIVING 
THROUGH CHEMISTRY 


Want more facts? Circle 129, p. 107 
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LAWNCARE KIT 


Contains Squarespray 
sprinkler, Waterfeeder 
954, box of 20 Waterfeed 
cartridges. An ideal gift 
tem. 

List Price 


PLANT-CHEM 


The perfect potted plant 
food containing all the 
necessary hormones, vita- 
mins and nutrients that 
plants need to grow—with 
or without soil. 

Two formulae: Plant- 
Chem all-purpose Rich 
Plant Food 4-7-10 for pot- 
ted plants—-starting seeds, 
slips, cuttings and trans- 
plantings. 50c and $1 sizes 
Or Plant-Chem for Acid- 
Loving Plants 9-14-2. Use 
with Azaleas — Camellias 
— Rhododendrons — Fuch- 
sias, etc. 50c and $1 sizes 


WATERFEED® 


Concentrated water sol- 
uble cartridge type ferti- 
lizer. Will not burn. De- 
signed to be used with 
WATERFEEDER. Two 
formulae to cover all gar- 
den needs. 

WATERFEED 30-10-10 
For lawns, leafy shrubs, 
trees, etc. 

WATERFEED 15-46-10 
For flowers, flowering 
shrubs, vegetables, etc. 
Individually packed, 20 
WATERFEED cartridges 
to a box. 

List Price ....$1.00 per box 
Also Economy Bulk Pack 


| There’s practically no 





on oo 


Be f oy 


such thing as a single 
sale for PROEN prod- 
ucts. Why? Because one 
item just naturally leads 
to another and that 
means multiple profits 
for you. All Proen prod- 
ucts are such high qual- 
ity, to own one is to de- 
sire the entire line. YOU 
just sit back and enjoy 
the easy extra profits. 


WATERSPIKE® 
Sensational 2- way 
Sprinkler — Sub- 
Surface Irrigator. 
For PRECISION 
SPRINKLING in 
an actual square 


on the surface. 
For PRECISION 
IRRIGATION of 
roots below the 
surface, 


-_“ 


~ 


WATERFEEDER® 
Model 954 
Can be attached to all 
type watering devices. 
For use with Water- 
feed cartridge ferti- 
lizers. 


List Price....$1.99 each 


WATERFEEDER® 
Model 100 
Large capacity applica- 
tor can be used to dis- 
pense any type of water 
soluble plant food 
through garden hose 

connections. 
List Price $8.95 each 


“9: 








9TH and GRAYSON 


Sell one—sell all... 
sell PROEN 


SQUARESPRAY 

“The Original”’ 
The modern sprinkler that 
really waters in a square. It 
gets the corners: Designed for 
tandem hookup. Covers areas 
from 2x2 to 35x35 feet in ex- 
act square watering patterns. 
List Price $2.95 





WATERFEEDER® 
Model 200 
A fertilizer applicator 
designed specifically for 
Underground Sprinkler 
Systems. 
List Price ....$11.95 each 


PROEN PRODUCTS CO. 


2 


BERKELEY 10, CALIFORNIA 


contributions to finer gardening 
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SNAP-CUT MAGIC MERCHANDISER 
FREE LOCAL NEWSPAPER PROMOTION 


NOW ...a program to help you build traffic right in your own 
store, a garden shear department that's small enough to 
keep your cost down but with the fastest selling tools you can 


stock and sight on the same display, FREE PRUNING GUIDES 
for your customers. 


And...we will promote this Garden Shear Departmentyand 
the FREE PRUNING GUIDES in local newspapers throughout 


the country. Can you think of a better way to get your share 
of this highly profitable market? 


All you need to buy... 


One No. 974 Magic Merchandiser containing 
1 —Free Display Rack 

6—No. 119 Snap-Cut Pruners 

4—No. 114-8 Metal Handled Hedge Shears 
6—No. 1207 Grass Shears 
Loads of Free Pruning Guides 
(all packaged as a unit, set-up, ready for 

your counter or peg-board) 


In addition you receive... 


TRAFFIC BUILDER FREE 
NEWSPAPER LISTING 


That's all there is to it... we plan the ads, 


we pay the bills... you get the traffic. 
“SEE YOUR WHOLESALER TODAY” 
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SEYMOUR SMITH & SON, INC. / OAKVILLE, CONN. 


Sales Representative 


John H. Graham & Co., Inc., 105 Duane St., New York, N. Y. 
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SPECIAL DISCOUNT SAVES YOU MONEY fo) se, | crm 


Lawn Rakes 
Bow Rakes 
Bow Rakes 
Level Head Rakes 


Zone 1 (all states east of Zone 2) Zone 2 (Montana, Wyoming, Colorado, 


Dealer cost of 66 tools . . . $152.34 New Mexico, E! Paso and west) 
Dealer cost of 66 tools . . . . $156.96 


Regular cost of display stand . 35.00 
Total value of tools and stand. . $191.96 
Less special $20.00 discount 20.00 Less special $20.00 discount . . 20.00 

YOU PAY ONLY . . $167.34 YOU PAY ONLY . . $171.96 


Dandelion Diggers 


Regular cost of display stand 35.00 Cultivators 
ivator 


Total value of tools and stand $187.34 
Spading Forks 


Dirt Shovels 
Garden Shovels 
Garden Spades 


R 
ORDER FROM YOUR TRUE TEMPER. WHOLESALER movie se ig 
NO. GM66 — basic assortment totaling 66 long-handled lawn and garden 
tools, plus display stand. It’s the workingest selling unit in the business! 
Shipped direct from factory, freight prepaid, with full price information and 
set-up instructions. True Temper, 1623 Euclid Avenue, Cleveland 15, Ohio. 
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Garden Hoes 
Garden Hoes 
Floral Hoes 

Warren Hoes 


NHNHAO HH HAO KH ABO NAA OH O& 














7RUE TEMPER. lo. GM66 Merchandiser 


A WHOLE GARDEN T00L 
CENTER IN 9 SO. FT. 


Look what you get with this “Sell on Wheels” 
66 basic garden tools Rugged stocking display stand 


... the 17 best-selling long-handled lawn and . . . rolls on large casters to where the traffic 
garden tools in the right quantities for fast is. Stocks up to 100 or more tools. Made from 
turnover (see list on opposite page). Attractive steel tubing, mostly pre-assembled. It's a won- 
display stand shows off tools and permits easy derful way to display tools for more sales, 
access for customer inspection. season after season. 


Add these two units for extra profits 


New shear and Tile en i oo 
hand tool . | paren 
merchandisers | Be | 

include FREE =| pet . 

display stand wy le\\ bt 

that’s useful 


4WAYS 18 BASIC GARDEN SHEARS AND FREE STAND |= 30 BASIC HAND TOOLS AND FREE STAND 


No. $18-1 — includes these items: No. GCA-1 — includes these items: 
® Hang on either end of GM66 P non tm tlediin Oh . 6 ea. Regular Trowels, Dandelion Diggers; 
Merchandiser = edge Shears. . . . $4.95 4 ea. Trensplanting Trowels, Cultivators, Forks; 
4 6 ea. No. 22 Grass Shears . ... 3.25 2 ea. Weeding Hoes, Pointed Hoes, Hand Rakes. 
Hang on two hooks from peg- Each tool retails at 79¢. Display Stand is FREE. 
board 6 ea. No. A35 “Rocket™” Pruners . . 3.25 





All packed in one carton. Stand is pre-assem- 
® Set on counter, gondola, or Display Stand bled. Order from your True Temper wholesaler. 


any prominent spot All packed in one carton. Stand is pre-assem- No. TGCA-1 — same as above except tools 


® Set in window to stop traffic, bled. Order from your True Temper wholesaler. are chrome-plated and retail for 98¢ each. 


pull in customers PRICES SHOWN ARE SUGGESTED RETAIL AND INCLUDE FULL MARKUP 


XY b ne... 
RUE /EMPER. oo. 
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DeeDee preserits 
two new 
aerosols 
for your 
Lawn & 
Garden Dept. 


| WARAEA 


The only weed killer 
you can actually aim 


...Lo0 “shoot” death at weeds 


Takes the back-ache out of 
weeding. Just aim and “shoot” 
weed target. Clean white foam 
TARG FT shows where you ve sprayed. As 
VEED KILLE! foam dissolves, potent 2, 4-D 
amine formula goes to work. 
Selective formula is death to 


weeds, kind to grass. 98¢ retail 


can contains enough weed killer 
for 2000 weeds. 





DeMert 


5D Dougherty, Inc. 
Chicago 


98¢ retail) 
;mes more 
ticide than \s 
$1.59 aeroso™: 
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Dealer's Guide to B.F.Goodrich 


B.EGoodrich) 


garden hose for 1960 


Here is the 1960 line of B.F.Goodrich garden 
hose. Use this guide to order your stock from 
your B.F.Goodrich distributor now. 

B.F.Goodrich garden hose will be featured 
in the NRHA’s Hardware Week promotion in 
April. There are many other sales aids to help 
you sell more hose. 


Ask your distributor salesman how, with only 
a modest inventory, you can serve all of your 
garden hose customers. For name of your distrib- 
utor and free 8-page booklet giving complete 
specifications and describing free promotional 
materials available to you, write B.F. Goodrich 
Industrial Products Co., Akron 18, Ohio. 


Xoroseal 


PROFESSIONAL 


eanoener’s $4405 


Consumer price 


KING SIZE $Q)95 


Consumer price 


IMPERIAL me. 9795 


‘Ganaen price 


SAL, $795 
Consumer price 


pa pote CLUB *6/5 pes son ie CLUS $ 495 bag pen —_— +95 


yes price ” Gane price Guat price 


omen e= $a05 


Consumer price 


SIGNAL 
Ye” black 


Consumer price 


mpi $750 “EON 94.305 


hee Poi +795 meee? ha $ 1 295 


Consumer price 


B.EGoodrich garden hose 
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POULTRY NETTING 


It’s easy to see why farmers prefer Keyline Poultry 
Netting. Keyline never sags or bags as ordinary 

. poultry fence often does. It stands straight and 
smooth from top to bottom. 

Your customers know it’s the extra horizontal 
wires woven into Keyline that make the big dif- 
ference. The wires are spaced just right to with- 
stand pull when stretching. They keep Keyline 
good and tight when erected. 

Other features help make Keyline the top seller. 
A reverse twist weave adjusts to give a smooth, 
flat surface. Every inch of the wire is galvanized 
against rust. Yet, Keyline costs no more. 

Keyline is easy to sell because it’s pre-sold. It’s 
advertised in leading farm and poultry publica- 
tions. Ad mats and envelope stuffers also help 
increase sales. Best of all, Keyline gets wide sup- 
port from satisfied users. 

Now’s the time to get faster turnover and higher 
profits. Send in your order for Keyline today. 


KEYSTONE STEEL & WIRE Company 


PEORIA 7, ILLINOIS 
Want more facts? Circle 135, p. 107 
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STRAIGHT 
AT THE TOP 


























-_ 


k f Keyline Poultry Netting . Red Brand® Fence and Barbed Wire . Red Top® Steel Posts 
m 4 e r Ss Oo Non-Clim_ able Fence -« 


Baler Wire « Nails « Keycorner + Keywall « Keymesh® «+ Keystrip 
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ALL NEW © 
AND THE TALK 
OF THE TRADE! 


new new, 
strength! : reinforced hose! 


Tough nylon and vinyl | Newest cross-head 
three-ply construction. 4 y extrusion process. Result: 
Stands up to the highest ga : P 4 the toughest, most 
pressures and hardest ' 4 rugged hose made! 
wear—for years! Z & 


new new, 


, ; F i en « « ! 
package! §— (TAs si Monier welgat 


Bold dise desi ; ee € & Borden’s extrusion 
old, New cise Cesign Fa an RESINITE process reduces hose 
features the Borden 


name big and bold— , ££. | VI NYL ms Oks ror mao 
to sell on sight! - i § the flexibility! 


FLEXIBLE est 


‘ %s, ag 
FULLY GUARANTEED ¢ AN 


os 


new, shorter ¥ > hes fy 
complete line! “Sir “ey promotion! 


The complete line of « ; More sell in ’60 coast 
Borden reinforced and to coast! In LIFE, 
non-reinforced hose | SATURDAY EVENING 
and sprinklers totals POST, BETTER HOMES 
just 19 items. That’s all. & GARDENS, SUNSET 
You stock less, handle , and key gardening 
less— profit more! magazines. 


It’s absolutely extraBordenary! 


Talk over your 1960 garden-hose profit opportunities Right now! Fast delivery is assured. Our plants on 
with the Borden man. Let him tell you all about both the East and West Coasts are ready to show you 
Borden’s Resinite Hose, Borden’s Garden Pride Hose what speedy service really is! It pays to talk business 
and Borden’s Gold Stripe Triple Spray Sprinkler. with Borden—first! Get hold of the Borden man right 

When can you get Borden’s great, all-new hose line? now. Get hold of a honey of a hose deal for all of 1960. 


THE BORDEN CHEMICAL COMPANY - NORTH ANDOVER, MASS. or COMPTON (L.A.), CALIF. 
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NEW >*222°™ GARDEN TOOLS 


Order a basic inventory and free display NOW! sercy 


APPROVED 


new DiSSTON GARDEN CUTTING TOOLS 


Ort ee: oe ee i 
ye Ae a ee 
ee ee 





Here’s your complete Disston garden tool “‘selling center’ package 


Disston-1960 Garden Tools are styled by 

Raymond Loewy Associates to spark volume, 

self-service sales! Each tool has the genuine, 

Disston-quality cutting edge that cuts faster 
. stays sharp longer. 


includes: Hedge Shears. Grass Shears, Prun- 
ing Shears, Lopping Shears and Pruning 
Saws ... every popular type of gardening 
hand tool. Nominal retail value, $70.17. 


Dealer net, $46.69. YOUR PROFIT, $23.48. 


Your NRHA-selected, display inventory 


Here’s how Disston is supporting and promoting your display 


a 8” Hedge Shears 30-A 
‘® Typical of the fine tool 


A new, authoritative “Pruning Guide” and 
unique ‘Pruning Calendar,” both written 
expressly for this promotion, are FREE to Catalog, ‘Pruning Guide”’ including the 
you, for FREE distribution through your Pruning Calendar, and Display order 


- 
styling throughout the 
| 
| 
store. You're also supported by advertising : blank. 
| 


Disston-1960 line . .. 
styling and quality 
that turn an 

impulse into 

a sale! 


/ Send me the Disston-1960 Garden Tool 
1 


in BETTER HOMES and GARDENS, 
HOUSE and GARDEN, and SUNSET; 
“silent salesman” hang tags; 4-color cata- 
logs; literature; direct mail items and bright 
window banners. 


STORE NAME 





ADDRESS 





i 
' 


CITY — ae 





Send for complete details, now. 
Disston Division, H. K. Porter Company, Inc., 
Philadelphia 35,Pennsylvania. 


a I EE ll 


Dpcassempciteiinh antscenmepitinuiiveiinumeianiate 


Liictiecgsens aspen qu amqurananhenaman cupenee 


DISSTON DIVISION Df u rR H.K.PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY: with Rubber and Friction Products—-THERMOID DIVISION; Electrical Equipment—DELTA-STAR ELECTRIC DIVISION, NATIONAL ELECTRIC DIVISION: 
PEERLESS ELECTRIC DIVISION; Specialty Alloys—RIVERSIDE-ALLOY METAL DIVISION; Refractories—REFRACTORIES DIVISION; Electric Furnace Steel—CONNORS STEEL DIVISION, 
VULCAN-KIDD STEEL DIVISION; Fabricated Products—DISSTON DIVISION, FORGE AND FITTINGS DIVISION, LESCHEN WIRE ROPE DIVISION, MOULDINGS DIVISION, 
H. K. PORTER COMPANY ae MEXICO S.A; ana in Canada, Refractories “Disston” Tools, “Federal” Wires and Cables, “Nepcoduct” Systems—H. K. PORTER COMPANY (CANADA) LTD. 
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TRUFLEX. 


V-BELT 
2500 


ie Bcc hl it as 


aes te 


“Truflex v. Belt Line 
One of My Top Profit Makers” 


says John Bestall, owner of Burdick Hardware, San Bruno, California 


“T average about 60 belt sales a month with Gates Truflex 
V-Belts,” Mr. Bestall says. “Thanks to Gates Merchandising Pro- 
gram, Truflex is a fast-moving line with a good turnover. In fact, 
this program has made these belts one of the top profit makers 


in my store.” 


Boost YOUR Profits, Too, With Gates Free Merchandising Program 


As part of the Gates program, you 
receive attractive displays, posters, 
banners, V-belt merchandisers and 
give-away folders that turn waste 
space into profit centers. 

You are kept up-to-date on the 
most popular belt sizes to stock each 
season of the year. Also, Gates exclu- 
sive up-to-the-minute V-Belt Replace- 


ment Guide shows you quickly the 
Gates V-Belts that fit your customers’ 
machines. 

Altogether, Gates gives you a com- 
plete merchandising program, with 
dealer-proved results...a program that 
adds up to more turnover and a 
greater profit for you. 


You can easily change over to high-profit Gates Truflex V-Belts 
without losing a penny on your present stock. For details, simply 





Other Gates 





Hardware Products 


® Garden Hose 

® Kleen-Ezy Door Mats 

® Underground Sprinklers 
® Washing Machine Hose 
@ Turned-Steel Pulleys 


contact your nearby Gates Truflex Wholesaler today. 


The Gates Rubber Co. Denver, Colorado 
Gates Rubber of Canada Ltd., Brantford, Ontario 
World's Largest Maker of V-Belts 


Gates Truflex V-Belts 
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lf you’re in business to make money 
-make the switch to LAWN-BOY 


The new LAWN-BOoY line is here—and the raves are rolling in! New models. New features. 
New lower prices across the board! No reason now to count on unbacked, cut-price brands. 
And no more starvation diet for profit margins! With LAWN-BOY, you sell the best and put a 
good share of the price in your own pocket! Protected franchise territory, too. LAWN-BOY 
dealers never sell against themselves! Think it over. Isn’t it high time you got the sell-out 
habit? Go with the hottest franchise in the power-mower market! Go LAWN-BOyY in 1960! 


1. Product 


Meet the all-new Grass Catcher. It 
rakes and sweeps as it mows! Proof 
that in 1960, as always, LAWN-BOY 
leads the way in power-mower engi- 
neering. The entire product— 
engine, housing, blade—every part 
is made by LAWN-BOY for LAWN-BOY 
only, a division of the world-famous 
Outboard Marine Corporation. 

This is a quality line you'll be 
proud to sell, to back with your 
own reputation. Service? Over 3,500 
Authorized Service Dealers, all over 
the U.S.A., stand ready to provide 
parts and service for each mower 
sold in your store—this year, last 
year, next year! 


Now sell LAWN-BOY all year round! Complete line features 
mowers, tillers, edger-trimmers, snow removers, 
on a franchise basis at new competitive prices! 


MAIL COUPON TODAY FOR THE STORY ON LAWN-BOY 1960... 
NEW MODELS - NEW SELLING HELPS - NEW PROFITS 


2. Profit 


LAWN-BOY is the top profit line in 
the industry! Lower prices across 
the board give you a real edge in 
competition—with a fair dollar 
profit, besides! No off-season dol- 
drums for LAWN-BOY dealers. Im- 
pressive line-up of power mowers, 
tillers, edger-trimmers and snow 
removers pull prospects and profits 
all year long! Easier to sell, too. 
And you can make as much on one 
LAWN-BOY sale as from three friend- 
losing, cut-price models. 

Your distributor’s LAWN-BOY 
franchise protects you. No over- 
distribution—and clean, profit- 
making retail selling! 


3. Promotion 


Year after year, LAWN-BOY national 
advertising assures you of all-impor- 
tant brand recognition and accept- 
ance. And in 1960, LAWN-BOY 
launches its biggest promotional 
push yet, based on the sensational 
new six-step test for power-mower 
buyers, to help you sell! 

You'll find the kind of complete 
dealer aid program you’ve always 
wanted. Kits, bulletins, point-of- 
sale materials, even trained LAWN- 
BOY sales personnel to solve special 
problems. All this plus a compre- 
hensive and liberal co-op advertis- 
ing plan available through your 
LAWN-BOY distributor! 





LAWN-BOY, Dept. HA-10, Lamar, Missouri 
Division of Outboard Marine Corporation 


Please rush full details on the new 1960 LAWN-BOY line, 
and tell me how I can become a LAWN-BOY dealer. 


LAWN-BOY 


Lamar, Missouri. Division of Outboard Marine Corporation. Makers of 
» Evinrude, and Gale Outboard Motors. 
In Canada: LAWN-BOY, Peterborough, Ontario 


PPS Oewes 
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City & Zone 
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| Qver 100 million to 
fertilizers containing | 


Look at this powerful promotion of fertilizers containing 
Uramite”—‘'Reader’s Digest’, “The Du Pont Show of the 
Month”, national gardening magazines, leading news- 
papers in major marketing areas—starting right now! 


se ET .... Audience 
or cen Digest 
ae A full-page, four-color ad in the April, 


1960 issue of the ‘‘Reader’s Digest’’, 3 “f ’ O O O ; O O O 


the national magazine that reaches 
more homes than any other! 


Now for in 
that helvs 





A dramaticcommercial on the Du Pont 2 GS . a 9 O 5 O O O 


Show of the Month to a vast audi- 
ence reached by a national television 
network! 





GARDENING MAGAZINES 


Promotion rifled directly to your best 

customers—the hard core of hobby a 1 Sti 5 + 5 9 S 
gardeners—through ads on “‘Uramite’’ 

in national garden magazines from 

February through April, 1960. 





LEADING NEWSPAPERS 60,000,000 


Ads on “‘Uramite’’ pinpointed right 
in your own trading area—in lead- 


ing newspapers—building demand 7 A L 
among the homeowners that you 


serve! Aan 12 6, 10 596 
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see promotion of 
Du Pont URAMITE 


Cash in on this mighty, sales-boosting promotion! Be sure 
you stock plenty of fertilizers carrying this distinctive red 
: tag— available from all these 
leading fertilizer manufacturers. 


For beautiful lawns, flowers and shrubs, nitrogen 
plant food is needed in a gradual, steady supply 
throughout the growing season. The major portion 
of the nitrogen in this bag is from the new long 
feeding nitrogen material, “Uramite’ 


~ 


CONTAINS 


DU PONT 


URAMITE 


Fertilizer Compound 


For years, leading golf courses and nurs- 
eries have depended on “‘Uramite’’ to grow 
superior turf and plants. Now, many im- 
portant fertilizer manufacturers are offer- 
ing mixtures containing this high-quality, 
long-lasting nitrogen fertilizer compound 
to help your customers grow better lawns 
and gardens. 


). & L. Adikes, Inc. 
Jamaica, N. Y. 


Aiken Fertilizer Company 
Aiken, S. C. 


The Albuquerque Chemical Co., Inc. 


Albuquerque, N. M. 


American Agricultural Chemical Co. 


New York 7, New York 

Bandini Fertilizer Company 

Los Angeles, Calif. 

F. W. Bolgiano & Company 
Washington, D. C. 

Central Chemical Corporation 
Hagerstown, Maryland 
Chesmore Seed Company 

vt. Joseph, Mo. 

Consolidated Rendering Company 
Boston, Mass. 

Cooperative G.L.F. Exchange, Inc. 
Ithaca, New York 

Farm Chemical Company 
Longmont, Colorado 

Florida East Coast Fertilizer Co. 
Homestead, Florida 

Fowler Fertilizer Company 
Covington, Georgia 
Goldthwaite’s of Texas, Inc. 
Fort Worth 1, Texas 

Graco Fertilizer Company 

Cairo, Georgia 

Gro-Green Products, Inc. 

Div. of Buffalo Meat Products, Inc. 
Buffalo, New York 

High Point Mills, Inc. 

Henrietta, New York 

The Hubbard-Hall Chemical Co. 
Waterbury, Conn. 

Kilgore Seed Company 

Plant City, Florida 

N. S. Koos & Son Company 
Kenosha, Wisc. 


JS . SES 
hath a 
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La Plata Chemical Company 

La Plata, Missouri 

Lustre Lawn Fertilizer Company 
Walbridge, Ohio 

Magnolia Fertilizer Company 
Seattle, Washington 

Marico, Incorporated 

Ocala, Florida 

Miller Chemical Company, inc. 
Omaha, Nebraska 

Miller Chemical & Fertilizer Corp. 
Baltimore, Maryland 
Pennsylvania Farm Bureau Co-op Assn. 
Harrisburg, Pennsylvania 

Robert B. Peters Company 
Allentown, Pennsylvania 

Rath Packing Company 
Waterloo, lowa 

Silverside Supply Company 
Wilmington, Delaware 

South Agricultural Insecticides, Inc. 
Palmetto, Florida 

Vaughan’s Seed Company 
Chicago, Illinois 
Virginia-Carolina Chemical Corp. 
Richmond, Virginia 

Western Golf Course Supply Co. 
Portland, Oregon 

Wilbur-Ellis Company 

Los Angeles, Calif. 

Andrew Wilson, Inc. 

Springfield. N. J. 


QU PONT 
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BETTER THINGS FOR BETTER LIVING 
. . THROUGH CHEMISTRY 
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Wells has put power 


behind the good old 


hand saw... 


4 


THE NEW 


Ets 
1. Os DAH ee (Ole 


ene, ye wae we O-@s ve 


CHECK THESE BIG 
SALES ADVANTAGES 


® Cuts on both strokes to provide 
8000 1%” cutting strokes per minute 
—no kick, no pull—eliminating 
need for foot or table. 


® Entire length of blade is usable to 
give 8” maximum cutting capacity. 


® Patented blade design removes 
sawdust from kerf—built-in blower 
keeps work line clear. 


® Easy to change disposable blade 
keeps costs down, minimizes down 
time. 


® For maximum safety, blade stops 
in less than 1% seconds after trig- 
ger is released. 


® Quality construction with anti- 
friction ball and needle bearings 
throughout, heat treated helical 
gears, specially designed heavy 
duty AC-DC motor, precision die 
cast housing and double pole 
switch that breaks both lines. 





> 


A new concept in power saws 
offering big new opportunities 
for sales and profits! 


Here’s the saw carpenters, builders and handymen really take to. It’s 
the modern power version of the craftsman’s old stand-by —the hand 
saw. It offers all the accuracy, versatility and convenience of the hand 
saw plus the speed and efficiency’ of a power tool. And it’s the safest 
power saw we know of. 

The Wellsaw Model 400 can be important to you. Its high sales ap- 
peal provides you with a fast moving profit builder that creates happy 
customers. Just check the sales advantages listed at the left and com- 
pare them with other types of power saws. We think they’ll help you 
visualize the sales potential. It has already been used and tested ex’ 
tensively on-the-job in general carpentry, repair and remodeling, 
pruning of trees, dehorning cattle, and in industry for boxing, crating 
and maintenance. The market is big and broad. 

The Wellsaw Model 400 is made and backed by a company with 
over 30 years’ experience in manufacturing high quality industrial 
saws. We’ll be happy to tell you more about ourselves and the Modei 
400. Just drop us a line. Or, if you prefer, ask your wholesaler to place 
an order for you. 





WELLS MANUFACTURING CORPORATION 
503 Fourth Avenue, Three Rivers, Michigan 
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Now is the time to buy Swan garden 
hose and grass stop for spring and 
summer profits. Call your distributor. 


SWAN RUBBER COMPANY - BUCYRUS, OHIO 


You can trust the products...made by Swan 
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BAG EXTRA PROFITS 
WITH THIS NEW 


ROTARY THAI 
a BAGS GRASSE, 


Here’s another new TORO exclusive that 
really packs a sales punch! Now you can profit from the 
growing trend to riding mowers with the only riding 
rotary on the market that bags its clippings—The Toro 
Pony 25! This is the feature that made the Whirlwind 
‘‘Wind Tunnel” rotaries the sales sensation of 1959. Now, 
for the first time, this bagging feature is built-in a riding 
mower—a rider that retails for $349.95 complete with 
bagging attachment, seat-pressure controlled safety shut- 
off, hill-flattening 4.5 hp 4-cycle engine. Call or write 
your Toro distributor soon. He’ll give you all the facts 
on this and other Toro riding mowers that give you the 
right rider for every customer’s need! 


TORO 


TORO MANUFACTURING CORPORATION 
3019 SNELLING AVENUE, MINNEAPOLIS 6, MINNESOTA, U.S.A. 
Want more facts? Circle 143, p. 107 
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SPORTSMAN* tractor with 32” 

triple-blade rotary mower—$449.95 com- 

plete. Optional equipment includes 30° 

reel, two 25” gang reels, 42” snow plow 

blade, 2x5 dump cart, 30” lawn roller. 
* 


COLT" has 6-blade 25” reel for smooth 
scissor-cut on fine lawn. Gives maximum 
operator comfort with convenient handle- 
height adjustment, stable seating design, 
conveniently located controls. 


*Registered trademarks of Toro Manufacturing Corp. 
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FMC 


HOW 
SERVES THE 


GARDEN oUPPLY 
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INDUSTRY 


Seven FMC operations, listed on the adjoining page, are 
active in serving the garden supply industry. Marketing 
through dealers and distributors, they supply essential hand 
and power equipment and specialty chemicals for all types 
of gardening, from individual households to metropolitan 
park departments. 


Constant development and improvement of products to 
serve specific markets, such as gardening, is the key factor 
in the notable progress of our company. It is fostered, in 
large part, by FMC’s proven policy of diversification and 
decentralization. This policy enables each FMC operation 
to devote its attention to the specific needs of its own 
customers, yet draw on the vast knowledge and experience 
of other FMC operations as well as the broad creative 
resources of our company’s large central research and en- 
gineering centers. 


These dynamic concepts, which both increase operating 
efficiency and offer fuller service to the customer, have 
been instrumental in spurring FMC’s rapid rise to promin- 
ence in three major areas: Basic Chemicals, Industrial 


and Agricultural Machinery, and Military Defense 
Materiel. 


For complete listing of our products 
and services contact FMC, Dept. PRA, 
Box 760, San Jose, California 


Want more facts? Circle 144, p. 107 








- 


Bolens Products Division: Garden tractors, rotary tillers, 
power lawn mowers, chain saws ‘ 
. _ 





Propulsion Engine Corporation: holes power lawn 
mowers, rotary tillers, Titan® chain saws 





John Bean Division: Portable power sprayers — dusters, 
sprinkler irrigation systems 





- 


,Oakes Manufacturing Co.: Hand and power dusters 
and sprayers 





Peertess Pump Division: Horizontal and vertical 
centrifugal pumps, domestic and commercial water systems 





Niagara Chemical Division: Agricultural insecticides, 
5 eae pga and herbicides 


S¢ 








7 7 


Fairfield Chemicals: Basic materials for formulators of 
garden pesticides ’ 


t 








Putting ldeas to. Work 


Foop MACHINERY AND CHEMICAL CORPORATION 
\ Executive Offices: San Jose, California 


: 
D MACHINERY 


AMD CHEMICAL ADMINISTRATIVE. “OFFICES: Machinery Divisions, anti Defense Materis!, San yous; California 
a ee ‘Chemical “Divisions, New York City 1 agg vieratgandy gi 3! - Jose, California; lathe br ei City 


Mig BB, 
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customers mow 


BIG 
PROFITS 
WiTh 


~— GUMOUT, 


Every power mower needs GUMOUT—especially after months 
of winter storage. GUMOUT, added to the gas tank, cleans 
out the carburetor and fuel system. With a clean carburetor 
engines start faster, deliver full power. 


GUMOUT will be used in millions of power mowers this sum- 

mer. Will you get your share of this market? Act now! Order 

GUMOUT today. Reap a bundle of extra profit this summer. 

7 | 
: et \erS 
. piges* 

— For power mowers and small engines, 

you’re always right when you recom- 


mend and sell No. 508 Power Mower Oil. 


Order GUMOUT : 
from your wholesaler or write: 


GUMOUT DIVISION PENNSYLVANIA REFINING COMPANY + CLEVELAND 4, OHIO 
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KENNEDY... the Tool Box and Tackle Box Line with a Profit Plan for YOU 


Get your full share of the growing market for 
tackle boxes and tool boxes. Kennedy’s no-cost 
Profit Plan helps you take advantage of all the 
factors which result in maximum yearly turnover 
and faster sales. 


Kennedy’s Profit Plan can be tailored to hardware 
operations of every size—large and small. There 
is a Kennedy Plan to meet your specific needs, and 
to help you sell your Kennedy Boxes faster—at 
lower cost per sale. 


Ask for full information on this comprehensive 
plan immediately. Discover for yourself how this 
common-sense program can help you increase your 
tool and tackle box turnover. We think you'll agree 
it’s well worth the brief time it takes to fill out 
and mail the attached coupon. 


SEND FOR THE KENNEDY PLAN TODAY! 


Kennedy " 


Yan Wert, Ohio 
Please send me complete details about the Kennedy Profit Plan. 


Kennedy Kits 


KENNEDY MANUFACTURING CO. 
Dept. 113, VAN WERT, OHIO 


Business name 





Requested by 
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Casual-Time 


hospitality... «As : 


““Lbhb, 


SERVING SETS 
2 er 


PUNCH BOWL SET NO. 1067 Retail $6.95 





Teday much of America’s eating is done informally . . . at snacks, 
buffets, patio parties, barbecues, picnics. Casual-Time U.S.A. we call it. These informal 
occasions call for a new concept in serving items. 


FLAMBEAU’S “‘Invitation’’ SERVING SETs have been specifically designed and 
produced for these occasions. They add a modern styling touch to serving 
e enhance natural color and appetite appeal of foods and beverages «¢ serve easier 
because they’re light-as-a-feather ¢ easy to keep sparkling clean 
e all units match in style and decor « fit even the most modest budget! 

















CONDIMENT SET NO.1068 SALAD SERVICE NO. 1066 CHIP & DIP TRAY NO. 1065 HORS D'OEUVRE SERVER SNACK SERVER NO. 1064 DESSERT SERVICE 
Retail $1.98 Retail $5.95 Retail $3.49 NO. 1080 Retail $3.98 Retail $1.98 NO. 1062 Retail $3.49 


To spark up housewares sales, get the full story on Invitation today. Write or call 
SEE US AT 


BOOTH 1114 es Flambeau peuiastics corPoraTION 


AT THE SHOW BARABOO. WISCONSIN 
® 
AWARD-WINNING FLAMBOWARE - INVITATION SERVING SETS - CHARCOAL CADDY KITS - TIDEE-MAID SEWING KITS - NOTIONS & SPORTS ITEMS - BUSINESS GIFT CONTAINERS 
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Coming Soon! 


Pittsburghs New Low-priced 
MAESTRO’ COLOR 


MIXING 








e if you are interested in serving today’s 
demand for more colors . . . taking care of 
your customers more quickly and efficiently 

. turning over your inventory more fre- 
quently and with greater profit—send this 
coupon for complete information on the new 
Maestro Color Mixing Machine. 


Watch the Garry Moore Show —CBS-TV— Tuesday evenings. 


PITTSBURGH’ PAINTS 


PAINTS « GLASS « e BRUSHES « PLASTICS « FIBER GLASS 


‘lp 
in 


PITTSBURGH PLATE GLASS COMPANY 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


MACHINE 


@ More than 1400 colors 
@ Only 2 Maestro tinting bases 
@ Only 12 colorants 


e Mixes colors speedily and 
accurately 


e@ Needs no special training or 
skill to operate 


@ Practically trouble-free service 
for years 


Available to Pittsburgh 
Paint dealers! 


Pittsburgh Plate Glass Company, 
Paint Division, Dept. HA-10, Pittsburgh 22, Pa. 


Please send me more information about your new 
low-priced Maestro Color Mixing Machine. 


NAME 

















| 
| 
' 
| 
| 
| 
| 
| ADDRESS 
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the odds are 


you'll sell more 


Your CHANNEL- 
LOCK sales opportuni- 
ties are better than ever... 
4 times better. The reason? 
You now can offer your cus- 
tomers their choice of not 
merely one but four distinct 
sizes of CHANNELLOCK 
Pliers. The wider thechoice, 
the surer the sale! Best of 
all, each member of this 
CHANNELLOCK family 
foursome has established 
itself as a fast-seller... 
hundreds of thousands of 
them are sold every year. 
Show ’em all four... and 
you'll sell all four. 


= 
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(also available 
with smooth 
jaws—No. 415) 


A) CHAN we, LOCK 
send for information : Mighty | ens N E L , 


on our special Channellock Midget 
‘family jpusome display board No. 400-D \ | 





: ; % ah 
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CHAMPION’ DEARMENT TOOL COMPANY « MEADVILLE, PENNSYLVANIA 
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Swingline *4” Staple Guns 

are nationally advertised 

in more magazines than 
any other brand! 


Kosubt: More Swingline *4” Staple Guns are sold 


than all others combined! 


*With exclusive push-button loading and built-in staple extractor. Handle lock. 


a a 2 
FOR COMPLETE INFORMATION, CONTACT: Swingkne: ING. LONG ISLAND CITY 1, NEW YORK 


World's Largest Manufacturer of Staplers for Home and Office! 
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| HOW TO SELL [HE MOS! 
1 EXCITING NEW HARDWARE 
| PRODUCTS OF THE YEAR! 


VOCALINE PERM A PLUG for low-cost, short-range radio communications in busi- 

ness, factories, warehouses, on farms...and for sports- 
Display it! men! No technical knowledge or skills required to sell 
4 AC outlets in 1!...Ends messy wiring—doubles the _it or operate it! Install in salesman’s car, demonstrate it 
number of electrical outlets available—needed in every from prospect's desk! 


home! A variety of attractive displays help you sell 
Perma Plug on sight—‘‘sixes”’ for your counter... 


“singles” for tray, bin or pegboard—and “seasonals.” VOCALINE VOCATRON 
Display it and d trate it! 
VOCALINE COMMAI RE stn aes corse oT that sells on 


Demonstrate it! demonstration. No wiring, no installation—just plug it 
(citizens band two-way radio communications system)... in and talk. Ideal for offices, factories, shipping depart- 
A natural for your industrial department—fills the need ments—the perfect intercom for the home! 


BACKED BY AGGRESSIVE NATIONAL ADVERTISING! 











Vocaline | Bs Vocaline ~ Aen Vocaline 
Perma Plug 3 — Commaire (citizens Vocatron 
4 AC outlets | band two-way = Wireless 
in 1! | radio communications Vy] is Intercom! 
system!) 
































Please send complete information on: 
[) Perma-Plug 
ih [] Commaire 2-way Radio 
@ CA LT ‘NV. p > [] Vocatron Wireless Intercom 
| COMPANY OF AMERICA 
\ 145 Coulter Street Name 























Olid Saybrook, Conn. Address 








City Zone.____ State 














viz 





Want more facts? Circie 152, p. 107 A Want more facts? Circle 153, p. 107 > 
70 © HARDWARE AGE, January 14, 1960 





















Uv ELIOG 690.0 6 


Perr 


ay pak 

















t wih . 


IY Uae Gel. 


TV has made Melnor a household word 
among homeowners! And this year Melnor 
is back in TV bigger than ever...more time, 
more markets, more customers for you. 


Two new sprinklers to widen your garden 
market! The new Pulsator throws a power- 
ful spray a long way, to cover circles up 

to 90 feet in diameter or wedges of any 
size you dial. The economical new Square 
is the ideal sprinkler for the smaller 
rectangular lawn. These are new members of 
the Melnor family, joining the successful 
revolving sprinkler line and the famous 
Melinor Swingin’ Spray Wave Sprinklers. 
All this, plus the bigger-than-ever Melnor 
accessory line in the ‘‘See 'n Sell’ 
skin-pack display cards. 


WHAT'S STILL MISSING? 


Nothing! Because on the back 
of this foldout you'll find 
Me/nor’s best-ever Early Bird 
Free Goods Promotions! 
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FREE BONUS SPRINKLERS IN OUR 


WO “EARLY BIRD” SPECIALS 











ly an Get No. 77 Assortment of Wave Sprinklers with 
Toba tests ets 4A these Free Bonus of Four Revolving Sprinklers! 
these: | (2) #525 SWINGIN’ SPRAYS @ 5.95 each 11.90 


(3) #550 SWINGIN’ SPRAYS @ 7.95 each 23.85 
(3) #700 SWINGIN’ SPRAYS @ 9.95 each 29.85 
(2) #1000 SWINGIN’ SPRAYS @ 12.95 each 25.90 
FREE BONUS 
(1) #650 SQUARE SPRINKLER @ 2.49 each 2.49 
(1) #800 REVOLVING SPRINKLER @ 1.95 ea. 1.95 
(1) #860 REVOLVING SPRINKLER @ 3.49 ea. 3.49 
(1) #910 REVOLVING SPRINKLER @ 5.95 ea: 5.95 
TOTAL RETAIL VALUE: 105.38 DEALER COST: 54.90 


DEALER PROFIT: 50.48 
48% DEALER PROFIT! 












No. 88 Assortment of Revolving Sprinklers 
with Free Bonus of New Square Sprinkler! 
(1) #650 SQUARE SPRINKLER @ 2.49 ea... .2.49 
(2) #800 REVOLVING SPRINKLERS @ 1.95 ea. 3.90 
(2) #860 REVOLVING SPRINKLERS @ 3.49 ea. 6.98 
(1) #910 REVOLVING SPRINKLER @ 5.95 ea. 5.95 


FREE BONUS 
(1) #650 SQUARE SPRINKLER @ 2.49 ea.. .2.49 
TOTAL RETAIL VALUE: 21.81 DEALER COST: 11.59 


DEALER PROFIT: 10.22 
47% DEALER PROFIT! 








‘ e 


TWO FREE BONUS ASSORTMENTS OF 


SELL ACCESSORIES! 


Meinor’s See 'n Sell Accessory fine in 
fast-moving self-selling skin-pack display 
cards. Take your pick of two packages: 
No. 158S —92 individual pieces, including 20 dif- 
ferent items, with FREE Wire Display Rack. 
TOTAL RETAIL VALUE: 63.92 
DEALER COST: 40.48 
DEALER PROFIT: 23.44 | 
° No. 159R —Refill Skin-Pack Assortment. 92 indi- 
vidual pieces, including 20 different items, with 4 
FREE Brass Hose Nozzles. 
TOTAL RETAIL VALUE: 63.92 
DEALER COST: 37.95 
DEALER PROFIT: 25.97 
ORDER NOW FROM YOUR MELNOR DISTRIBUTOR! LIMITED SUPPLY! 
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Demonstrations... 
Key to water conditioner sales 


Here is a merchandising idea you can use to sell water 
conditioners. Store demonstrator produces sales for this 


dealer by showing customers how good pure water can taste. 


Here is a dealer opinion about a specialty line that “Ever since we installed a complete water treat- 
is producing a high profit. This opinion is an- ment system as a demonstrator unit in our store’s 
chored in facts and in sales results. It could get you busiest traffic area, the on-the-spot sample of what it 
started on a new source of income. will do to make the homeowner’s water potable has 


Store demonstration builds prospects with the taste test, water before and after 
treated. Leroy Albright is making a demonstration. 


GUARANTEED ’ 


WALETE Sul Pyup REMOVAL 


WATER, FREE FROM Bap TASTE-AND ODOR / 





Demonstrators: Key to water conditioner sales 
(Continued) 


been a continuing source of leads. Many of these 
leads result in sales. Our service department is busy 
making installations. 

“Business has zoomed. We’ve appointed five other 
dealers to aid in the expansion of this lucrative field. 
The potential is tremendous.” 

So says Leroy Albright, of Adams-Houser Hard- 
ware, Sarasota, Fla. 

More than 20 units were sold during the first six 


months complete water treatment systems were mar- 
keted. Some sales amounted to a modest installation 
of $225. Others amounted to $1000 sales. 

“When a customer shopping our store for hardware 
or building item is attracted to our water demonstra- 
tor unit, things happen. The customer can taste 
water before it goes through our system. The cus- 
tomer then can taste water that has gone through the 


Test of water is made 
on an expensive instal- 
lation as part of the 
store's service. 
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Newspaper ads help build store 
traffic. 











system. The difference in taste is striking. We've 
landed a prospect. 

“Aside from word-of-mouth advertising, most sales 
originate at the demonstrator unit.” 

Mr. Albright points out that “the growth of out- 
lying areas continues to be fantastic. Builders are 
moving out beyond the water mains where they can 
buy land to build on that hasn’t been priced out of 
reason. 

“Once beyond the water mains, home owners need 
a water system.” 

Mr. Albright sells builders and homeowners on the 
advantages of a system which completely eliminates 
the sulphurous characteristics of some water in his 
area. Mr. Albright also plays up that the system he 
sells banishes iron bacteria and algae, chlorinates and 
dechlorinates, and delivers pure, sparkling water. 

Mr. Aijibright has competition, principally from 
original equipment installed by builders. However, 
he has found ways to meet such competition. 

One way was to participate in a home show. Loca] 
builders sponsored a “Parade of Homes” show with 
sample homes. Mr. Albright took space in the show, 
installed a demonstration unit similar to the one now 
in his store. Results were immediate. 

Mr. Albright, also, has a unit that is competitive, 


price-wise in original cost, and that keeps down oper- 
ating costs. 

The store also can split the water system. Un- 
treated water is fed to toilets and the lawn. Treated 
water is fed to other outlets. 

Mr. Albright’s market, also, is not confined to 
homeowners, He sells to restaurants and drive-ins 
where good drinking water is important in attracting 
business. Another market is the trailer park. 

Dealers who tie in with Adams-Houser have two 
prime sales tools. These are a portable demonstrator 
unit that can be attached to a faucet, and a kit to test 
water. Mr. Albright figures that a dealer with two 


outside salesmen can average five sales a week, of 


units selling for $225 to $310. These water system 
customers also are prospects for water softening in- 
stallations selling for $200 to $400. 

“We seil our associates the units, and they make 
installations under our supervision,” Mr. Albright 
points out. “Where codes require it, we have a plumber 
make the installation.” 

Mr. Albright also points out that selling water sys- 
tems fits in with heating and air conditioning sales. 
Homeowners having a complete remodeling job often 
buy appliances for the kitchen, bathrooms, laundry, 
plus heating and water systems. ® End 
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the discount houses 


lowa tackles 


Why it pays consumers to do business with their hardware dealers is 
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Iowa hardware dealers hit back at discount house 
competition during the Christmas selling season. This 
was done with an advertisement published in a Des 
Moines newspaper. Dealers also picked up the adver- 
tisement for their local newspapers. 


The advertisement, shown below, was published in 
the Des Moines Sunday Register of Nov. 29, by the 
Iowa Retail Hardware Association. The Des Moines 
newspaper circulates throughout the state. Some deal- 
ers picked up the theme, and had the ad published by 
their local Chamber of Commerce. Newspapers also 
picked it up, and gave it editorial comment. 


The advertisement was an appeal to Christmas 
shoppers to consider the advantages of services of- 
fered by hardware dealers, against the price lure of 
discount houses. Advantages of doing business with 
hardware dealers were brought out on a play on the 


This is the advertisement 
Register of Nov. 29. 


ka 


word “discount.” Readers were urged not to discount 
the advantages of delivery, installation, exchange and 
return privileges, and the reliability of the local mer- 
chant. 

Directors of the Iowa association published the 
advertisement as an investment in building morale 
in the hardware industry. The association recognized 
that some consumers buy strictly on price. On them, 
such an advertisement falls on deaf ears. However, 
the association banked on the fact some consumers 
balance off the advantages of service against price, 
and to them a reasonable appeal has some effect. 
Reaction to the advertisement was termed “very 
good” by Philip R. Jacobson, asociation secretary. 

A New Mexico dealer took a bold approach to the 
“wholesale at retail” problem and the advertisement 
he published was reproduced in the Nov. 5 issue, 
page 44, 


published by the lowa Retail Hardware Association in the Des Moines Sunday 





Things like washers, dryers, stoves, air conditioners, television sets can be 
easily ruined by improper “do it yourself" installations. When you have it 
installed by your dependable merchant, the responsibility is his. He backs the 


factory guarantee to the hilt, not only on appliances but, also on tools, paints, 


farm and home supplies, etc. 


DON'T "DISCOUNT" EXCHANGE PRIVILEGES 


We all make mistakes when it comes to buying gifts for others. When sizes, 

color, style or model are wrong, again your conscientious merchant wants to 

make it right. He wants the responsibility of making your presents please. 
DON'T "DISCOUNT" RETURN PRIVILEGES 

Sometimes the thing that looked so "right" in the store turns out to be so 


wrong. Nobody knows this better than your regular merchant, and part of 
his way of doing business is to accept the return of such merchandise in good 


condition without argument. 


DON'T "DISCOUNT" A RELIABLE MERCHANT'S 


DON'T "DISCOUNT" INSTALLATION 
NAME ON THE PACKAGE 


You can be doubly proud of giving gifts that come from a good legitimate 


The name of a locally known merchant on the box shows you weren't 


trying to cut corners; that you cared more about satisfaction than price. 


lowa Retail Hardware Associat 


store. 
This message is sponsored by the lowa Retail Hardware Association in the best inter- 


ests of the buying public and in behalf of all merchants in lowa as well as the more 
Christmas Gift Centers, and are identified by their green and white IRHA emblem, 
which is the symbol of quality and the sign of satisfaction in all your purchases of 
hardware, housewares, gifts of utility, appliances, paints and thousands of other items, 


than twelve hundred independent hardware men in lowa, whose stores are Family 


irha 


Ir 


ARDWARE STOR! 
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John Warren (right) discusses a sale with William Schmieding, his architectural hardware consultant, in Warren's 


demonstration-display room. 


3 keys to... 
better builders’ 


How a dealer makes builders’ hardware 
a major line and sells both 


contractors and individual home owners 
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ardware volume 


Display, service and inventory are three basic keys 
to successful builders’ hardware selling. These basics 
help the John Warren Hardware Co. in Eugene, Ore., 
sell contractors and home owners. 

Fully 80 percent of the department’s sales are to 
contractors. Even if there were no sales to large con- 
tractors, the dollar volume with home owners and 
small contractors would keep the department profit- 





Demonstrations help clinch sales in builders’ hardware. 


able. Since the smaller non-bid sales are not highly 
competitive, the profit margins on them are somewhat 
higher. 

Builders’ hardware has always been a major de- 
partment in the store which Mr. Warren bought in 
1951 from Joe Gordon, former big-league baseball 
star. 

In the past seven years the builders’ hardware de- 
partment’s volume has been expanded so that it now 
accounts for 60 percent of the store’s volume. That 
department provided 35 percent of the firm’s volume 
when John Warren bought the business. 

Builders’ hardware volume now exceeds one-half 
million dollars a year. 

Display has always been an important sales builder, 
both in the old store which burned down two years 
ago, and in the new one completed more than a year 
ago. 

Builders’ hardware occupies most of one side of 
the first-floor display room. Cabinet hardware is 
shown nearby. 

Main floor displays are supplemented with consulta- 


This customer said “I'll take it.” 


tion rooms on the mezzanine. Specialty items for pri- 
vate homes and for public buildings are displayed in 
these rooms. Included are special door equipment for 
public buildings. These are mounted on sample doors 
or on panels. 

John Warren says, “Builders’ hardware for even a 
medium sized home can be a big-ticket order. A cus- 
tomer who buys all of his builders’ hardware for a 
new home from us may spend a sum equal to about 
7 percent of the cost of the home. 

“That customer must put a good deal of thought 
into the purchase. He is entitled to expert consulta- 
tion service from us. This can best be given in a room 
free of distractions of the sales floor, and other inter- 
ruptions.” 

Service is another key in the firm’s builders’ hard- 
ware volume. 

William Schmieding, a member of the American 
Society of Architectural Hardware Consultants, man- 
ages the builders’ hardware department. He has three 
well-trained salesmen working with him. 

Mr. Schmieding says, “We carry highest quality 
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Fasteners, bright and plain, play a big role in builders’ hardware transactions. 


3 keys to better builders’ hardware volume 
(Continued ) 


hardware and know that we cannot compete price-wise 
with some of our competition. So, we compete on a 
quality and service basis.” 

Fast delivery of builders’ hardware in the firm’s 
own truck helps build sales volume. 

All hardware delivered to a job by the company’s 
truck is plainly identified. Each item is wrapped and 
the identifying number according to the blueprint is 
marked on the package. When hardware is delivered 
to a job each item can immediately be put in its proper 
place because of the careful marking. 

Inventory is the third key in the firm’s successful 
builders’ hardware department. 

The firm maintains an inventory of some $70,000 at 
cost in builders’ hardware at all times. However, much 
of its hardware for large construction jobs is put on 
special orders. 
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The top quality of the inventory is emphasized at 
all times by Warren’s builders’ hardware salesmen. 
They point out that items which get the most use in 
a house are things such as door knobs and hinges. 
It does not pay, they emphasize, for a customer to 
buy low quality hardware, pay for the same amount 
of labor for its installation, and then have to replace 
that hardware in a short time. This sales pitch for 
quality is simple in its logic to the average customer. 
And it clinches sales for quality hardware. @ End 


Editor’s note: 

This is the second article on the John Warren Hard- 
ware Co. It is a specific example of “How to get a 
profit from every department in your store’; the first 
article (see HA, Aug. 27, p. 42). 
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Building plans is where big business in builders’ hardware begins. 


Specialization means full, broad displays and plenty of backup stock. 
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Are you overlooking 
electrical supplies 


A department with 


* Big turnover 


° Small investment 


* Big net profit 


Here is how a dealer grosses more than $3000 a year in 


small electric supplies with wide assortments and big turnover. 


Four Corners Hardware on Staten Island, N. Y., 
appears from the front to be a small store by today’s 
standards. The 20 ft store front belies the bigness 
this business has developed through complete redesign 
of the store’s interior, compact new refixturing, con- 
centration on fast turnover lines, and a strict inven- 
tory control. 

Store owner Edgar Cini says there are four ways 
to boost sales when modernizing a smaller store: 

(1) Make it as compact as possible. Outline your 
needs, diagram your store, and locate departments 
with traffic and tie-ins selling in mind. 

(2) Make each department help the other. Keep 
related goods near each other. 

(3) Make displays fit the merchandise, and not the 
opposite. “You can’t display electrical items, for ex- 
ample, on stock shelves built for paint,” Mr. Cini says. 

(4) Keep assortments varied, but not too deep. 
Keep selections wide, but don’t have bulging stock- 
rooms. Modern store fixtures encourage dealers to 
put the bulk of their stocks on the sales floor. 

“But narrow back up stocks mean you have to have 
reliable suppliers,” Mr. Cini says. “If you’re bank- 
ing on fast turnover, you can’t risk long delays from 
the time you reorder until the wholesaler’s truck ar- 
rives. We've been careful in choosing our suppliers, 
and we know we can depend on them.” 
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Putting these ideas to work, Mr. Cini has pushed 
sales volume into the $250,000 range, some three 
times the store’s former volume. The new Four 
Corners store has modern, all-steel fixtures, and a 
split-level rear addition that adds about 2000 sq ft 
of display area to the former store. 

How does Mr. Cini apply his formula for boosting 
sales and turnover? 

How has he been able to triple his volume? 

One of Mr. Cini’s outstanding departments is elec- 
trical supplies. It serves as a good example of profit- 
able management. Electrical supplies are found in 
just about every hardware store, but too often they 
are scrambled about haphazardly, sometimes out of 
sight and out of mind. Not so at Four Corners Hard- 
ware. 

Electrical supplies here are a traffic builder for the 
rear level of the store. Some 100 items are main- 
tained in broad selection, directly opposite the paint 
department. 

“When customers are painting, they’re likely to be 
rewiring, adding new outlets, etc. It’s a good time 
to tie-in electric fittings,” Mr. Cini says. 

“We carry a wide selection of electric accessories, 
all on one side of a 15 ft gondola. All stocks are on 
display. This means we keep close tabs on a varied 
inventory, and reorder frequentiy. 
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Here is an electrical section that returns $3000 a year. Note paint section immediately beyond 
the floor display. Lower right, Edgar Cini who is constantly trying new ideas. 


“But we get terrific service from our supplier. Our 
service is so good that we figure on eight stock turns 
a year in electric lines versus about three turns for 
the rest of the store. We have a reputation for seldom 
being out of stock,” Mr. Cini says. 

Does Mr. Cini advertise electrical items? 

“No, we don’t have to promote these staples. We 


This is not a big hardware store in 
square feet of display area, but the 
store is big in ideas that produce 
turnover and profits. 


spend, for example, about $500 a year to push paint. 
Electric lines are a natural tie-in. I think a good 
stock selection is more important here than a big 
ad budget,” the owner says. 

How do electric supplies stack up against other 
hardware lines? 

“In terms of total investment—display, promotion, 
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Are you overlooking electrical supplies? 
(Continued ) 


general costs of merchandising—lI’d say electric lines 
cost about 1/3 as much as the average hardware line. 

“We get some $3000 a year in gross sales out of 
about 30 sq ft. That’s $100 a sq ft, or just twice our 
overall store average for all lines. 

“Electrical supplies are a balanced year-round 
business. We never move or reduce the display space, 
though we may increase it. Sales increase in Novem- 
ber-December, but electrical section sales are good all 
year,” Mr. Cini says. 

“Electric supplies can be misleading to a newcomer. 
Wire at a few cents a foot, 49¢ plugs, 89¢ door bell 
buttons, etc., may sound like a small average unit 
sale, but there’s lots more to it. 

“The average electrical job around the house re- 
quires a combination of electrical items, trims, tools, 


and maybe paint and plaster supplies. Separately, 
few of these things carry big price tickets. But in 
combination to complete any one job, the price tab 
can well be in the $10 to $20 range,” Mr. Cini says. 

How about self service? 

“‘We have a checkout counter at the front of our 
store, and electric supplies are way back toward the 
rear on the lower level. Yet a majority of our sales 
on busy days are from self selection. 

“Every one of our 100 items is price marked. Most 
have instructions for use, some with diagrams. The 
full bins and wide selection invite browsing and self 
service. Any customer who needs help gets it quickly 
and expertly. We have several seasoned hardware 
veterans to see to that,” Mr. Cini says. @ End 


How to start an electrical section 


This display shows how many basic 
electrical needs can be shown in a 
small counter area. 


How can I build up an electrical 
section? This is a question any 
dealer may ask after reading the 
success story, above, of Edgar Cini 
at his Four Corners Hardware 
store. 

For a dealer getting into electri- 
cal merchandising, there are as- 
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sortments available from manu- 
facturers. These assortments con- 
tain fast turnover items, usually 
in a small display unit. These as- 
sortments put a dealer in the elec- 
trical business with the most 
wanted numbers, at a minimum in- 
vestment in inventory. 

For a dealer who wants a bigger 
assortment as a starter, or to ex- 
pand a small section, here is a list 
of the most wanted lines, as com- 
piled by a manufacturer. This list- 
ing can be checked against a cur- 
rent stock list, and also be used to 
expand a section with a nucleus of 
other items that are popular in lo- 
cal demand. 


Typical minimum selection 
for an electrical section 


Fuses 
15 and 30 amp. 


Cord sets 

Brown and ivory, 3-way exten- 
sion cords. 

Brown and ivory, 9 in. socket 
sets. 


Night lights 
Brown and pastel colors. 


Taps 
Brown and ivory, double ground 
taps. 


Brown and ivory 3-way cube 
taps. 


Lock-on rubber cord connectors 


Wall plates 
Brown and ivory. 


Time delay fuses, 15 amp. 


Attachment plug base 
Brown and ivory screw-in plugs. 


Rubber handle caps 


Switches 

Brown and ivory, flush toggle 
type. 
Receptacles 

Brown and ivory, flush duplex 
type. 
Sockets 

Pull chain, aluminum and brass 
finished. 

Push-thru type, aluminum and 
brass finished. 


Moulding clips 

Brown and ivory baseboard wire 
holders. 
Wire 

Brown, ivory, 
spools of 250 ft. 


Parallel ground adapters 


white 7 amp 


Duplex receptacles 
Brown and ivory, 
ground. 


parallel 


Jiffy plugs 
Brown and ivory, push-pull type. 

















Spalinger's cppliance section, good for $20,000 a year in sales at full profit margins. 


Service sells appliances 


Here is a dealer who gets his full margin of profit on big ticket items 


by emphasizing service to counteract competitive price appeals. 


In spite of price competition 
from many sources, appliances still 
are a consistently profitable line 
for modern hardware stores, ac- 
cording to the experience of Spal- 
inger Hardware, Eagle Lake, 
Texas. 

This company sells about $20,- 
000 worth of big ticket appliances 
annually in a town of 3500 popu- 
lation. Because this volume is to- 
taled up without resorting to price 
appeal, the volume represents a 
better than average net profit, says 
Lloyd Spalinger, owner. 

Service, Mr. Spalinger says, 
takes the place of price and makes 
it possible to sell major appliances 
without price appeal. 

“A great deal of competition 
fails to follow through when sales 
need servicing,” Mr. Spalinger 
says. 

For example, a prospect recently 


came to the Spalinger store and 
priced a washer. 

“But I can get this same washer 
in Houston for $20 less,” the pros- 
pect protested. 

“I’m sure you can,” Mr. Spalin- 
ger admitted. “And when that 
washer rolls out of the dealer’s 
store, the dealer forgets it—and 
you. If your machine breaks down, 
even while it is under manufactur- 
er’s guarantee, the dealer will take 
care of it, possibly, if you haul it 
to Houston and deliver it to his 
store. 

“We admit we expect to make a 
profit when we sell a washer, or 
any other appliance. But you 
don’t have to haul it to the store. 
We send a service man to your 
home and get your washer work- 
ing again at once.” 

The prospect saw the point and 
bought the washer, and a dryer to 


go with it. 

“A fundamental standard we 
follow when we consider adding 
any new line,” Mr. Spalinger says, 
“is whether or not we can service 
it properly and without undue 
cost. 

“If we feel that we can’t main- 
tain service, we won’t stock an 
item, regardless of potential profit. 
We know nearly everybody around 
here. We have to live with them 
every day. If we expect to remain 
in business, we’ve got to take care 
of any merchandise we sell and do 
it to the complete satisfaction of 
the customer. That is why we 
place so much emphasis on our ser- 
vice department.” 

Washers and dryers are the best 
sellers in the appliance department 
currently, according to Mr. Spal- 


(Continued on page 138) 
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Huffstutler store at night keeps giftwares visible to passing traffic. 


Variety of inventory 


makes giftwares profitable 


Here is a dealer who slants giftwares to decorator items for home owners. 


These ideas can help you sell giftwares in your store throughout the year. 


This is the time of year when 
many dealers shrink their gift- 
wares section. 

“A definite mistake for most 
dealers,” says Mrs. T. W. Huff- 
stutler. The gift shop of Huffstut- 
ler’s Homewood Paint & Hardware 
Store, Birmingham, Ala., has 
grown so large that it is almost as 
important, volume and profit wise, 
as the hardware department. 

The secret of a profitable gift- 
wares department in a suburban 
store, according to Mrs. Huffstut- 
ler, wife of the owner, is to vary 
the merchandise. 

Many customers come back time 
and again, buying for themselves 
or for others, so Mrs. Huffstutler 
changes her source of supply occa- 
sionally. She stocks items that are 
different from what she had in the 
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weeks or months before. 

“Take a set of casserole dishes, 
for example. If you have the same 
style all the time, repeat customers 
will become tired of it and seek 
something new elsewhere. This is 
needless. Bring in new patterns 
quite often and have a wide selec- 
tion,” Mrs. Huffstutler says. 

Much of the merchandise Mrs. 
Huffstutler stocks is for informal 
living in suburban homes. The 
family room has taken on new im- 
portance. Informal dining in the 
patio and yard is increasingly pop- 
ular. 

Merchandise selections feature 
brassware, earthenware, early 
American wall accessories, wrought 
iron, bar equipment, milk glass, a 
line of artificial fruit and flowers, 
baskets, and many other items. 


“We try not to handle knicknacks 
that clutter so many dealers’ gift 
shelves,” says Mrs. Huffstutler. 
“Most of our items are larger in 
size, and more expensive. 

“We display a selection in the 
items we carry, but stay away from 
that cluttered look that results 
when countless small items are car- 
ried on front counters. Our aver- 
age item is bread basket size. This 
item is something that will add 
beauty and atmosphere to the 
home, as well as serve a useful gift 
purpose. 

“That is the definition we use in 
buying. That is the reason many 
customers are buying more decora- 
tive items for themselves than for 
gifts. 

“The gift buyer usually is looking 
for something for $5 or less. Not 





many of our items can be bought 
for that,” Mrs. Huffstutler says. 

Early American wall accessories 
occupy a whole side wall of the 
store. Perforated paneling is used 
widely for display of this merchan- 
dise. The pieces can be arranged 
in varying ways for the best dis- 
play, and in accordance with the 
size of the many items. In each 
department the paneling is painted 
a color to contrast with the gen- 
eral color of the merchandise being 
shown. Soft fluorescent lighting 
gives gift lines a warm glow. 

All of the gift merchandise is 
displayed in the open where it can 
be seen and handled. Some items 
are cellophane wrapped for protec- 
tion, especially sets which have in- 
dividual items that may be lost. 
The wrapping also keeps the mer- 
chandise clean. 

Floor display fixtures are un- 
usual. Fixtures were built in an 
ornamental iron shop. The legs 


Home decorator items on wall displays 


set up 


are of black iron with double and 
triple shelves for the merchandise. 
Since the display shelves are open, 
merchandise can be viewed from 
both sides. Display fixtures in the 
window do not block a view of the 
store from the outside. Sample 
gifts may be reached easily from 
the sales floor. 

Mrs. Huffstutler boosts tie-in 
sales with coordinate gift items. 
For instance, it is quite popular to 
have a bathroom set in the same 
color including the seat cover, the 
face tissue dispenser, and _ the 
wastebasket. The same group-dis- 
play idea applies to canister sets. 
wall accessories, and kitchen ware. 

Coordinating merchandise makes 
displays more attractive and dem- 
onstrates to the customer how col- 
ors may be used effectively. 

The Huffstutler gift department 
was opened about 10 years ago in 
space originally leased for hard- 
ware expansion. A line of gifts 
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was added for the first time. Fin- 
ally the gift department grew until 
hardware was never moved into the 
space. A new and profitable line 
was found by accident. 


This year-round traffic builder is 
responsible for the best profit mar- 
gins in the store. Most $1 cost 
items are retailed at $2. 


There are many other advan- 
tages to an attractive gift selection. 
It brightens the appearance of any 
store, yet dealers aren’t hampered 
by the worry of maintaining staple 
stock selections. A dealer can ex- 
periment with widely varied lines, 
instead of having to tie-up the ma- 
jority of his capital in basic stocks. 


Gifts are the clincher for female 
trade, from the casual shopper to 
the gift committees of the many 
women’s clubs. Gift occasions are 
year-round, and the repeat busi- 
ness is likewise steady throughout 
the 12 months. ® End 


. Huffstutler attract traffic from home owners wanting decorator 
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Buying Check List 


of new hardware items 


Keep up to date. Check these new items 


Each item in the following pages has a number above it. When 
you want more details about an item, just circle corresponding 
number on postcard on page 107, and mail 


Item 1 

Single heat soldering gun 
Weller Electric’s new soldering 

gun, Model 8100B, is a single heat 

gun with a 100 watt rating. It is 

encased in a newly-designed hous- 

ing and has a prefocused spotlight. 


It comes individually boxed in a 
self-shipper carton and retails for 
$6.44. Weller Electric Corp., Dept. 
HA, 601 Stone’s Crossing Rd., 
Easton, Pa. 


Item 2 
Lightweight scrub brush 


Here’s a scrub brush that’s 
molded to fit the hand, with fluted 
edges for a sure grip. Oxco’s No. 
880 Speedy Clean Scrubster has a 
lightweight, plastic block and 
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crimped plastic bristles. A hang- 
ing ring is featured on the block. 
This brush comes with a yellow or 
pink block and matching plastic 
bristles. Comes packed 12 to a 
folding box in assorted colors and 
retails for 69¢ each. Oz Fibre 
Brush Co., Dept. HA, Frederick, 
Md. 


Item 3 
Seven machinist's vises 


Columbian’s new line of ma- 
chinists’ vises, features unbreak- 
able malleable iron castings. Vises 
are available in seven sizes rang- 
ing from 3 through 8 in. jaw 
widths in stationary and swivel 
base types. They have replaceable 


“T” jaw faces. All vises, except 
6 and 8-in. sizes, have large 
ground and polished anvils. Co- 


i 


lumbian Vise & Mfg. Co., Dept. 
HA, 9023 Bessemer Ave., Cleve- 
land, Ohio. 


Item 4 
Automatic portable cooler 


An automatic thermostat that 
turns the unit on and off is fea- 
tured on the Westinghouse Su- 
preme model Poweraire portable 
cooler. A new three-speed, push- 
button control, combined with a 
high velocity air grille, provides a 
choice of air movement speed and 
velocity. A swing down back per- 
mits easy cleaning of odorless fil- 





Here is a quick Check 
List of items described 
in the following pages 


ter pads. Other Poweraire coolers 
in the line are the Deluxe and 
Bantam models. Westinghouse 
Electric Corp., Dept. HA, Mans- 
field, Ohio. 


Item 5 
Baby's plastic bath tub 


Lustro-Ware’s Deluxe Baby Bath 
features an extra large shelf across 
the end for soap and wash cloths. 
This 30-qt tub is made of polyethy- 
lene and comes in pastel colors. It 
has a strong top rim for stability. 


This lightweight basin also serves 
as a laundry tub or pet bath. Re- 
tails for $3.95. Columbus Plastic 


Products, Dept. HA, 1625 W. 
Mound St., Columbus 23, Ohio. 
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Item 6 
Garden hose couplings rack 
Nine display hooks on this metal 
display rack hold Klampon mender- 
couplings, female couplings and 
male couplings for plastic or rub- 
ber garden hose. Franklin’s rack 
is made of steel wire and takes up 


1% sq ft of counter space. All 
Klampons are blister-packed on 
Vista-Pak display cards. One free 
sample is attached to a length of 
hose to demonstrate ease and sim- 
plicity of operation. The display is 
sold with 6 doz Klampon menders 
and couplings. Franklin Metal & 
Rubber Co., Dept. HA, Jacksonville 
Rd., Hatboro, Pa. 


Item 7 
Submersible pump package 


Kenco’s VTO pump package 
with a variable high turn-on con- 
trol comes with the Kenco Model 
119 submersible pump or Model 
130. The Model 119 has a capacity 
of 3300 gph at a 10-ft discharge 
head and the Model 130 has a ca- 
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pacity of 5000 gph at a 10-ft head. 
This package includes a_ water- 
tight junction box, gasketed cover, 
watertight power cord and 100 ft 
of polyethylene tubing. All cable 
connections are made in the junc- 
tion box with wire connectors sup- 
plied. Kenco Pump Div., American 
Crucible Products Co., Dept. HA, 
1305 Oberlin Ave., Lorain, Ohio. 


item 8 
Three dandelion diggers 


These True Temper dandelion 
diggers have a square-shaped 
forged steel shank. A V-blade 
makes these tools useful as weeders 
and asparagus cutters. The No. 
TF88, shown center, is chrome- 


plated with mirror maroon trim. 
F88, left, is bright steel with 
crystalite blue trim. No. DW has a 
36 in. long handle for use from a 
standing position. It also has mir- 
ror maroon tubular ferrule. True 
Temper Corp., Dept. HA, 1623 Eu- 
clid Ave., Cleveland 15, Ohio. 
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item 9 
Autographed fielder's glove 


Draper-Maynard’s Contour- Flex 
fielder’s glove features tapered fin- 
ger construction for easy handling. 
It is leather-lined with a laced 
wrist. Laces in palm hold padding 
securely. Large leather tunnel web 
is double-laced to crotch. Addi- 
tional laces provide large perma- 


nent pocket. DG918 is the Bill Maz- 
eroski autograph model. Draper- 
Maynard Co., Dept. HA, 4861 
Spring Grove Ave., Cincinnati, 
Ohio. 


item 10 
Swimming-action fish lure 


Swimmerspoon, a new Helin 
fishing lure line of metal spoons, 
can be cast into the wind and 
swims with the nose up. The 
Swimmerspoon has a double set of 
trebles hung on a yoke or harness, 
detachable and replaceable with 
one treble or single hook. This 


WANT MORE DETAILS ON THESE ITEMS? JUST CIRCLE 


metal spoon has a swimming ac- 
tion and comes in three sizes: 2%, 
in., 2% in. and 2% in. Retail 
prices are $1.50. Helin Tackle Co., 
Dept. HA, 4099 Beaufait Ave., De- 
troit 7, Mich. 


Item 11 
Special deal on 6'/2-in. saw 


Skil’s 6%%-in. Model 536, called 
the Gold Key Special, is reduced 
from $49.95 to $44.95 during 
Hardware Week. Two other tools 
in the Skil 500 line have been re- 
duced. Model 513 Trimmer, origi- 
nally $44.50, is now $39.95 retail 
and the Model 514 Jig Saw, for- 
merly $47.50, is now $39.95 retail. 
These two models will be available 


at their reduced prices for 1960 
after Jan. 1. Skil Corp., Dept. HA, 
5033 Elston Ave., Chicago 30, Il. 


Item 12 
Plastic bristles on broom 


Empire’s new Soft-Sweep 
Kitchen Broom, No. 5922, has 
plastic bristles that are tipped or 
exploded. Static electricity caused 
by this broom picks up tiny specks 
of dirt. Dirt washes out easily 
under a faucet. Soft-Sweep is 
available in pink, yellow and tur- 
quoise handles, blocks and bristles. 
This broom comes in a Zip-Tape 
display shipper for six brooms, 
three of which are assembled. 
These brooms are a Gold Key 
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Value Special for Hardware Week. 
Empire Brushes, Inc., Dept. HA, 
200 William St., Port Chester, 
N. Y. 


Item 13 
Downspout water diverter 


Rain Drain is a_ polyethylene 
downspout water diverter that re- 


duces soil erosion and foundation 
dampness. It fits in a level position 
beneath a downspout and its legs 
are pushed into the ground. It’s 
made in one piece and is 24 in. 
long tapering from 5 to 15 in. 
Each Rain Drain has a colorful la- 
bel displaying its $3.98 price. Eddy 
Enterprises, Inc., Dept. HA, 957 
Dizwell Ave., New Haven, Conn. 


Item 14 
Repairer for vinyl plastic 


Magic Plastic Patch is a new liq- 
uid cement for repairing all types 
of vinyl plastic products. It’s also 


handy for mending china, wood, 
paper and leather. It is flexible, 
transparent and waterproof. This 
vinyl repairer comes with an ap- 
plicator-spreader cap and is bubble- 
packed on pre-priced cards. Twelve 
punched cards come in the standard 
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dealer pack. Cards retail for 39¢ 
each. Magic Iron Cement Co., Dept. 
HA, 5403 Bower Ave., Cleveland 
27, Ohio. 


Item 15 
Three rotary power mowers 


Three low silhouette rotary 
power mowers have been added to 


the Pennsylvania power mower 
line. They are the 22-in. Deluxe 
self-propelled, the 22-in. Deluxe 
and the 20-in. Deluxe. These mow- 
ers feature lightweight reinforced 
aluminum alloy cast housings. 
Straight-up safety starters are 
standard equipment. The 22-in. 
Deluxe self-propelled model has a 
3-hp., 4-cycle, aluminum Pennsyl- 
vania engine. The 22-in. Deluxe 


has a 2.5-hp engine and the 20-in. 
Deluxe has a 2.25-hp engine. All 
three models have a cutting height 
adjustment. Pennsylvania Power 
Mower Div., American Chain & 
Cable Co., Dept. HA, Exeter, Pa. 


Item 16 
Two plastic cover sizes 


Here’s a plastic cover for home 
and farm uses in 9 x 12 ft and 
10 x 20 ft sizes. Kordite’s polyethy- 
lene sheeting is a protective cover- 
ing against the elements. It’s handy 
as a paint drop cloth, equipment 
cover and shrub covering. Covers 
come in self-dispensing tear-strip 
cartons and are packed individu- 
ally. Both heavy and medium 
weight covers are sold with a $1.50 
consumer premium offer of kitchen 








tools, available at 50¢ each with 
enclosed Kordite coupon. Kordite 
Corp., Dept. HA, Macedon, N. Y. 


Item 17 
Flexible pipe insulation 


Here’s pre-formed neoprene in- 
sulation that slips quickly onto 
straight, bent, or coiled pipe or 
tubing. It provides long-lasting 
anti-sweat protection. It’s Flex- 
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Want more details? Just circle item number on p. 107 


Sulation, and comes in 6-ft lengths 
with % in. or % in. wall thick- 
‘nesses. Flex-Sulation can also be 
slit for installation on existing 
piping or tubing. It has closed- 
cell construction that prevents in- 
ternal oxidation for indefinite in- 
sulation life. Grant Wilson, Inc., 
Dept. HA, 141 W. Jackson Bivd., 
Chicago 4, Il. 


Item 18 
Special tackle box deal 

This Hi-Impact Copolymer poly- 
styrene tackle box is free to pur- 
chasers of the contents. Ideal’s box 


has chrome-plated steel links, riv- 
ets and pins, and features two 
swing out cantilever trays. When 
the box is closed it floats. Included 
in the contents are 43 assorted 5- 
Way Floats, 312 assorted pinch on 
sinkers and 222 assorted bass cast- 
ing sinkers. The 12 x 5% and 51% 
in. box has a retail value of $3. 
Items are pre-priced. Jdeal Fish- 
ing Float Co., Dept. HA, 2001 E 
Franklin St., Richmond, Va. 


Item 19 
Outdoor furniture line 


Here’s an outdoor furniture line 
that ranges from low-priced pro- 
motional styles to chaises and 
chairs that fold with the inner- 
spring units. Shown is Hampden’s 
No. 532 chaise retailing for $12.95. 
A 2%%-in. heavy-duty webbing in a 
patterned weave is used in this 
model. It has a 1l-in. polished 
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tubular aluminum frame and fea- 
tures five-position adjustments. A 
matching chair retails for $6.95. A 
five-position innerspring chaise re- 
tails for $29.95 and its matching 
chair is $19.95. Hampden Specialty 
Products Corp., Dept. HA, East- 
hampton, Mass. 


Item 20 
Oil-rust solvent display 

Twelve carded plastic dispensers 
of Smash, Panef’s oil-rust solvent, 


are contained in this colorful new 
display. The display is 104 x 11% 





in., and may be used on a counter 
or a wall. Panef Mfg. Co., Dept. 
HA, 116 E. Walnut St., Milwaukee, 
Wis. 


Item 21 
Germproofed toilet seat 


New Puritan toilet seats, Style 
600A, are germproofed with Coro- 
bex, a chemical introduced into the 
melamine-aklyd seat finish. This hy- 


gienic bacteriostat doesn’t mold or 
mildew and protects against germs. 
This style has Celanese Fortiflex 
plastic hinges. Seats also feature a 
new, large streamlined lid and con- 
tour ring, and comes in white and 
eight colors. Century Products, Inc., 
Dept. HA, 3510 Chatham Ave., 
Cleveland 13, Ohio. 


Item 22 
30 in. lawnsweeper medel 


Lambert’s new lawnsweeper 
model is made to fit the Toro Power 
Handle. This 30 in lawnsweeper, 
called Model PH400, is self-pro- 
pelled. The Lambert Hite Selector 
brush adjustment, a removable 614 
bu canvas hamper and wide checker 
tread semi-penumatic tires are fea- 
tures. Alternate tufted bassine 


brushes are doubly-locked in steel. 
Retails for $79.95 in the East and 
$89.95, West. Lambert Inc., Dept. 
HA, 519 Hunter Ave., Dayton 4, 
Ohio. 


Item 23 
Four mixing bowls in set 


These new four-piece Jade-ite 
and Anchorwhite mixing bowl sets 
are made of heat-resistant glass 
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in fastener service 


The hardware industry is fast learning the Stanscrew trademark means 
quality merchandise, important profits, fast service, and satisfied 
customers. 


Included in the more than 5,000 different types and sizes of Stanscrew 
fasteners are many especially designed for retail hardware operations. A 
few of these are shown at the left. 


Although it first appeared in 1958, the Stanscrew trademark represents 
a wealth of fastener experience. For it combines the technical skills 
and specialized facilities of three major manufacturing divisions of 
Standard Screw Company, each an honored name for more than 80 years. 
They are: 
THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
HARTFORD MACHINE SCREW COMPANY, HARTFORD, CONNECTICUT 
THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 
Stanscrew fasteners are quickly available through your wholesaler. 
Call him today. 


A NOTE TO WHOLESALERS 


If you are not already offering the profitable Stanscrew line to your dealers, 
get in touch with us today. You'll like our extra fast delivery and competitive 
prices. 


STANDARD SCREW COMPANY 
2701 Washington Boulevard « Bellwood, iilinois 


Want more facts? Circle 154, p. 107 
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that can be put in the oven, used as 
serving dishes and storage con- 
tainers. Sets come in green or white 
in 5, 6, 7 and 8 in. sizes. Bowl] sets 
are available nested and packed in 
individual cells retailing for $1.09 
a set. They are also available in 
bulk cartons at 99¢ a set retail. 
Anchor Hocking Glass Corp., Dept. 
HA, Lancaster, Ohio. 


Item 24 
Hose accessories on rack 


You can have this metal counter 
display rack for the Allenco Card- 





chase a basic selection of 12 popu- 
lar garden hose accessories. Up to 
85 hose nozzles, sprays, couplings, 
menders and fittings are displayed 
in a counter area of little more 
than 1 sq ft. All items are bubble- 
mounted on a card. Four other dis- 
plays are available free with mer- 
chandise assortments and include 
free bonus items. W. D. Allen Mfg. 
Co., Dept. HA, 650 S. 25th Ave., 
Bellwood, [il. 


Item 25 
Hooded mobile box grill 


This box grill with a triangular 
Alpine hood is a featured model in 
Arvin’s 1960 outdoor barbeque grill 
line. The hood, resembling a tent, 
encloses the cooking area and 
leaves the work area open. Cook- 
ing temperatures on this model are 
controlled by raising or lowering 
the fire pan with a wood-handled 
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crank. A 6 in. x 24 in. hardwood 
work table slides into place over 
a utensil space that doubles as a 
warming oven. This mobile grill 
can be folded into a compact pack- 
age. Retails for $69.95. Arvin In- 
dustries, Inc., Dept. HA, Columbus, 
Ind. 


Item 26 
Splitter for rusty nuts 

Frozen and rusty nuts can be 
reached, split and removed easily 
with the HKP swivel jaw Nut 
Splitter. It cuts nuts up to and in- 
cluding % in. across flats. The 
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swivel can be turned to cut at any 
angle. Hand grips are plastic. 
H. K. Porter, Inc., Dept. HA, 74 
Foley St., Somerville 43, Mass. 


Item 27 


1960 pantryware items line 


Masterware’s 1960 line of pan- 
tryware items presents a new 
Styline series available in sets of 
chrome, copper, chrome and 


enamel, copper and enamel, and 
enamel. The _ enameled-finished 
items are treated with Corobex, a 
germproof protection. Shown is the 
4-pe canister set including contain- 
ers for tea, sugar, flour and coffee. 
Master Metal Products, Inc., Dept. 
HA, Box 95, Buffalo 5, N. Y. 


Item 28 
Quart size barbecue fuel 


Ronson’s Fire-Starter barbecue 
fuel now comes in a new quart 
size. The 16-o0z can will be contin- 
ued. The new size will feature a 
pouring spout also. Each pint or 
quart can of the Fire-Starter will 
offer an Emerald Good Luck Ti 
Plant for 25¢. The plant will be 
shipped direct to the purchaser 
from Hawaii. Ronson Corp., Dept. 
HA, One Ronson Rd., Woodbridge, 
N. d. 


Item 29 
Paint merchandiser deal 


You can stock a paint department 
of Jet-Dri paints in this seven tier 
merchandiser. It has reinforced 
steel frame and shelves and per- 
forated board side panels. The 
merchandiser is offered free with 
orders of Jet-Dri’s special No. 30-A 
Merchandiser Display Deal. The 





how you can 
get your share > sa . 
of the 1960 | 4# 
housing 


eo 
“ i Ce 


before they even break ground! 


1,300,000 housing starts in 1960...every economic factor 
points to it. A lot of building materials and hardware 
business for you. And a big year for anyone selling the 
transits and levels a builder must use before he can turn 
over an inch of earth! 

Last year, thousands of building supply and hardware 
dealers capitalized on the housing boom by displaying 
Berger transits and levels. And they wrote extra sales 
with regular customers — builders, contractors, land- 
scapers — who came in for other tools and supplies. You 
can do the same this year. 

Berger instruments are so easy to sell! No technical 
knowledge is required. Your customers know them to be 
quality products — know how to use them... have seen 
them advertised month-after-month in their national 


MAIL COUPON FOR DETAILS 
~ 


[] Medel 200—SPEED-A- 
LINER Builders’ 


[] Model 320-"MASTER 
BUILDER Convertible 
Transit-Level with Transit-Level with 
triped and case $229.50 triped and case $112.50 


C. L. BERGER & SONS, INC., 55 WILLIAMS STREET, BOSTON 19, MASS. 


Name 











[] Model 143—Service 
Transit-Level with 
tripod and case $99.95 


trade magazines. Every one is a “big ticket”—yet takes 
no longer to sell than many “penny profit” items. And 
they net the greatest dollar return per square foot of 
shelf and display space. 

Put a few on your counter and see how fast they move. 
Why not write today for information and dealer dis- 
counts. You'll like doing business with Berger — people 
have for 90 years. 


THE BEST IN IS 


BERGER 


Engineering and Surveying instruments... Since 1871 
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[] Model 110—Service 
Dumpy Level with 
triped and case $59.95 


(] Model 130—Dupiex 
Tilting Level with 
tripod and case $79.95 








PRICES RETAIL F.0.8. FACTORY 
Address 





City Zone State 
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assortment includes 16-0z spray 
containers, 57 half-pints, and 61 
qt. Included are spray enamels, 
brush on enamels, Multi-Surface 
Rust Inhibiting Primer and Floor 
Finish. Consolidated Chemical & 
Paint Mfg. Co., Dept. HA, 456 
Driggs Ave., Brooklyn 11, N. Y. 


Item 30 
Sliding door model display 


This sliding door counter dis- 
play and demonstrator presents 
the new Sterling line of Thriftee 
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hardware. It is a miniature work- 
ing model, with doors, track, hang- 
ers, guides and pulls that are 
needed to install a set of by-pass- 
ing sliding doors. It shows the 
Thriftee Micro-Cam Hanger with 
the micro adjustment feature. The 
display is 3% x 11% in. with 
frame painted in _ hard-finished 
speckled green and_ doors in 
speckled gray and gold. John Ster- 
ling Corp., Dept. HA, Richmond, 
Til. 


lfem 31 
22-hp snow clearing unit 

A 15-in. swath of snow can be 
cleared with this 1960 model 
Snow-Boy snow clearing machine. 
Lawn-Boy’s 2% hp model has a 
discharge chute with a_ remote 
control on the handle. It has a 
large magneto, special choke disc, 
priming nozzle and heavy flywheel. 
The 1960 Snow-Boy features a cold 
weather carburetor and heat ex- 
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changer. The unit comes with 
snap-on front and rear skis. Re- 
tails for $159.95. Lawn-Boy Div., 
Outboard Marine Corp., Dept. HA, 
Lamar, Mo. 


Item 32 
Five aluminum molds in set 


Here’s a five-piece mold set in 
copper-colored aluminum. Each 
Wear-Ever mold has a hang-up 
ring for display. Mold designs in- 
clude a fancy square, melon, spiral, 
petal and shamrock. Each mold 
has a l-qt capacity and holds a 
half package of prepared cake 
mix. Sets are packed in a window 


style display carton. Retails for 
$5.95. Wear-Ever Aluminum, Inc., 
Dept. HA, New Kensington, Pa. 


ltem 33 
Repackaged cleaning cloth 


Duet, a cleaning and polishing 
cloth, now comes in a colorful 
polyethylene package. The pack- 


age features a prominent price 
circle and is _ hole-punched for 
hang-up display. This AMSCO 
product comes in sizes from 1l x 
10% (packed 36 to a case) to 22 
x 27 (packed 12 to a case). Amer- 
ican Sponge and Chamois Co., 
Dept. HA, 47-00 34th St., Long 
Island City, N. Y. 


item 34 
Lantern switch display 


Here’s an attractive display for 
the Progress Nite Guard, an auto- 


matic switch for outdoor lanterns. 
The display slips around the Nite 
Guard collar, even when the unit 
is wired. This display is for post- 
mounted lanterns or lanterns shown 
on counters. Its unusual shape is 
heightened by bright colors. Prog- 
ress Mfg. Co., Dept. HA, Castor 
Ave. & Tulip St., Philadelphia, Pa. 


Item 35 
Decorated beverage glasses 


This Hostess Set of decorated 
beverage glasses features a ninth 
glass as a spare. The interior of 
Libbey’s gift-boxed set highlights 
the extra glass and the box cover 
emphasizes the “8 + 1” theme. Sets 
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THE PERFORATED BOARD FIXTURE 


THAT’S *) WAY BETTER this is NEW 


| POSITIVE GRIP Va: Crcligs = 
s Spring tension holds it firmly in place. perforated board fictures ne 
MOUNTS FLUSH RA nh @ 
» No spacers needed, use your board flat ie: | 
against any wall. 


3 100% USE OF BOARD 
a Fits into any hole, whether at top or 
side—even with firring behind it. 





STEADY IN USE 


» Fixtures won’t wobble—no stabilizers! 


CUTS INVENTORY PROBLEMS SS > ¥& 


s Use same fixtures with 1/8” or 1/4” ey 1 ee 
board. Only the standard clips are dif- 


ferent. 





Earn Profits With a Traffic Stopping, 
Profit-Building PERCLIP Display 


Mr. Dealer—You start earning profits on 
PERCLIP right away—with this attractive dis- 
play doing all the selling for you. It offers 
a complete selection of PERCLIP Fixtures for 
1001 uses around the home, workshop or for Get the PERCLIP Traffic-Stopper Display as 


commercial display. Takes up little space— part of the exciting PERCLIP Introductory 
adds real sales punch. Deal. Ask your Hardware Wholesaler about 


ssn SODAL. 


PERCLIP ALLAN MANUFACTURING CO. 
325 DUFFY AVENUE, HICKSVILLE, NEW YORK 


DIVISION 
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come in an over-all blue and white 
ceramic decoration called Palace, 
shown, and a 22-carat eagle design 
called Republic. Sets retail for $4.50 
each. Libbey Glass Div., Owens- 
Illinois Glass Co., Dept. HA, To- 
ledo, Ohio. 


Item 36 
Marble ceramic mosaic polish 


Town House, 
pound, adds 


a silicone com- 
luster to marble, 


ceramic or mosaic objects and 
protects against dirt and stains. 
This spray requires no rubbing 
and won’t yellow, discolor or wash 
off. A 5-oz aerosol container retails 
for $1.50. International Cleaning 
Products, Dept. HA, 9 Wyckoff 
Ave., Brooklyn 37, N. Y. 


item 37 
Waterproof sandpaper line 


Here’s a Behr-Manning assort- 
ment of sandpaper in 9 x 11 in. 
sheets, capable of wet sanding and 
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with grits suitable for the crafts- 
man and advanced hobbyist. The 
Adalox & Tufbak Assortment in- 
cludes 100 sheets each of 220-A 
(6/0) finishing paper, 120-C 
(3/0) open coat, and 80-D (0) 
open coat. Also included in this 
group containing aluminum oxide 
abrasive are 50 sheets of 50-D 
(1) open coat. Fifty sheets each 





of three grits of Tufbak Durite, a 
waterproof silicon carbide, are in- 
cluded. Behr-Manning Co. Div., 
Norton Co., Dept. HA, Troy, N. Y. 


ltem 38 
Compact roller display 


Here’s a compact new display for 
fast-selling Jacobus rollers, covers 
and trays. This unit can be used 
as an easel or hung on a perforated 
board display. It is made of blue- 
finished perforated board and is 


12 x 24 in. It holds 7 and 9 in. size 
rollers, mohair and Dynel covers, 
and trays. A. G. Jacobus’ Sons, 
Inc., Dept. HA, Verona, N. J. 


Item 39 
Manila rope dispenser rack 


King Cotton’s No. 7010 rack 
holds three self-dispensing cartons 


of pre-measured manila rope. This 
rope is marked every 10 ft and the 
cartons keep your rope stock neat, 
clean and undamaged. The heavy- 
duty merchandiser rack is free 
with your order for three or more 
cartons of King Cotton pre-mea- 
sured manila rope. King Cotton 
Cordage, Dept. HA, 105 Duane St., 
New York 8, N. Y. 


Item 40 
1960 tent poles, frames 


A new type tent pole and newly- 
designed umbrella tent frames are 
featured in Wenzel’s 1960 line of 
camp tents. The telescoping alu- 
minum tent poles, called Twist- 
Lok, adjust to various heights and 
have a positive locking device. The 
1960 frame assemblies, available 
in corner and center pole models, 
feature the Twist-Lok poles and a 
combination aluminum and spring 
steel frame. H. Wenzel Tent & 
Duck Co., Dept. HA, 2200 S. Han- 
ley Rd., St. Louis 17, Mo. 


Item 41 
Tools and display special 


Stanley Tool’s HW 6 Unit, a dis- 
play package in a reshipping car- 
ton, contains three each of six 
tools at special prices. One of 
each tool is mounted on a corru- 
gated merchandiser and two each 
are for back up stock. Tools in- 
cluded are the HW 1291 aluminum 
torpedo level, special at $1.88; the 
HW 514 Hand Drill, special at 
$1.88; the 4-pe HW 1252 R chisel 
set in plastic kit, special at $5.48; 
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THIS IS 
UNIMAT 





TEN PRECISION TOOLS IN ONE 


UNIT...A COMPLETE MACHINE SHOP IN MINIATURE! 


If you handle any power tools heftier than a quarter- 
inch drill, You CAN SELL UNIMAT! Everybody’s a likely 
customer — the basement craftsman, the local jeweler, 
the handy Andy who runs the TV & Appliance repair 
shop — all of them can use UNIMAT. It’s an engineering 
triumph in 16 inches, a jewel of a tool that will perform 
every conceivable machining operation with amazing 
precision (tolerances to .0005” when turning between 


centers!) UNIMAT converts to any of 10 different 
machines — from lathe to vertical miller. . . indexer/ 
divider . . . drill press .. . jig saw . . . polisher/grinder . . . 
tool & surface grinding machine .. . threader . . . circu- 
lar saw .. . and portable drill — in seconds! Thousands 
of hobbyists and hundreds of blue-chip outfits* have 
already proven its buy-appeal; UNIMAT can just as 
easily prove to be a solid profit-builder for you! 








NATIONALLY ADVERTISED BASIC 
UNIMAT*™ RETAILS PROFITABLY 


**INCLUDES lathe, motor, and components for conversion to drill 
press, tool & surface grinding machine, vertical milling machine, 
and polisher/grinder. A complete range of low-cost attachments 
and accessories is available. Fine Austrian craftmanship. 


FOR ONLY $499°°! 








*TO MENTION A FEW—Atom Products Div. of GE, U.S. Naval 
Research, Bell Telephone Laboratories, Westinghouse, Pratt & 


The only multi-functional 10” lathe on the market! 


Whitney, Raytheon, NYU-Bellevue Medical Center, Smithsonian 
Institute, General Motors . 


WRITE FOR ILLUSTRATED LITERATURE AND PRICE LISTS 
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the HW 110 Stanley block plane, 
special at $2.48; the HW 133 spi- 
ral ratchet screw driver, special at 
$2.68; the HW N-1% hammer, 
special at $3.48. This merchan- 
diser costs you $39.30 as a Hard- 
ware Week Special. Stanley Tools, 
Division of Stanley Works, Dept. 
HA, 111 Elm St., New Britain, 
Conn. 


Item 42 
2.2-hp grass trimmer unit 


Great Lakes grass trimmer op- 
erates without front wheels to al- 
low 240 deg trimming and aid 


cutting under bushes. A bar is lo- 
cated on the front to prevent scalp- 
ing and to guide the height of the 
cut. This Premium model has a 
12-in. rotary blade powered by a 
2.2-hp, 2-cycle Power Products en- 
gine. The left side has a short 
handle grip and a pickup flange on 
the housing. Great Lakes Tractor 
Co., Dept. HA, 510 Hanna Bldg., 
Cleveland 15, Ohio. 


Item 43 
Low light level control 


Slater’s Hi-Lo Dimswitch is 
handy for rooms where low light 
levels are desirable as in a baby’s 
room or TV rooms. This electronic 
light control switch supplies 100 
percent light on the high position 
and 30 percent of light at low posi- 
tion. The off toggle position is lo- 
cated in the center. This switch 
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comes in regular or interchangeable 
QST size for single or multiple 
gang boxes. They can be used on 2 
in. walls, back to back. Slater Elec- 
tronics Corp., Dept. HA, 45 Sea 
Cliff Ave., Glen Cove, N. Y. 


Item 44 
Phillips driver for 0 Screws 
Proto’s “0” Phillips screwdriver, 
No. 9680, handles Phillips screws 
No. 0 and No. 1. The clear plastic 
Comfort-Handle is molded on the 
blade forming a permanent bond. 
A counter card holds 12 screwdriv- 
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ers. This tool is handy for small 
assembly, maintenance and repair 
work. Proto Tool Co., Dept. HA, 
Box 3519-Terminal Annex, Los 
Angeles 54, Calif. 


Item 45 
Repackaged washer hoses 


Plasti-King automatic washer 
hoses are now individually sealed 
in an attractive clear plastic bag 














with blue and yellow trim. The 
bag-stiffener is punched. Each 
package contains a $300,000 in- 
surance policy against damage re- 
sulting from hose failure in use. 
Cleveland Rubber & Plastic Co., 
Dept. HA, 4120 E. 104th St., 
Cleveland 5, Ohto. 


Item 46 
Roller cover merchandiser 


You'll receive a new Tiz mer- 
chandiser when you order 60 sets 
of Wooster’s disposable roller cov- 
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ers. The display rack comes packed 
in the shipping carton. This three- 
type merchandiser is topped with 
a display card. Display can be set 
up and filled in a few minutes. 
Wooster Brush Co., Dept. HA, 
Wooster, Ohio. 


Item 47 
Lawn sweeper trailer 


Trailette, a lawn sweeper that 
hitches to garden tractors and rid- 
ing mowers, has been added to 
Parker Sweeper’s 1960 line. This 
lawn sweeper can be ridden to the 
dumping area and hand action 
dumps the load. The hopper auto- 
matically returns to upright po- 





BECAUSE VALSPAR is a nationally known 
trademark recognized by generations of Ameri- 
can men and women as a symbol of highest 
quality and utmost reliability in varnish, enamel 
and paint. There is no finer. As a paint mer- 
chant you will be pleased to have your customers 
and prospects instantly associate your store with 
the hallmark of quality known to them for 
decades. 


BECAUSE VALSPAR—in spite of its superior 
quality—does not cost the consumer, or painter, 
or contractor, or maintenance man any more 
than other good paints. In many cases Valspar is 
quite a bit more economical both in terms of 
initial application and years of service. Your 
customer’s initial satisfaction with Valspar Prod- 
ucts plus your integrity in dealing with your 
customer secure his repeat business so essential 
to your success. 


BECAUSE VALSPAR offers your trade com- 
plete yet compact lines of paints, varnishes, and 
enamels for practically every inside or outside 
purpose—be it the home, maintenance, or indus- 
trial. Valspar Products are beautifully styled in 
modern colors. Color Cards, Counter and Win- 
dow Displays, Mailing Pieces are of original 
design and reflect Valspar’s atmosphere of qual- 
ity. Valspar Color Mixing Machines give your 
customer over 1200 Val-O-Matic Colors by Val- 
spar supported by an unbelievably rich array of 
outstanding merchandising helps including the 
most exclusive decorator’s guide. Women love to 
match their draperies, furniture, pillows and 
room accent pieces with Val-O-Matic Colors by 
Valspar. 


BECAUSE VALSPAR will work with you. Val- 
spar will constantly help you with new and novel 
merchandising ideas and campaigns designed to 
stimulate your established customers as well as 
attract new customers and additional volume— 
the very life blood of your business. Valspar 
welcomes your suggestions. Valspar will at all 
times weigh them carefully to be adopted or to 
be tried out wherever feasible. Valspar believes 
the customer should be King and a Trusted 
Friend expecting him then to feel as such. 


BECAUSE VALSPAR offers you a better than 
average profit. You, as the Independent Mer- 
chant, deal with Valspar, the Independent manu- 
facturer. With Valspar’s help you will be able to 
meet competition, enjoy your profit, and feel so 
secure because of Valspar’s published Declara- 
tion of Merchandising Policy. 
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Merchandising Policy 
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Declaration of 


THE VALSPAR CORPORATION, century old 
2 manufacturers of fine paints, varnishes and 
enamels, has committed itself to a permanent 
policy of merchandising its products through 
independent, aggressive, and forward-looking 
merchants. 

THE VALSPAR CORPORATION has not in the 
past, does not at present, and will not in the 
future, own any factory stores either directly or 
indirectly or under any subterfuge whatsoever. 
THE VALSPAR CORPORATION does not and 
will not jeopardize the future success and se- 
curity of any Valspar merchant or distributor by 
opening such company-owned stores. 

THE VALSPAR CORPORATION stands ready 
—upon invitation—to help any independent 
Valspar merchant or Valspar distributor who has 
been a loyal, honest and sincere friend. Should 
such a friend encounter tragedy or trouble 
through no fault of his own, Valspar will assist 
in the recapture of independent financial se- 
curity to the benefit of the rightful owners or 
their heirs. There will be no cost. 

THE VALSPAR CORPORATION manufactures 
only the finest paints, varnishes and enamels. 
VALSPAR remains dedicated to the principle 
that through scientific advancement and labora- 
tory research products and lines must forever 
be improved and modernized to help indepen- 
dent merchants stay well abreast of competition. 
THE VALSPAR CORPORATION will con- 
stantly, with the help and advice of its loyal 
customers, develop new and novel merchandising 
ideas tailored to the independent merchant’s 
market and to provide him with an ever growing 
opportunity to fortify his security, increase his 
volume, and yield him considerably better than 
average profit. 
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President 








THE VALSPAR CORPORATION Date: 
7 East Lancaster Avenue, Ardmore, Pa. 


Please have Valspar’s Representative call and present 


Valspar’s Full Line Plan. 





Name 
Street Address 








Town State 








Have the Valspar man ask for Mr 
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sition. Roto-Sweep, total cleaning 
action, is also included in this 
model. Parker Sweeper Co., Dept. 
HA, 91 N. Bechtle Ave., Spring- 
field, Ohio. 


Item 48 
Economy tiller rope block 


This newly-designed Allan econ- 
omy tiller rope block is made of 
smooth stainless steel. The pulley 
sheave is nylon and impervious to 
weather. Its large swivel hook al- 
lows the block free and easy move- 
ment. The unit can be installed 
safely and quickly but also dis- 
mantles easily. It has a 2-in. 


sheave. Retails for $1 and comes 
10 to a standard package. Allan 
Marine Co., Dept. HA, 200 Frank 
Rd., Hicksville, L. I., N. Y. 


Item 49 
Four-wheeled laundry cart 


Homemakers who have porch or 
basement steps between their 
laundry room and clothesline will 
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be traffic for Cal-Dak’s Step-Up 
laundry cart. This cart has 5%- 
in. rear wheels and 2-in. plastic 
swivel front wheels so it can be 
rolled up and down stairs. Its 
metal frame is rust-resistant and 
finished in bronze-tone baked 
enamel. The slip-on type clothes 


container is made of vinyl plastic 
fabric in a basket weave pattern. 
It has a handy clothespin pocket. 


Item No. 659 retails for $7.95. 
Cal-Dak Co., Dept. HA, 2525 Miuli- 
tary Ave., Los Angeles, Calif. 


Item 50 
Combination reamer-pitcher 


This 3-in-1 Roto-Juicer combines 
a reamer with a covered, 60-0z 
pitcher for squeezing, serving or 
storing fruit juice. Working parts 
are exposed for easy cleaning. The 
reamer handle turns on long wear- 
ing nylon gears. The pitcher and 


reamer are made of Marlex poly- 
ethylene. It is stain and odor-re- 
sistant. Plas-Tex Item PT-770 


comes in yellow, white, pink, tur- 
quoise or copper tan with white 
trim. Retails for $4.98. Plas-Tezx 
Corp., Dept. HA, 2525 Military 
Ave., Los Angeles, Calif. 


Item 51 
Two skillets with lids 


Two new skillets with lids have 
been added to GE’s portable appli- 


aie 
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ance line. Both models can be used 
with GE’s removable control, 
Model BP-1. These units feature a 
tip-toe leg that snaps down from 
the skillet and tips it to allow fat 
drainage. Tilt-top lids can be an- 
gled into a slot in the skillet’s 
helper handle. These immersible 
skillets have a cooking chart on 
the hanging handle. The king-size 
skillet (Model C-122) retails for 
$20.95 and the family-size (Model 
C-112) retails for $18.95. Prices 
include the lids. Housewares and 
Radio Receiver Div., General Elec- 
tric Co., Dept. HA, 1285 Boston 
Ave., Bridgeport, Conn. 


Item 52 
Compact circular broiler 


Mirro’s compact, inexpensive 
broiler is a circular model 12 in. 
in diameter and % in. deep. The 








pt ae 


——— 


Elliott’s Hardware Dallas, Texas 


EXPAN DS 3S TIMES 


IN 12 YEARS WITH 
M&D HARDWARE STORE FIXTURES 


When Mr. Elliott started his 
hardware business in 1947 he tried to 
stock “at least one of everything.” As 
business grew it was obvious that “several 
of most everything” was desirable so 
the facility was expanded in 1953. 


In 1959 the business was again 
expanded to a modern store room 
50 feet wide by 130 feet deep providing 
6500 square feet of sales floor area. 


Each expansion was accomplished 
with store planning and fixtures by 

M & D and their Dallas distributor, The 
Walter H. Allen Co., Inc. The business 
has more than quadrupled through 
these expansions. 


Before you invest a cent in store 
fixtures use this coupon either for 
our free Hardware Store Fixture 
brochure or our store planning services. 


M&D STORE FIXTURES, INC. 


Manufacturing Plants in the East and West 
Sales offices in principal cities throughout the U.S.A. 
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M&D STORE FIXTURES, INC. Dept. 1-9 
6 No. Michigan Avenue, Chicago 3, Illinois 

245 Vineland Avenue, City of industry, California 

J] am interested in::() Free Brochure 


C) Complete Store [) Upgrading or () Gondolas [) Wali Units 
Installation Remodeling ([) Show Cases () Gift islands 
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unit consists of a pan with side 
handles and a perforated alumi- 
num rack. It holds two T-Bone 
steaks or seven to eight hamburg- 
ers or lamb chops. This unit has a 
capacity for 14% cups of drippings. 
It’s easily cleaned in hot soapy 
water and stores on end in % in. 
of shelf area. Retails for $1.95. 
Mirro Aluminum Co., Dept. HA, 
Manitowoc, Wis. 


Item 53 
Open end wrenches special 


Vichek’s new 6-pc heavy-duty 
open end wrench set will retail for 
$2.49 during Hardware Week 
only. The regular price would be 
$2.98. No. WOS-6-C has 11 wrench 
openings ranging from 5/16 to 
% in. Sizes are stamped on bars. 
Sets come packaged three to a 
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shelf carton and 50 shelf cartons to 
a shipping case. Vichek Tool Co.., 
Dept. HA, 3001 E. 87th St., Cleve- 
land 4, Ohio. 


Item 54 
Small diameter paint roller 


Radiator surfaces, sailboat cen- 
terboard wells, closely-spaced pipes 
and other tight spots can be 
painted with Hanlon & Goodman’s 
Slim Jim roller. This roller is 7 in. 
long and 1% in. in diameter. It 
has a 28-in. handle for extra 
reach. Hanlon & Goodman Co., 
Dept. HA, 2-21 Man St., Belle- 
ville 9, N. J. 
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Item 55 
Repackaged garden products 


Bright color combinations, car- 
toon-type sketches and attractive 





bag designs are highlights of the 
repackaged Pax garden products 
line. Pax Pride fertilizer comes in 
a wrapping of purple, green and 
yellow. Other products are also in 
colorful bags. The firm’s Crabgrass 
and Soil Pest Control is still 
packaged in a red, green and white 
bag. Pax Co., Dept. HA, 580 W. 
13th South, Salt Lake City 10, 
Utah. 


Item 56 
Flash battery testing unit 


This compact counter display 
with an accurate battery test meter 
will help you increase sales of 
photoflash batteries. The Ray-O- 
Vac Photoflash Test Station is con- 
nected to the merchandiser that is 
18 x 11% x 6% in. This unit comes 
with free facts handbooks for 
customers. A chart lists a battery 
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comparative and replacement guide. 
Your cost for the testing unit and 
a minimum balanced inventory of 
assorted batteries is $26.65. Ray- 
O-Vac Co., Dept. HA, Madison 10, 
Wis. 


Item 57 
Eight door trim designs 


Eight new door trim designs 
have been added to the Weslock 
line. These trims, shown here on 
the No. 888-D display, are for 5-in. 
backsets. They come in all standard 
finishes. Three models are available 
in a choice of red, black or white 
backgrounds. Weslock’s expanded 
cabinet hardware line includes a 
No. 160 knob and No. 165 pull in a 


contemporary square cornered de- 
sign. Western Lock Mfg. Co., Dept. 
HA, 2075 Belgrave Ave., Hunting- 
ton Park, Calif. 


Item 58 

Cartoned pipe couplings 
Wheatland’s black and _ galva- 

nized steel pipe couplings are now 


Wheatland 
Dept. HA, 


available in cartons. 

Steel Products Co., 

Mercer County, Pa. 
(Continued on page 110) 





FREE CHECK LIST SERVICE FOR HARDWARE AGE READERS 


Use this new, quick way to 


KEEP POSTED on 


NEW ITEMS AND NEW SELLING IDEAS 


These two easy steps will keep you up-to-date on latest information on new items, new 
merchandising ideas, special deals and other profit building information. 


As you read through this issue you will find numbers beneath all adver- 
tisements and with all items described in the Buying Check List. 


When you want more information on any of the items or ideas in the 
advertisements or in the Buying Check List, just circle the corresponding 
number on the Quick Check Postcard below, and mail. We pay the 
postage as a service to readers. Your request will be promptly passed 
on to the manufacturers involved. 


Print name and address carefully. This special Post Office Box address is for Quick Check Postcards 
only. Address all other mail to HARDWARE AGE, Chestnut & 56th Sts., Philadelphia 39, Penna. 
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HARDWARE AGE BUYING CHECK LIST 


A quick, easy way to keep up to date 


P Each issue of HARDWARE AGE contains hundreds of new profit 
making ideas on selling, merchandising, etc., as well as 
the largest listing of new items of any hardware magazine. 


> You must keep posted on these new ideas if you want to 
keep your store profitable. HARDWARE AGE makes it easy 
for you to keep posted by using this Free Quick Check 
Postcard Service. 


> Circle the numbers on the card below that correspond 
with the numbers under the new items in this Buying 
Check List and under the advertisements. We will promptly 
forward your request to manufacturers and you will receive 
from them the latest information available. 


> Remember, with competition so strong, you must keep posted 
on everything that will help you do a better selling job. 
Be sure to also check with your wholesaler about new items. 


GET THE LATEST INFORMATION BY USING THIS POSTCARD. 
PRINT NAME AND ADDRESS CLEARLY AND MAIL TODAY 


ee se Fe eenaente S&S aSeaee es Sa se « & 
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FIX-UP 
PAINT-UP. 
| TOOLS 


Anniversary Offer 


No charge for the beautiful, 52’ high, revolving, all wood Tool 
Tower now finished in a new, deep tone shade of turquoise, 
valued at $25. Also included in the offer are 3 Cobra Refinishing 
Scrapers, sales list $4.77, and 3, new, Double Header 2-in-1 
Putty Knife Tools, sales list $3.87. You get the Tower and the 
tools at no charge with your order for C120A Assortment of 17 
different, individually carded toois at dealer cost of $82.04. 
Total list value $145.38, All Hyde tools in this Assortment have 
the new sales packaging, cards in captivating colors for more 
eye and buy appeal. The Hyde Tower with the Fix-Up, Paint-Up 
Tool Assortment gives you the best return for your dollars — 
many times over during the year — at a minimum inventory 
investment — on only 14” square of floor space. This Anni- 
versary Event Offer is good for 6 months only, beginning October 
1, 1959. Order your C120A Assortment from your wholesaler. 


HYDE 


HYDE MANUFACTURING CO., SOUTHBRIDGE, MASS., USA. 


Want more facts? Circle 160, p. 107 
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The most profitable 4 square feet in your store! 


TRADE MARK 


Dexall 


the complete line of paint sundries! 


home repair and 
decorating needs 





You get easier paint-sundry sales because this de luxe 
merchandiser puts every product in view—builds self- 
service sales and profits fast. Single nearby source keeps 
your inventory at peak efficiency. Place one order— 
save or. freight costs. Full 40% profit every sale—rapid 
turnover, too. 


New Dexall products are distributed by The Sherwin- 
Williams Co., Cleveland. Acme Quality Paints, Inc., 
Detroit. John Lucas & Co., Inc., Philadelphia. W. W. 
Lawrence & Co., Pittsburgh. The Martin-Senour Co., 
Chicago. The Lowe Bros. Co., Dayton. Rogers Paint 
Products, Inc., Detroit. Write your nearest distributor 
for details. 





DESHLER PRODUCTS, INC., Deshler, Ohio 
Want more facts? Circle 161, p. 107 


BUYING CHECK LIST 





Want more details? Just circle item number on p. 107 


(Continued from page 106) 


Item 67 
Acorn design on casseroles 

An acorn pattern in gold on an 
ivory background is featured on six 
Corning casseroles. Called Golden 
Casseroles, they include the 1% and 
2% qt Pyrex oval decorator casse- 
roles, the 1144 and 2 qt Pyrex space 
saver casseroles, the 14% qt Cinder- 
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ella oval open baker and 1% qt 
Cinderella oval divided serving dish. 
These casseroles are also available 
with a snowflake design. Prices 
range from $1.95 for the Cinder- 
ella open baker to $3.95 for the 2% 
qt decorator casserole. Corning 
Glass Works, Dept. HA, Corning, 
Nw. 2. 


Item 68 
Nut driver set promotion 
Oxwall’s 1960 spring hardware 
promotion features. special low 
prices on domestic and imported 
tool sets. Shown is a domestic, 5-pe 
interchangeable nut driver set, No. 
5927, packaged in an open face 
plastic kit. Regularly $1.49, price 
through April 30 is $1.19 retail. 
l’ipe wrenches, a 5-pe interchange- 
able ratchet screwdriver set, a 
29-pe drill set, and an 8-pc socket 


set are other values available. 
Oxwall Tool Co., Ltd., Dept. HA, 
928 Broadway, New York 10, N. Y. 


Item 69 
Cabinet hardware displays 


Nine new cabinet hardware as- 
sortments are available from Me- 
dalist. There is a display board for 
the nine, plus one for the Capri 
assortment introduced earlier. The 
boards are 11 x 14 in. except the 
Period assortment board which is 
11 x 17 in. Varied colors, shapes 
and wood finishes are used on these 





New Dexall Patching Paste New Dexall Wood Bleach New Dexal! Hold-Tite Giue 
— Ready-mixed, smooth - — Fast working, easy to — Tremendously strong 
finish, spackling com- use — for fine furniture white glue. All-purpose, 
pound. | refinishing dries clear. Squeeze bottle. 


New Dexall Glazing Com- New Dexal!l Wood Patch — 
pound — For wood or Actual wood, nonshrinking, 
metal sash. Remains elas- in paste form. Six natural 
tic, will not crack. wood colors. 





wallpane 
remove 
a - an 


* teen 


New Dexall Tack-Rag — New Dexal!l Preparite — New Dexall Anti-Rust Lu- 
One wipe picks wp dirt and Liquid sanding aid quickly bricating Oil — Aerosol- 
dust. Marvelous aid to fine cleans and dulis enameled packaged, high-quality oil 
painting. and varnished surfaces. for hard-to-reach places. 


Want more facts? Circle 161, p. 107 





boards. The assortments are Cus- ee has internal metal flexing 
tom, Cape Cod Forged Iron, Peri- ed Ae means and is rustproof. Model 
od, Deluxe, Provincial, Modern, | ae 2 #390 has a deluxe Mel-O-Flo 
Concave, Williamsburg Iron, and 7 tae +e shower head that provides a double- 
Decorator, shown. The assortments AEE ae cone shower spray. It retails for 
- oe $5.99. Model #380 with only an 

Xtenda Shower arm is $4.99. Im- 

pulse Paks contain an Xtenda 

Shower mounted on a blister en- 


Blu bulb planter. It makes clean 

holes for setting out bulbs or seed- 

lings when used with a thrust-and- 

twist motion to lift out a core of 

earth. Lists for 96¢. Wood Shovel a > oe —— 
come in Select-A-Pak packaging. “© 79! Co., Dept. HA, Piqua, Ohio. 5 a Me. Bibs ANS ' 
Medalist Hardware Div., National pe a Meo We 
Lock Co., Dept. HA, Rockford, II. oe oS 

Item 71 es | Se 


26 in. flexible shower arm cased card and come packed six to 
Melard enters the flexible shower a carton. Melard Mfg. Corp., Dept. 
Item 70 arm field with a 26 in. flexible HA, 2926 White Plains Rd., New 
Bulb and seedling planter shower arm called the Mel-O-Flo York 67, N. Y. 
A hardwood D-handle grip and a Xtenda Shower. This arm adjusts ~~~ 
serrated cutting edge are features to any height and holds at any posi- Turn to p. 112 for new cost saving 
of Wood Shovel’s new 8% in. Tru tion. The nylon-reinforced viny!] store and warehouse equipment. 
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BUYING CHECK LIST 


Cost Saving Equipment For Store And Warehouse 


Keep Posted on this new cost saving equipment for store 
and warehouse. For more details circle number, p. 107 


Item 73 
Mobile hydraulic lifter 


One man can handle Langley’s 
mobile hydraulic lifter and trans- 
port truck. Model FPD Little 
Dickie features foot operation that 
lifts loads up to 750 lb. It lifts to 
64 in. above floor level. The lifter 


is handy in tiering, stacking, 
breaking down piles and loading. 
Lifting speed is one inch per 
stroke under full load conditions. 
It’s painted a bright yellow for 
maximum visibility. Other features 
are a back plate to keep load away 
from masts and twin chains plus a 
self-aligning crosshead for distri- 
buting the load to the lifting 
chains. Priced at $194. Langley 
Mfg. Co., Dept. HA, 913 Cambridge 
St., Cambridge, Mass. 


item 74 
Pressure sensitive markers 


North Shore Nameplate’s line of 
Speedy-Marx pressure _ sensitive 
markers and signs are now avail- 
able on Red Rocket cards. These 
dispensers enable markers to be 
peeled off easily and applied with- 
out distortion. Red Rocket cards 
are coated with a film that releases 
the waterproof markers instantly. 
The coating protects the adhesive 
qualities of the vinyl markers. 
These markers include all standard 
pipe, wire and electrical markers, 
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numerals, letters and indentifica- 
tion signs. North Shore Nameplate 
Inc., Dept. HA, 214 Northern 
Bivd., Bayside, N. Y. 


Item 75 
Continuous roll label printer 


This supermarket style self- 
inking pricer marks a continuous 
roll of die cut, pressure sensitive 
labels as fast as you can push the 
handle. The pricer, which is remov- 
able, is mounted on a steel base in 
front of the roll. This ABP 101 
Printer will mark any size label 
from % in. square up to 1% in. 
square. Complete unit with 1000 
labels costs $29.95. Printed labels 
are available. Also available is the 
ABP Labler for writing labels. 
Comes with writing pen, pen holder 
and 1000 pressure sensitive labels. 


‘ bs 
: 3 * 
ita pie 4 
Bn om 


Combination deal of 10,000 5 in. 


square labels printed with store 
name costs $19.75. Automatic Sales- 
book Co., Dept. HA, Willimantic, 


Conn. 


Item 76 
Low cost manual register 
Allen’s Model 80, handle operated 
cash register sells for under $300. 
The new unit is for small stores 
requiring a single ring-up, single 
total indication register. Rings up 
to $99.99 and features department 


keys with enforced designation. 
Locked dial shutter and _ locked 
total and sub-total keys are other 
features. R. C. Allen Business 
Machines, Inc., Dept HA, 678 Front 
Ave., N. W., Grand Rapids, Mich. 


Item 77 
Merchandising tag folder 


This 4-page folder illustrates 
American Tag’s new low cost, qual- 
ity 4-color merchandising tags. 
Amerchrome tags are on Krome- 
kote stock and are produced on a 
competitive basis with 2-color tags. 
American Tag Co., Dept. HA, 151 
Cortlandt St., Belleville, N. J. 


Item 78 
Automatic light control 


Here is an automatic light con- 
trol switch that will turn lights 
on at night and off at dawn. Pro- 
tect-O-Lite is operated by a photo 
electric eye. It is simply plugged 
into a power outlet with the eye 
facing outside light. The 12-oz unit 
is 3 x 2% x 1 in. and comes with 
a 6-ft cord at a retail price of 
$14.95. Protect-O-Lite is also a 
resale item for use in homes by 


vacationers, for farms, motels. 
Energy Kontrols, Inc., Dept. HA, 
Geneva, Ill. 
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The Bostwick-Braun Company is very much 
like a partner to thousands of retail hardware, 
industrial, and builders supply dealers all over 
its three-state trading area. 


Bostwick-Braun carries a vast inventory of 
all the old, reliable, staple hardware items, and 
all the newest products in its field. Stocks in four 
great warehouses assure any dealer that he can 
quickly procure any quantity of merchandise he 
may want or for which there is a demand. 
Bostwick-Braun money is invested for the dealer’s 
convenience. 


The Bostwick-Braun customer always knows 
that he gets the best prices, terms, consideration 
and service. The immediate availability of great 
stocks and the broad, responsible company policy 
protect the dealer from loss by over-buying, 
frozen capital, back orders, delayed deliveries, 
slow turnover and sales lost to “‘outs’’. 


These advantages are part of every order. 
They do not appear on the invoice but none 
the less enhance the value of Bostwick-Braun 
merchandise. 


a 9 
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THEY SELL GOODS 
AND GIVE HELP 


The Bostwick-Braun Company 

believes that there is no substitute 

for a real, live salesman. No adver- 

tisement, catalog, broadside, or 

““flyer’’ can take the place 

of a man. There are enough 

Bostwick-Braun salesmen for 

one to be in every community in 

the Bostwick-Braun area at least once 

every week. They do not merely look 

at the “‘want book’’. They give 

timely information, friendly counsel 

and real help with the many and various 
problems that confront the local dealer. 


= 
Hardware - Housewares + Plumbing Supplies 


* Electrical Supplies - Electrical Appliances - 
Builders’ Hardware - Toys + Sporting Goods 


BOSTWICK-BRAUN comrany 


TOLEDO 1, OHIO Gee 





F 3 
Wheeling @..~. 





| THE BOSTWICK-SRAUN 


/\ wwotesace 
/MARDWaARE ® ESTABLISHED 
IN 1855 


Want more facts? Circle 162, p. 107 
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Hardwareman Stephen H. Carron, right, and helper take a quick, accurate inventory on @ Sunday in March, 


A dealer speaks out 


Why I take inventory in March 


Getting away from the year end rush gives this dealer time to clear 


out slow movers, and he gets a faster. more accurate stock count. 


The accepted way of doing busi- 
ness is sometimes the hardest way, 
especially when it comes to a once- 
a-year chore like inventory taking. 

Hardware dealer Stephen H. 
Carron of Seattle, Wash., begins 
his fiscal year March 1 and takes 
his inventory the Sunday before 
that date. This arrangement has 
several outstanding advantages, he 
believes. 

“The dealer who takes inventory 
on New Year’s Day, as many do, 
often finds he is ill-prepared to 
take on that job at that particular 
time,” Mr. Carron says. “Many 
dealers stay with this date because 
of tradition. 

“In all probability, the average 
dealer has just completed his busi- 
est season of the entire year. His 
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stock is disorganized and every- 
thing is in a muddle. Moreover, 
the people he gets to do the work 
with him, will often resent being 
called out on a holiday. 

“If a dealer allows a couple of 
months to elapse, however, he is 
able to get everything ready so the 
actual counting can be done within 
a very short time. 

“He has time to discount certain 
items properly and to reduce in- 
ventory to a minimum. All this 
is reflected in a more equitable 
property and income tax liability.” 

In his Bal-Way Hardware, a 
neighborhood store, Mr. Carron ap- 
plied his inventory taking methods 
with good success in 1959. Begin- 
ning the first of the year, he and 
his three regular employees in- 


cluding Mrs. Carron, began the 
preliminary work of making up the 
basic inventory lists. 

Using regular printed inventory 
forms, employees checked over the 
stock fixture by fixture. Using only 
one sheet or set of sheets for each 
fixture, they wrote down the items 
in that section, the retail price, and 
the stock number of each. Only the 
actual counts were left blank for 
inventory day. 

On the plumbing fittings fixture, 
for instance, all merchandise was 
listed on one and one-half sheets. 
No other item from any other fix- 
ture was added to that partial sheet. 
Each section got its own sheets. 

Mr. Carron uses the method of 
writing the retail rather than the 
wholesale price. In figuring his 





actual total inventory value he dis- 
counts his average gross profit mar- 
gin of 37 percent. 

This method makes it easy to 
discount slow-moving items by re- 
pricing them at inventory time for 
clearance. If Mr. Carron knows 
that an item listing at $4.95 will 
have to be reduced to $2.95 to sell, 
he marks it down then, instead of 
after inventory has been taken. 

During this period, too, Mr. Car- 
ron orders in minimum quantities. 
This enables him to reduce inven- 
tory from a normal average of 
$40,000 to less than $35,000 by the 
end of February. 

For his inventory-taking crew on 
the final day, Mr. Carron hires a 
number of people of his own ac- 
quaintance. Some are housewives. 
Altogether, 18 people came down to 
work on inventory-taking Sunday 
last year. 

“Since our inventory sheets were 
all made up beforehand, the actual 
job of counting the merchandise 
was quite simple. I divided the 
crew into nine teams of two persons 
each. One team member counts, the 
other records quantities. 

“The only person who needed any 
experience is the person who 
counts,” Mr. Carron points out. 
“The job of counting electrical mer- 
chandise for example, was given to 
the wife of an electrical contractor. 
Others were assigned on teams ac- 
cording to any special knowledge 
of merchandise.”’ 

The inventory counting started 
on a Sunday morning at 8 o'clock. 
Most workers were finished at noon. 
Total labor cost was about $60. 

@ End 





HARDWARE HUMOR 


“| guess we can expect an early win- 
ter this year.” 














SELL the 


EDGER-TRIMMER 
that offers 


BETTER VALUE 
to your customers 
and GREATER 
PROFITS for 
you, too... 





TRUE TRIMMER * 


There is no secret about the TRUE TRIMMER 
success story. We simply make ’em better 

and sell ’em at competitive prices. The test of 
any product is satisfied customers. The history 
of TRUE TRIMMER is reflected in its many 
satisfied customers — who take great pride 

in the knowledge that in owning TRUE 
TRIMMER, they own the best. Trouble- 

free performance, superior features, 

assure more sales and greater profits 


when you sell TRUE TRIMMER. 


7 Rugged construction. 
Lightweight, reinforced 
aluminum alloy base. 


4 Easamatic controls 
allow operator te 
change from edging 
to trimming from 


stand-up position. No 
more old-fashioned 
stooping, 


/ QUALITY 
/, CONSTRUCTION 


EASE OF 
OPERATION 


SUPERIOR 
PERFORMANCE 


VERSATILITY 


and COMPETITIVELY 
PRICED! 


TRUE TRIMMER 


P. O. Box 14446, Houston 21, Texas 


2 Lifetime seal- 
ed ball bearings 
in cutterhead, 


‘ A ¥ 
4 o> , } 
» a a 


" . ’ 
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3 Fourth wheel guide 
allows controlled steer- 


ing along curbs and 
driveways. 


5 Blade guide lets you “feel” along 
concrete walks and driveways. Makes 
for much faster and more accurate 
edging. 





USE THIS 
COUPON 
TODAY. 
It will 
increase 
your profits. 


Please send us additional information on quantity prices. 
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Slanted shelving 


Dear Editor: If it can be ar- 
ranged, will you‘send us either six 
copies of the Nov. 19 issue, or six 
copies of page 43? 

Yours truly, 

Albert A. Goetz 
Logan-Gregg Hardware Co., 
Pittsburgh, Pa. 


Editor’s note: We're sending you 
six tear sheets of the article 
“Slanted shelving solves paint dis- 
play problem,” which appeared on 
p. 43 of the Nov. 19 issue. 


Books on selling 


Dear Editor: Please mail me a 
copy of the list of books on sales- 
manship which you mentioned on 
p. 8 of the Dec. 17 issue. Many 
thanks. 

Yours very truly, 
J. Boyd Barclay 
Barclay’s Hardware, 
Indiana, Pa. 


Dear Editor: Just finished read- 
ing the editorial in the Dec. 17 
issue and would like to take ad- 
vantage of a copy of the list of 
books on salesmanship. 

R. A. Brant 
Morley Bros., 
Saginaw, Mich. 


Dear Editor: I am a salesman 
for J. Leven & Sons, wholesalers, 
and would like to obtain the list of 
books on salesmanship mentioned 
in your Dec. 17 issue. Also, many 
thanks for the fine service and help- 
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L ottore from Hardware Age Readers 





ful information I’ve had from your 
magazine over the past years. 

Arthur Gleb 
Union, N. J. 


Editor’s note: These are just a few 
of the many, many requests we re- 
ceived for a copy of the list of use- 
ful books on salesmanship. A great 
many requests came from dealers 
and wholesalers’ salesmen. Several 
wholesalers are sending copies to 
all their traveling men. Manufac- 
turers and manufacturers’ agents 
were all among the readers asking 
for a copy. If you'd like a copy, 
just drop us a note and enclose a 
self-addressed envelope. There is 
no charge. 


Assembly yourself 
Gentlemen: 


This is a sign in our store made 
by my 14-year old daughter. You 
may find it interesting from the 
humorous side of the hardware 
business. 

V. S. Hale 
M-40 Hardware 
Dowagiac, Michigan 


This is the sign Mr. Hale's 14-year 
old daughter made. 





AssEMBLED F325. 


Assembs.r 


YOURS £2 £ 
3H 











Stock control sheets 


Dear Editor: In the issue of Aug. 
13, we noted on p. 108, some letters 
to the editor regarding stock con- 
trol sheets. This subject certainly 
interests us, and we are wondering 
if you would send us some samples. 
Yours faithfully, 
F.. Geddes 

Chas. Geddes & Co., Ltd. 

Adelaide, Australia 


Editor’s note: Glad to send you 
samples, together with an instruc- 
tion sheet. 


About Sales Meetings 


Dear Editor: 

We would like to reproduce the 
editorial, “Are Sales Meetings 
Worthwhile?” This appeared in 
HARDWARE AGE issue of Sept. 10. 

May we have your permission? 

Joe F.. Wood 
President 
Corpus Christi Hardware Co. 
Corpus Christi, 
Texas 


Editor’s note: Permission is gladly 
extended. 


Close to home 
Dear Editor: 

We enjoyed reading the editorial 
in the Sept. 10 issue of HARDWARE 
AGE which struck very close to 
home with us since we are about to 

(Continued on page 118) 
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Products 





M-D Aluma-Slide SLIDING DOOR TRACK 


For any size cabinet... any panel material 


Panels glide along on smooth ridges—not one 
flat surface. Comes in decorative Alacrome, Ano- 
dized Albras, Anodized Albright or Anodized 
Satin. Completely packaged sets. Holes drilled— 


screws furnished. 


Sets available for 4%", ’%"", %”, ’" or %" sliding 
panels of plywood, hardboard, etc. 





500 Series 
$5.95 


400 Series 
$4.50 


M-D ALUMINUM MAIL BOXES 


in 6 lifetime Anodized Finishes! 


3 distinctive styles. Choice of 6 gorgeous color combina- 
tions. Never rust, tarnish or need polishing. 


Personalized FREE! 


Engraved name plate available with each mail box at 
no extra cost. 











M-D OT-400 REVERSIBLE 
SLIDING DOOR HARDWARE 
OT-400 hangers are used on 
either 3/4” or 1-3/8" doors 
just by reversing their posi- 
tions. Tubular packaged sets 
for 3.4,.5,.6and BFt lengths 


M-D ALUMINUM LEVELS 
Here s o high quality, precision 
tool at a sensible price. Tough, 
non-breakable Pyrex vials. 10 
sizes from 18” to 96°. Individ- 
ually packed in Poly tubing. 




















M-D MOULDING & TRIM 


Wide variety of shapes and 
sizes for all thicknesses of ma 
terial. In permanent, high 
quality anodized aluminum 
finish —also in polished alumi- 
num, brass or stainless steel 


M-D LOUVERED CORNICE 
VENTS 


Heavy-gauge stamped alumi- 
num with re-inforcing ribs for 
extra rigidity. Also in Anodized 
Albras finish. Two sizes— 
4” x 16" and 8” x 16”. Easy 
to install 





M-D FOLDING DOOR HARDWARE 


Cant be matched for ease-of- 
operation, ease-of-installation! 
Use on any interior door, on 
any thickness! Gives full access 
to closets. Saves valuable wal! 
and floor space. 


M-D CLOSET RODS 


With Nylon Hanger-Glides. 
Two styles for shelf-mounting 
(shown) or wall-to-wall mount- 
ing. Extruded aluminum in 4 
anodized finishes. Packaged 
sets in 9 lengths from 36” to 
96". 


M A C K i A a te y R G D U “ C A N Cc MANUFACTURERS OF QUALITY BUILDING PRODUCTS 
o ‘ BOX 1197 © OKLAHOMA CITY 1, OKLA. 
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OF what’s better than 50% markup? 


A: 6674%... 


SELL and PROFIT with the AMES LINE, 
even more complete now with the newly 
market proven... 


L\RAeSs 
ROTO-EDGER 


ROTARY LAWN SHEARS 








No. 10 STANDARD 


No. 20 UNIVERSAL 
for your customers .... q 


- QUICK, CLEAN, EASY TO OPERATE 
and for you..... 


~ QUICK, CLEAN, EASY TO SELL 
675% ‘markup - full 40% profit — 


IT'S PRESOLD ... POWERFULLY SO... IN 
e Better Homes & Gardens © House & Garden 


30 DELUXE 


~ WHY NOT STOCK THE COMPLETE AMES LINE? 


Shovels, Garden tools, Snow tools, Post hole diggers and handles 


PARKERSBURG 


3. AMES co. WEST VIRGINIA 


FINER PRODUCTS THRU HIGHER STANDARDS 


Ames ciso manvfactures the famous lines of Ames Aire 
Casval Furniture and Ames Maid Metal Household Furniture 


Want more facts? Circle 165, p. 107 
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L ottore 


embark upon a series of regional 
sales conferences. 

We would like permission to re- 
print this editorial in SCOOP, our 
internal marketing house organ. 
We are going to press almost im- 
mediately so kindly let us have 
your decision via Western Union. 
Many thanks. 

H. J. Zellweger 

Director of Merchandising 
Pendleton Tool Industries, Inc. 
Los Angeles 54, Calif. 





(Continued ) 


Editor’s note: We are happy to 
grant permission. 


Paint merchandising 


Dear Editor: We would appreci- 
ate your forwarding 30 reprint 
copies of the “Paint and Sundries 
Merchandising Guide,” which ap- 
peared in the Mar. 12 issue. Please 
send the invoice to the attention of 
the writer. 

Very truly yours, 

Francis H. Fry 

Supervisor, Service Stores 
Watson-Standard Co., 
Pittsburgh, Pa. 
Editor’s note: Thirty copies have 
been sent you. We have a few 
copies of this popular reprint left. 
If any of our readers would like a 
copy for himself, they are available 
at 25¢ each, postpaid, while the sup- 
ply lasts. 


Selling wallpaper 
Dear Editor: In the Dec. 31 issue, 
p. 96, you have an article on a 
course in selling wallpaper. I would 
like to know where I can get in- 
formation on such a course in our 
community or in the Boston area. 
Yours truly, 
B & M Hardware 
Malden, Mass. 


Editor’s note: You can get complete 
information from the Wallpaper 
Council, 509 Madison Ave., New 
York 22, or, from the International 
Correspondence Schools, Scranton 
15, Pa. 





More turnover on small items 


Try a counter heaped with many items at a common 


price. Watch customers turn bargain hunters. 


Sales of small tools can be doubled by mixing them in a heap, 
at a common sales price, at a good traffic spot in your store. 
This has been the experience of Victoria (Texas) Hardware Co. 
This firm’s “‘tools-for-tinkers” display is purposely kept overly full 
and a little jumbled. Customers like the bargain hunting aspect of 
searching a cluttered counter. WHAT IS LOADED WITH SPOTS 
Victoria Hardware uses a 99¢ common price for its counter heaped WILL SPRING SOON 
with tools. In a recent nine-day test period, some 150 tools were 
sold. That’s nearly $150 in volume from a single impulse location, AND HAS REAL TEETH IN IT? 
and mostly from everyday items normally scattered about the store. 
This same idea can apply to kitchen gadgets, assorted plastic 
items, painters’ tools, or any number of low cost items. The price 
can be 77¢, 88¢, or any other retail figure that appeals to you and 
your trade. 
If your location and choice of stock is right, you can boost turn- 
over five to six times on routine items, as with hand tools at Victoria 
Hardware. A good, big sign and plenty of variety in items will make 
your counter a sales winner. @ End 


Sales of small tools at 99¢ puts cash in the register. 


ee 
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IT’S GENERAL ELECTRIC’S 


AXTTOTRATTUIO IN 


A local TV spot campaign featuring the nearsighted 
MISTER MAGOO, motion picture cartoon character. 


@ At least 9O LOCAL TV SPOT 


commercials packed in a concentrated 3- 
week G-E BULB-SELLING CAMPAIGN! 


@® Plus ARTHUR GODFREY on 194 CBS 
radio stations. Full page ads in LIFE, 
SATURDAY EVENING POST. 


@ Tie-in and Profit with a well- 
stocked G-E BULB DISPLAY! 
( Get details and timing in your cet 


area from your G-E bulb salesman. 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 


j /\ @ 
o(ulPla) PICTURES, INC. 1959 ALL RIGHTS RESERVED 
Want more facts? Circle 166, p. 107 
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Demonstration + participation — Sales 


Nothing boosts sales mure quickly 
than live, interesting displays. 


Long ago, the several Carlisle 
Hardware stores in Springfield, 
Mass., found that live demonstra- 
tions are one of the quickest ways 
to sell more merchandise. Further, 
letting the customer participate in 
some way makes the demonstra- 
tion even more exciting and effec- 
tive as a sales tool. 

This past summer, Carlisle de- 
cided to emphasize barbecues and 
Trampolines at its 16-acre store 


through active demonstration and 
participation. 

“Let the customers add spice to 
the meat on the spit, or bounce 
lightly on the Trampoline,” Carlisle 
manager F. Brown Carlisle told his 
staff. 

Results? 


A definite increase in sales on 
both lines of merchandise whenever 
demonstrations were given. 


Let the customers help as well as watch. They Il buy more. 
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EASY-T0-SELL 
PROFITS 


‘ez WINGED 
SHOULDER HOOKS 


Self-screw one-piece hook 
for draperies and cur- 
tains in nickel or brass 
finish. Integral wings for 
easy hand installation. 5 

sizes (he hg alg"). 


- Packed 
GRIES 
One-Piece Durable 

6 sizes ('." to 14") in Nickel ond 
Brass, each 

panes 100 to 

a box, %"" size 

corded in 7 

popular colors 


= Nickel and 
Brass. 


| EP UTILITY HOOKS 


Handy self-screw all purpose hook in 


bright plated “isha -_ 2-to-a-card or 


"3" COAT HOOKS 


Chrome or Bright Iridite 
Finish In boxes of 25 with 
Bh flat ooh steel screws 


'WING « CAP NUTS 


- 4 popu- 


pe 
in attractive, self-selling 


counter displ assortments. 
Also as e in bulk or 


Scie & 


a@ complete 
range of 


ing hardware items, DRAP- 

ERY RINGS, SCREEN & WINDOW HARDWARE, 
DRAIN COCK ee 

DEALERS: See 


salesman for immedi do 
a oo wt fo 


World's foremost ucer of al die casti 
161 Beechwood Avenue, New Rochelle, N. 
NEw Rochelle 3-8600 


Want more facts? Circle 186, p. 107 
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Ekco Products Co., Chicago ,@1960 
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CONDOS 
A t+? * + 4 
Rick kei. 
> & 


‘Products Made 


rEKCO} ay 


> 
Make Your Housewares Department 
As Complete and Profitable 


As Possible... 
FEATURE FLINT 


| @ in National Advertising 
@ in quality 
@ in name recognition by consumers 
@ as a complete full line source 
@ with profit making promotions 
@ with new products and ideas 

SEE YOUR DISTRIBUTOR 
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Fertile Profits! 


PLUTO 
QUALITY — DENMARK 
STEEL GARDEN 
RAKES 


The big news! 

Not just another Rake. 
Made of Danish Heavy 
gauge steel, forged 
by master craftsmen 
popularly priced. 


Nationally 
sold . 

no ea 
product at 
any price. 


« oe 
Pi 


LIST PRICE DEALERS 
cost 


| 900 
DOZEN 
.0.B., N.Y.C. 


Featuring 14 

curved teeth, 3” in 

length, on a 14” wide head. The 
rake head finished in attractive gold- 
tone and is weatherproof and rust 
. Hardwood handle is 60” 
long. Made for hard use . . . it is 
perfectly balanced, 
control, 


For Fast, Easy Sales 
Stock up on Pluto Garden Rakes and 
ask your jobber about the Pluto Line 
of Quality Imported Drill Kits, Tap 
Kits, File Kits. Bulk Stock. All attrac- 
tively packaged. All priced to move 

. fast. 


resistant. . 


fecther weight 








[onper now | 
No. 6 PLUTO 


MECHANICS FILE KIT 
Mate in Switzerland 
$s: 


DEALERS cosT 
$934 KIT 


F.0.B., N.Y.C. 
List Price - $4.25 Kit 














Cash in on Fertile profits . . . Know 
the Pluto Quality Imported Lines. 








PLUTO IMPORT COMPANY Dept | 
| Baloo Gi le lsale) =] & a 11-13 Mee Caen ola a ae ee 
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What the Law Says 


What is your liability for 


defects in manufacture? 


A woman in Michigan bought a 
can of stove polish from a retail 
hardware store. She applied the 
polish to her stove and was in- 
jured in an explosion that followed. 
For her injuries she sued both the 
retailer and the manufacturer o! 
the polish. 


In this suit, the injured woman 
contended that it was the duty of 
both the retailer and the manufac- 
turer to know the qualities of the 
goods they sold and to warn pur- 
chasers of dangers such as those 
involved in this incident. 


The court held that although no 
liability rested on the hardware 
retailer for the explosion and the 
injuries the customer suffered the 
manufacturer, on the other hand, 
was responsible for the accident. 
In this decision the Michigan court 
said, 

“It gets down to this: whether a 
dealer, a hardware merchant, for 
example, who buys in the open 
market stove polish which purports 
to be safe and proper for use and 
sells the article for the purpose for 
which it is apparently intended, is 
liable in the absence of negligence, 
if it turns out that the article is 
not adapted to the use and causes 
injury. We think it clear upon 
principle that no such liability ex- 
ists.” 

The court added, “The customer 
may in such case proceed against 
the manufacturer.” 


Georgia court specks 

Of situations such as this it was 
asserted by a Georgia court, “It is 
a general rule that a dealer who is 
not the manufacturer, is under no 
obligation to test an article pur- 
chased and sold by him, for the 
purpose of discovering latent or 
concealed defects, but that when 
he purchases and sells an article 
in common and general use, in the 


by ALBERT WOODRUFF GRAY 


usual course of trade, without 
knowledge of its dangerous quality, 
and with nothing tending reason- 
ably to call his attention thereto, 
he is not negligent in failing to 
exercise care to determine whether 
it is dangerous or not. 

“In such a case he may assume 
that the manufacturer has done his 
duty in properly constructing the 
article and in not placing on the 
market a commodity which is de- 
fective and likely to inflict injury.” 


Case from California 


Before the courts in California 
only a few months ago was an ac- 
tion brought against the manufac- 
turer of a “D” shaped metal ring, 
a short steel rod with the ends 
bent and welded together, used in 
safety belts of workmen 90 ft from 
the ground on oil derricks. 

A rope was run through this 
ring and anchored to the derrick. 
The ring, in this instance, had been 
sold by the manufacturer to a 
dealer who in turn advertised and 
sold it as “tested” in a catalogue of 
“safety hardware.”’ 

In his defense the manufacturer 
of the ring contended that the ring 
was only a part of the equipment 
and that under such circumstances 
the liability for the defects, if any, 
rested on the producer of the fin- 
ished product. 

Here it was pointed out by the 
court that the law has more and 
more imposed on the manufacturer 
and absolved the retailer of negli- 
gence for defects in manufacture. 
Further, that under these circum- 
stances the manufacturer of this 
ring was liable to the representa- 
tives of this workman for his 
death. 

Some years ago the highest court 
in New York State said of this lia- 
bility of the manufacturer, “If the 
nature of a thing is such that it is 
reasonably certain to place life and 





limb in peril when negligently 
made, it is then a thing of danger. 

“Its nature gives warning of the 
consequences to be expected. If, to 
the element of danger, there is 
added knowledge that the thing 
will be used by persons other than 
the purchaser and used without 
new tests then, irrespective of con- 
tract, the manufacturer of this 
thing of danger is under a duty to 
make it carefully. 

“The things classified as danger- 
ous have been steadily extended 
with a corresponding extension of 
the application of the remedy. They 
began with the sale of poisons. 
They have been widened until they 
include a scaffold or an automobile. 

“There emerges, we think, a 
broad rule of liability applicable to 
the manufacturer of any chattel 
whether it be a component part or 
an assembled unity.” 


References: 


Clement v. Rommeck, 113 N.W. 
286, Michigan. 

King Hardware Co. v. Ennis, 147 
S.E. 119, Georgia. 

Edison v. Lewis Manufacturing 
Co., 336 Pac. 2d 286, California. 











Editor’s note: While legal prece- 
dents cover most situations under 
which liability might occur, each 
dealer should seek competent legal 
counsel if customer is injured while 
using products sold by the dealer. 
There can be extenuating circum- | Contains thirteen highest qual- 
stances which might involve a | Again Hanson makes it easier pris whey yaaa Prt ~ 
dealer, even though on the surface ; 

it appears that the dealer is ab- for you to sell fine quality High The case is made of practically 
solved of responsibility. Speed Steel Drills at LOW f indestructible polyethylene in- 
PRICES with a FULL MAR- cluding hinge and clasp... 
GIN OF PROFIT. To Trades- Drills easily snap out and in 
men, home handymen, boat own- ... yet really stay put. 


HARDWARE HUMOR ers, to all who use drills, this f Each drill size is clearly 
een Hanson No. 113 Drill Set sells on marked. 











sight. Just look at the features! ] Backed by Hanson’s Famous 
Unconditional Guarantee. 


Stands up on work Can be mounted open 4 Easily fits into pocket, ideal for tool kit. 
bench or on the job. on work shop wall. no rough edges. Keeps drills in order . 
in perfect condition. 





Ask your Hanson wholesaler for Set No. 113 or write directly to — 


“| meant back it up to the front | HENRY L. HANSON COMPANY, 25 UNION STREET, WORCESTER 8, MASSACHUSETTS 


door!” Quality Tools at Popular Prices for Over Half a Century 
Want more facts? Circle 168, p. 107 


HARDWARE AGE, January 14, 1960 © 125 








We “The first meal free” 


100% NYLON 
BRAIDED CORD 





Get your share of the big volume 
in the popular small sizes of 100% 
NYLON BRAIDED CORD. Nylon is 
a natural; hundreds of uses and 
real consumer demand. This little 
merchandiser takes up less than 
1/2 a square foot and its big turn- 
over means real profit for you. 
Cord sizes No. 3 through 4% in 
natural or green. 


SELL IT FOR 


HALYARDS 
MASON LINE 
AWNING CORD 
TENT ROPE 
BUOY LINE 
DECOY CORD 


TROT LINE 
HOBBY WORK 
TRAVERSE CORD 
BLIND CORD 
FISH STRINGERS 
DRAPERY CORD 
FLAG LINE LACING CORD 
PACK LASHING TIE-DOWN ROPE 
RIGGING 


Ask your wholesaler for 
King Cotton Cordage 


KING COTTON CORDAGE 
105 Duane St., New York 8, N.Y. 


OIE RDN AEG OEE MES EBERLE 
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in dealer range sale 


A Milwaukee dealer recently 
sponsored an unusual automatic 
cooking range promotion that was 
so successful it will be used soon 
again. 


Instead of cutting price to out- | 
_ discount his discount competition, 
| this dealer held the line on price | 

by: 
| (1) Offering to pay for the first | 
family meal cooked on any range 
'in the promotion. 
_ agreed to pick up the tab for $20 
_ worth of groceries at a cooperat- 
_ing nearby supermarket. 


The dealer 


(2) Taking trade-ins on old, but 


serviceable ranges. Allowances 
_varied from $10 (scrap value) to 


$50 (good quality, resalable) on 
the full list price. 

In his deal with the supermarket 
supplying the food, this dealer and 
the market manager arranged mu- 
tual publicity by way of signs in 
both stores. The ranges accepted 
on trade-ins returned just about 
what was allowed for them 
through a used furniture dealer. 

This hardware dealer was satis- 
fied with making a full profit mar- 
gin and tripling his automatic 
range volume. “There is,” he says, 
“a sensible promotion to counter- 
act every big price cut the dis- 
counters make.”’ 





HARDWARE HUMOR 


er 


. That's for when you call your 
brother in Hawaii.” 





new from 


ATLANTIC 


Deluxe 


POWER SLIDE 


Measuring Tape with 
“Slide Control” action* 
*Hold finger ’ 


on slide for full 
retraction. 


*Release finger 
tip to stop retrac- 
tion at any point. 


The only “Slide Control” tape on the market! 
Red and black ft. and in. markings, white 
faced; inside and outside measuring clip; 
available in 6’, 8’, 10’, 12’ lengths, 4%” blade. 





Deluxe 


LEATHERETTE CASE 


Precision Measuring Tapes 


50 and 100 ft. lengths, 3/8” blade, red & 
black ft. and in. markings, engineer’s hook. 


all-purpose scraping and cut- 
ting tool for every home 


SAFETY 
HAND SCRAPER 


Single, extra long cutting edge. With 3 blades. 


Deluxe, Standard and Thin Tapes (more 
than 20 models and sizes) from your 
Local Hardware Distributor, or write for 
new low price lists to: 


i Order the complete Atlantic line of 


ATLANTIC 


INDUSTRIAL CORPORATION 


_ 91-97 W. Runyon St. « Newark 8, N. J. © Bigelow 3-5000 


Atlantic products also available in Canada 


Want more facts? Circle 213, p. 107 





NEW ‘DUAL DOZEN” 
DISPLAYS 2 BEST SELLERS 


Itt A Fal Vertue fo 


Here's a little work-horse that does everything in the book—out 


performs, oul maneuveis rider mowers costing more than twice 
a mu - 


Customers find it hard to believe that such 
an amazingly simple machine can do so much 
—and they have nothing but gratitude for the 
desier who sold them their hiz-Mow. That's 
ihe kind of selling that gives you real satis- 


faction and builds a soiid business for the 
furure. 


Why is the Whiz-Mow so superior? It's basic- 
a'ly the revolutionary motivation principal. 
And it's 2 mowers in | (the sulky is easily 


removed to give you a conventional mower 
fo trimming). 


Write today for complete information. 


WHIZ-MOW, INC. 


HAMILTON 7 ILLINOTS 


Want more facts? Circle 170, p. 107 


~EVERYBODY | MAKES 


i | Lice - ry “wal % T | 
BUT {ERE COMES THE 


At 98¢, Green Thumb’ sells best, 
Ne 





J 


BRN s 
ULL 


4 


(DEFLECTOR) 


60 ad). 


(ADJUSTABLE ) oe 


50 ad). 


(ADJUSTABLE ) 
SOLD THRU JOBBERS ONLY 


Cc PION BRASS MFG. CO : Edmont Inc. 


1460 NAUD STREET Coshocton, Ohio 


LOS ANGELES 12, CALIFORNIA 
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Ten Dealer-Tested 
Anchor Brand 
Profit-Makers 


uM Check your stock on all 10 now. 









































|_| No. 437 snap, 

%"’ swivel eye 
THE SNAP OF 100 USES — on 
chains, rope, leather, webbing. 


| ] No. 225 snap, 

sizes 42" through 1” swivel eye 
A SNAP FOR WORK, SPORT, 
— useful for farm and home, 


|_| Display Box No. 1 
“SILENT SALESMAN” holds six 


dozen snaps in assortment of 
four kinds, sizes. 


on sporting gear. 





5. 


























|_| No. 30 Display Box 


PACKAGED FOR PROFIT: Col- 
orful counter merchandiser 
holds selection of 44 rivet, pivot 
links in three sizes. 


| | No. 2530 Pivot Link [ ] No. 2531 Rivet Link 


CHAIN REPAIR LINKS make quick work of repair jobs. 
Sizes 3/4’ through 5%”. 





























|] No. 3300 Wire Rope 
Clip iron base, steel 
u-bolt. Suited for any weather. 


|_| No. 0174 Pulley 


galvanized gray iron. One of 
many styles and sizes. Pro- 
tected against corrosion. 


| | No. 4015 Line Cleat 


furnished in galvanized gray 
iron. Others in iron or bronze. 
For indoor or outdoor uses. 





You'll rate high with your customers when you 
meet their needs with North & Judd Anchor 
Brand products. All are quality made, quality 
finished. Packaged to appeal, priced to sell. 
If your quick check shows you there are gaps 
in your stock, get in touch with your hard- 
ware jobber. Let him help you fill in your line 
of North & Judd Anchor Brand and Wilcox- 
Crittenden hardware. 


SN 
NORTH|JUDD 


Manufacturing Company 


New Britein 











[ |] No. 421 Oarlock, 


standard regular socket — a 
steady boating season seller. 





Connecticut 


New York @¢ Boston -° Philadelphia -« Atlanta «* Jackson(Miss.) °¢ Buffalo -« Detroit 
Chicago * Minneapolis ¢ St.Louis « Dallas * Los Angeles * Sanfrancisco * Seattle * Montreal 
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You'll sell more guns 
if you take trade-ins 


Earl Anderson, proprietor of 
Anderson’s Hardware Store, Flor- 
ence, Ala., is “going great guns” 
because his hobby is guns. His 
firearms department is his first 
love. 

Mr. Anderson’s strong point is 
his trading ability. He will trade 
for anything that will shoot, even 
if it goes back to Daniel Boone’s 
time. 

Mr. Anderson points out that 
there are a lot of gun collectors 


Owner Earl Anderson (right) 


paring to make a trade. 


pre- 


around. They have their own or- 
ganizations and have annual con- 
ventions. These fellows will also 
buy anything in the gun line, just 
so it is different. This goes for 
rifles and pistols. 

Since Mr. Anderson has a repu- 
tation as an expert in guns, and 
a trader from, way back, gun 
lovers come to him in droves. The 
talk about guns in the store is a 
constant thing. 

Mr. Anderson has a place in the 
back of the store where guns may 
be tried out. The only requirement 
for a gun to be traded is that it 
will shoot. 

Mr. Anderson has a gun repair 
department. Firearms of all kinds 
are reconditioned, including re- 
boring the barrel and refinishing 
the stock. 

The majority of Mr. Anderson’s 
customers are not the men who 
buy a gun for hunting or a pistol 
for protection. 

The fellow who just naturally 
likes guns is Anderson’s best 
customer. This man nearly always 





has more than one gun, sometimes 
a dozen or more, and he has the 
sport in his blood. 

He would rather talk guns than 
eat, and Mr. Anderson is catering 
to that. 

Along with guns Mr. Anderson 
sells plenty of ammunition, acces- 
sories, scabbards and hunting 
clothes. 


Horseshoes help build 


extra window traffic 


“If you want to turn passersby 
into interested window peekers, try 
something unusual,” says the man- 
ager of Hubbard Bros. Hardware, 
Medford, Ore. 

A recent window innovation used 
by this dealer to draw traffic was 
basically a simple idea, and it was 
simple and inexpensive to execute. 
The focal point of the display was 
horseshoes and horseshoe nails. 

This dealer hung a selection of 
horseshoes on a 3x3 ft section of 
wire grill. Then he spelled out the 
word horseshoes with horseshoe 
nails! Tools for working with the 


‘a :. 
<e , , - 
A - ght 
err | 
Pig... 


This window drew new fraftic. 


shoes were added to complete the 
display. 

Two types of people are most in- 
terested in this kind of display: 
those who use horses for work or 
pleasure, and those who pitch horse- 
shoes for sport. But even those who 
fall in neither bracket will pause 
to examine a window that features 
something out of the ordinary. 


Oblong 
Cake Pan 


PURE 


ALUMINUM BAKE WARE 


New golden beauty that 
makes baking and serving a treat! 





Here’s new gold colored aluminum bakeware that sells on sight! 
Housewives love the exciting new gold color that is so stylish, makes 
oven-to-table serving so delightful. Even-heating qualities of pure 
aluminum give best baking results every time and the rich golden color 
gives a luxurious feeling that makes baking an exciting experience. 


There’s a complete selection of the most popular baking pans to 
choose from. 


Free merchandising helps. Women will flock to get‘the free 16-page 
GoldenGlo recipe book offered with each purchase—over 60 delicious 
kitchen tested recipes and baking hints. Colorful counter display and 
signs add to point-of-sale merchandising. 


Write for full information and prices on GoldenGlo Bakeware. 


@® CHICAGO METALLIC 


CHICAGO METALLIC MFG. CO, 


3711 South Ashiand Avenue . 
Want more facts? Circle 174, p. 107 


HARDWARE AGE, January 14, 1960 © 129 


Chicago 9, Iilinois 








MARE THE PHONE 


Try your Republic distributor 
for service on bolts and nuts 
Next time you’re stuck for a certain size, type, 


or quantity of fasteners ... or need fast answers 
on specific applications ... call your Republic 


distributor. Old customer or new, you'll get 
ACTION. 


MORE THAN 20,000 standard types of bolts and nuts are available Your Republic distributor—like you—is in 
from your Republic Distributor. Packaged in spill- proof cartons, with : . ) . 
easy-to-read iabels that make attractive, self-selling displays. Ask business to stay. He is not an Oppo nist. He 


your Republic Distributor for a Republic Bolt and Nut Price-Finder. understands your need for quality hardware 
Want more facts? Circle 175, p. 107 
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CALL TEST... 


. appreciates your need for better service. 
That’s why he stocks a full line of fasteners... 
employs an adequate number of people... has 
a full-time delivery system worked out to serve 
you faster. 

Prove it by picking up the phone. Now or 
anytime. Your Republic distributor is listed in 
the Yellow Pages under Hardware-Wholesale. 
You'll welcome his service on... BOLTS AND 
NUTS « STEEL PIPE « PLASTIC PIPE 

* ROOF DRAINAGE PRODUCTS 


i 
i 
i 
i 
| 
| 
| 
| 
| 
| 
{ 
- 


REPUBLIC STEEL CORPORATION 
DEPT. HA-8726 


1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 
Please send more information on: 

©) Republic Bolts and Nuts (0 Plastic Pipe 

C) Steel Pipe 0 Roof Drainage Products 


rT eee 
Company 
ee eiesettertennrsteenicienpertndiidininitanenctignaditrerteans: tasitemabiiiitaialiaia innate 


State 


REPUBLIC STEEL 


Quality Supplies... Quality Supptirs 
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NEW 22 SORE 
DEPARTMENT | 


—" 


alfracts customers 
speeds sales 
prevents damage 


OPAL makes selling 
screening easy! No 

more heavy, hidden 
inventories . . . no 
more snarling wire, clerks 





and customers. Opal’s new com- 
bination rack and screening offers 


help you these five important ways... 
DISPLAY 


Speed Turnover—Point-of-purchase display sells more 
merchandise. 

Save Time—OPAL’S ‘“‘Marked and Measured” speeds dis- 
pensing right from the rack. 

Reduce Inventory—Through more efficient control of stock. 
Improve Service—Customers aren't kept waiting ... you 
save time. 

Save Floorspace—Attractive, compact takes only 6-sq. ft. 
of floor space. 





Choose your Opal Screening Department now— 


Offer No. 1—Display Rack plus 10 100’ rolls of Opal Galvanized 
Screening (2534 sa. ft.) 

Offer No. 2—Display Rack plus 5 100’ rolls of Opal Aluminum 
Screening (1267 sa. ft.) 

Offer No. 3—Display Rack plus 5 100’ rolls of Opal Vinalume 
Screening (1267 sq, ft.) 

Offer No. 4—Display Rack plus 5 100’ rolls of Opal Galvanized 
and 5 100’ rolls of Opal Aluminum Screening (2534 sq. ft.) 

Offer No. 5—Display Rack plus 5 100’ rolls of Opal Galvanized 
and 5 100’ rolls of Opal Vinalume Screening (2534 sq. ft.) 


NI =1\,\a Ze) -1-46,11 -1 mol Ronn = Moto) V1 -)-NNbZ 
4 @) — 1 Gee sd —a a bs 
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There’s impulse value in 
signs, so display “em 

Signs will sell themselves, if 
prominently displayed, according 
to the experience of Holt Hard- 
ware Co., Florence, Ala. 

W. H. Peck, one of the owners, 
says the best way to sell signs is 
to hang them up in a row on the 
upper ledge of the wall display 
cases. This concern sells some 1000 
signs annually. 

A similar window display of 
these signs stops passerby who 
might otherwise never know you’re 
in the sign business. 

As Holt Hardware has _ dis- 
covered, often-neglected signs can 
be the source of $500 to $1000 a 
year in extra volume, using little 
stock or display space. 


PRIVATE Ian 7 
RESERVED ARG 
ORIVE REGIA Paring PARKING nara § 


p ieee 


A partial showing of the many signs 
sold in quantity at Holt Hardware 
Co. 


Put batteries up front, 
they'll sell on impulse 


By shifting flash light battery 
displays, LeTulle Mercantile Co., 
Bay City, Texas, boosted sales 
about 500 percent, according to 
Charles D. Matthews, manager. 

Batteries were displayed on a 
fairly conspicuous spot on an is- 
land counter where flash lights 
were displayed. 

Mr. Matthews realized that his 
store should be selling more bat- 
teries. He decided to give them a 
spot about 10 inches square near 
the cash register on the wrap 
counter. 

The display is only a few inches 





SUREST 
PROFITS 
YOu 


Fully guaranteed sale plus 
full ad allowance on 
Boontonware ‘Factory Run” Promotion 


Boontonware’s biggest yearly factory run promotion 
is back with a big, big difference ... with both a 
full ad allowance, and a fully guaranteed sale. Any 
size store can’t help but profit more. You get greater 
sales volume through full advertising support. You 
get extra sales by offering a complete selection of 
sale merchandise (what you can’t sell you send 
back) — all for truly maximum profits. Add to this 
a Service Piece Special that gives you regular 40% 
plus an extra profit bonus. Place your order now. 


finest of all melamine dinnerware 
BOONTON MOLDING CO., BOONTON, N. J. 
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ACCURATE, SMOOTH, EASY OPERATING 


TOLEDO features enable you to bend hard drawn, in 
addition to soft temper tubing. Without marring or deform- 
ing the tubing, TOLEDO lever-type benders operate smooth- 
ly to form neat, accurate bends to short radius. Bend any 
angle up to 180°. 

Stock the complete Toledo Line—cutters, bend- 
ers, reamers, flaring and swaging. Popularly 
priced, attractively packaged. The tools your cus- 
tongs ask for! 


WRITE FOR CATALOG 


EDO (tg Cubtd TOOLS 


(Sold Thru Authorized Toledo Distributors Near You) 
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THE TOLEDO PIPE THREADING MACHINE CO... . TOLEDO 3, OHIO 





Want more facts? Circle 178, p. 107 
134 © HARDWARE ACE, January 14, 1960 








from the sales slip holder and 
near the receipt book. Anyone who 
stands at the counter and waits for 
his purchase to be recorded, and 
wrapped, can see the batteries. 

“We discovered that flash light 
batteries are bought mainly on im- 
pulse,” Mr. Matthews says. “Be- 
fore we shifted the display, a cus- 
tomer would have to be looking for 
a flashlight or batteries before he 
noticed them. Now he sees them 
regardless of why he is in the 
store. 

“We were amazed that so many 
customers discovered they need 
fresh batteries, when they were re- 
minded of it by the display.” 


Fancy front draws new 


traffic to this store 


There is no mistaking the Hay- 
seed Hardware store in El] Cajon 
Calif. Mr. Hayseed himself is 
perched permanently above the 
store’s entrance in a mosaic tile 
design. 

This unusual artwork is consid- 
ered a conversation piece and traffic 
lure. Passing motorists slow down 
for a better look. Nearly all of 
them go away remembering the 
exact location of the Hayseed store, 
and few forget the store’s name. 

The mural is composed of multi- 
colored 1 in. ceramic mosaics. 

Since there is no maintenance 
whatever for this store’s interest- 
ing front, the owners consider the 
initial expense a moderate long- 
term investment. 


Hayseed’ is permanent ceramic tile 
decor. 











“BOSS'S IDEA, GERTIE --HE SAYS ‘SCOTCH’ BRANO 
CELLOPHANE TAPE OUTSELLS ALL OTHER BRANDS !* 





“SCOTCH” ond the plaid design ore registered trademarks of 3M Co., St. Poul 6, Mina, 


Mitanesora [finine ano \fanuractunine <> 











ae ALWAYS ea 


EPOXY — 


when your customers want 
to permanently repair: 


© PORCELAIN ° GLASS 

° CERAMICS ° PLASTICS 
e FIBERGLAS e WOOD 

J. it, carded, @ 98¢ list; © ALUMINUM ° MARBLE 

Order Irom your i > e198 =e IRON/STEEL ° MASONRY 

SPECIALTY PLASTICS CO, fix, "N_Pateh is the stron af og 


4010 Glengyle Ave.—Dept. E re, oil, gasoline and eepoeen 
Baltimore 15, Maryland can be painted, sanded, filed 


2 SIZES AVAILABLE: 
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Ant. 


Soluble PLANT FOOD a 


FAST SELLING, NATIONALLY ADVERTI 


Now demanded by millions for houseplants, flowers, vegetables, lawns 
gardens. Produces vigorous, beautiful growth in all plants quickly. Pays 
dealer 334%, profit. Attractively packaged for display. Does not deter- 
iorate, ts cle an, odorless and SAFE. Dissolves instantly in water for use 
l-oz. makes 6 gallons liquid plant food. 
Retail Price Dealer & Grower Cost 
% o2. pht. 1 .. 48 to case. — wt. 3 Ibs. .....$4.80 case 
Z2o0z. can 29¢ _— wt. ...... $6.96 case 
Soz. can  59¢ 24 to case. — wt. .. $9.44 case 
10 oz. can $1.00 _— wt. .......$8.00 case 
2 Ibs. can $2.45 . ....... $9.80 _ 
5 Ibs. can $4.95 4 Ibs. $13.20 ¢ 


Larger Sizes PRERE NN. Soy “if jobber Can't Supply, “Order Direct. 
Write for list of other ONeX home and garden products. 


HYDROPONIC CHEM. CO., Copley 21, Ohio, U.S.A. 
Want more facts? Circle 180, p. 107 











IS THE 


ROFIT 
oof 


\\ 4 
THE ALIPPER LINE 
18” and 20” 


Unusually long life. Freedom from service delays and expense. Finest 

grass cutting results. Extremely safe in operation. Easy handling. 

Quick-set height cutting adjustment. Convenient handle mounted 

throttle control. Briggs & Stratton 2!/2 HP. 4-cycle motors with recoil 
starters. 


THE addin LINE 


19” and 21” 


Close trimming. Easy handling. Peak 
cutting efficiency. Quick-set height 
control. Convenient handle mounted 
throttle controls. Engineered for 
maximum safety. Two piece handle 
adjusts to height of user. Dependable 
Briggs & Stratton 4-cycle motors with 
recoil starters. 19” model 2 HP - 21” 
2'/. HP. 


-~ 


EDGE’N TRIM 


It's an edger. It's a trimmer. Stand up 

control of alll operations. Easy to handle. 

Handle mounted throttle controls. Saves 

hours of time and back-breaking labor. 

Briggs & Stratton 2'/2 HP 4-cycle engines, 

with suction feed, chokamatic carburetion 
and recoil starters. 


It will pay you to investigate the COOPER 
LINE and learn how you can make your 
power mower business show a healthy 
profit at the end of the selling season. 
Write TODAY for full information and 


informative literature. 


Guilt for thore whe Want the Beat 
COOPER MANUFACTURING CO. 


409-411 S. FIRST AVE.. MARSHALLTOWN, IOWA 
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CLIMB To 

HIGHER PRoFiTS 

WilH ALUMINUM 
ARDWARE 


WI 
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Boost your sales witn the support of 
network TV .. . heaviest-in-history na- 
tional magazine advertising . . . an un- 
surpassed assortment of direct selling 
tools, merchandising and promotion... 
all focused on the symbol of things new 
and good: the famous red, blue and 
white ALCOA LABEL! Start now by 
reading about all the things Alcoa has 
in store to help you sell .. . and then 
send for your personal copy of the Alcoa 
1960 Market-Maker Planning Guide. 


SELL WITH NETWORK TV—Take a 
look at the network television programs 
Alcoa has scheduled to push aluminum 
hardware sales soaring: On Alcoa Thea- 
tre, every other week, millions of viewers 
will see and hear aluminum commercials 
.. . be entertained and sold at the same 
time. On Alcoa Presents, each week, 
more millions of TV fans will be exposed 
to and influenced by other hard-hitting, 
selling commercials. Each of these popu- 
lar programs has gained the attention 
and respect of customers all over Amer- 
ica, customers who will come into your 
store to buy the Alcoa- 
labeled products they 
see on TV. Be sure 
you're ready for them 
by scheduling your 
promotion, installing 
in-store displays, 





window banners and counter cards. 


SELL WITH NATIONAL MAGA- 
ZINE ADVERTISING—Take a look 
at the leading consumer magazines sched- 
uled to tell and sell your customers the 
extra values found in every Alcoa® Alu- 
minum hardware product. LIVING FOR 
YOUNG HOMEMAKERS—the maga- 
zine that reaches “‘time-of-purchase”’ 
customers at the very 
time when they plan 
and do most of their 
buying. SUBURBIA 
TODA Y—popular 
weekly newspaper 
magazine supplement 
that reaches custom- 
ers in 185 suburban Cummunities in over 
40 major market areas. Your customers 
will see attractive, full-color, two-page 
spreads. Reprints of these ads, for your 
use, are included in your Planning Guide. 


SELL WITH THE FAMOUS ALCOA 
LABEL—Remember the label your cus- 
tomers know and respect as a symbol of 
quality hardware products: the famous 
Alcoa label! This bright red, blue and 
white label is their guide to all that’s 
good in aluminum. Be sure every alu- 
minum hardware product you stock car- 
ries this label . . . and if it doesn’t, ask 
your supplier ““why not?” 


START NOW ... let your Alcoa 1960 
Market-Maker Planning Guide help 
you MAKE BIGGER PROFITS FROM 
ALUMINUM HARDWARE—Climb 
to new profit heights! Here’s a promo- 
tion guide—completely filled with retail- 
proven sales and promotional tools: pro- 
motion suggestions . . . publicity ideas 
... Selling features of the products them- 
selves that will really help your sales 
force go! Here’s a package that will help 
you earn bigger profits from aluminum 
hardware than ever before! 


Order your FREE copy of the Alcoa 
1960 Market-Maker Planning Guide to- 
day . . . and be ready to use the wealth 
of exciting material it contains—a new 
approach to hardware retailing. And 
remember: the Market-Maker promo- 
tion is backed by one of the most famous 

symbols in America 
—the Alcoa label, 
consumers’ guide to 
the best in aluminum 
hardware. Order your 
Planning Guide right 
now with the handy 
coupo™ below. 


MARKET-MAKER PROMOTIONS ! 


Aluminum Company of America 


1605-A Alcoa Building, Pittsburgh 19, Pa. 


WE CHOSE 


Ltcoa © 
LUMINUM © 


MILL PRODUCTS 


Eeey worhi79 ies 
hard westg §= WG, 
ALUMINUM 


Aer (wae 


Please send me a copy of the brand-new, exciting Alcoa 1960 
Market-Maker Planning Guide . . . so 1 can use it to help sell 
aluminum hardware in my store. 





Store Name_ 


Your Guide to the Best Address 


in Aluminum Value , 
° 


Ordered by 


——————--~--—----} 


Lo 
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Why more customers 


reach for this 


[=¥4V NENG = = 
[OF KIN 


You've only to study one closely to see why. The way 
the graduations stand out. The solid feel of it in your 
hand. The rich, sturdy vinyl cover. No wonder dealers 
say it’s tough to keep ’em in stock. 


Be sure you have enough backup 
stock—and make it a Banner year! 


They! be 
looking for it 
on your 
TURNOVER 
Ne al 
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Service key to sales 
in big ticket items 
(Continued from page 87) 


inger. He believes that an impor- 
tant reason for this is the com- 
pany’s reputation for quick and 
reliable repair service, on the units 
it sells and on units bought else- 
where. 

The company employs no out- 
side salesmen. Mr. Spalinger fol- 
lows up personally all leads he ob- 
tains on major appliance pros- 
pects. He uses the telephone fre- 
quently. When the occasion sug- 
gests it, he does not hesitate to go 
to a prospect’s home and talk ap- 
pliances. 


Those add-on sales 


“But even with fairly consistent 
advertising and personal sales ef- 
tort, the biggest factor in the sale 
of appliances is our service depart- 
ment,’”’ Mr. Spalinger says. 

On several occasions, customers 
have come to the store and bought 
major appliances for the first time. 
They decided to buy their next ap- 
pliances here because the company 
had done such a satisfactory job of 
taking care of their other appli- 
ances for them when service was 
needed in a hurry. 

Three men work full-time in the 
department servicing appliances, 
pumps, motors, and mowers. They 
also repair and refinish used ap- 
pliances taken in as part payment 
on new units. 


You see them first 


Appliances occupy the most 
prominent spot in the store, an 
area just inside the main entrance. 
This permanent display, plus 
newspaper advertising, keeps the 
public reminded that the company 
stocks appliances. 

Anyone who has occasion to util- 
ize the service department is fur- 
ther reminded of the company’s 
appliance department. 

Spalinger Hardware sells all ma- 
jor appliances on time payments, 
extending payments for as long as 
24 months if necessary. As a rule, 
an effort is made to keep most 
deals within an 18-month limit. 
Most appliance credit paper is sold 
to local banks, with recourse. 

@® End 





MOLDED HUMIDIFIER PAN DEFIES CORROSION 


TOUGH! Resists chipping, cracking and small pin holes EXCLUSIVE LIFETIME FEATURE OF 


which act to corrosion. ¥" thick—won’t distort from heat. GC F Ni E R A | ee 8 O O 59 
HUMIDIFIERS 





. i 
) SPECIAL 
’ : PHENOLIC 
: AO \ ) COMPOUND 
| J 
_ <i 


Developed for parts continually 
exposed to heat and water, 
this specially formulated phe- 
nolic compound is tougher than 
steel, needs no porcelain 


enamel coating—can’t chip! 
ABSOLUTELY "CORROSION-PROOF! 


a Withstands strong acids and alkalies. 

No doubt about it . . . here is the first LIFETIME humidifier or corrode as conventional metal pans often do. Stronger, 
pan. Molded from a tough, heat-and-water-resistant com- more rigid and easier to clean, this new pan is adding 
pound, the new General pan absolutely will not rust, pit exclusive new trouble-free features to the General “800”. 


Ol See 0 EGE RL a SPE 7 
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Silicone Treated Scorch Resistant 


IRONING BOARD COVER 


with every purchase of 


AIR LIET FATIGUE MAT 


© Fibre Face 
‘ein with bio Air 1 | 
© Sle tena Tie-in with big Air Lift Bonus Offer 


_¢hi Act Now...ask your local jobber or write us for full details 
Non-Skid Safety of promotion and samples of “SELL ON SIGHT” AIR LIFT 
FOAM RUBBER FIBRE FACE FATIGUE MATS offered in a 
variety of decorative designs . . . multi-colors, Available in 

4 sizes, 101 uses assure “year round sales” 


WRITE US FOR SAMPLES AND COLOR CHART, 








WANTED: 
Representatives 
for protected 


territories o2aticonm TRENTON DIVISION 


J EAST STATE STREET, TRENTOR 


EXCLUSIVE PRODUCT OF 





y » 


1 1 NEW JERSEY 
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Convention Calendar 





convention 


shows 


conferences 





Convention Check List 





January 


17-19 Illinois Retail Hardware Assn.., 
Springfield 

17-19 Texas Hardware & Implement 
Assn., Dallas 

17-20 Weed & Co., Blue Chip Dealer 
Merchandise Show, Buffalo, N.Y. 

18-20 Western Retail Implement & 
Hardware Assn., Kansas City 


Mo. 

18-21 Worth Hardware Co, New 
York, Four Spring Garden 
Clinics to be held: Jan. 18, 
mw. ¥.3 09, NM, 24 20, NL dis 2h 
N. Y. 

Supplee-Biddle-Steltz Co., Lawn, 
Garden and Outdoor Living 
Show, Philadelphia 

Conron, Inc., Danville, Ill. & 
Davenport, lowa, combined 
dealer show 

Oklahoma Hardware Co., Spring 
Market, Oklahoma City, Okla. 
Albany Hardware & Iron Co.., 
Dealer Show, Albany, N. Y. 
Buh! Sons Co., Detroit, Spring 
Dealer Show 

Hibbard, Spencer, Bartlett & 
Co., Merchandise Show & Con- 
vention, Evanston, Ill. 
Intermountain Assn., of Hard- 
ware & Implement Dealers, Salt 
Lake City 

North Coast Retail Hardware 
Assn., Portland, Ore. 

Geo. C. Wetherbee & Co. 
Detroit, Michigan Spring Dealer 
Show and Garden Supply Ex- 
hibit 

24 to Moore-Handley Hardware Co.., 

Feb.6 Merchandise Mart, Birming- 
ham, Ala. 

25-26 American Hardware Supply Co. 
Annual Merchandise Fair & 
Stockholders Meeting,  Pitts- 
burgh, Pa. 

25-27 United Hardware Distributing 
Co., Annual Convention & 
Spring Merchandise Show, Min- 
neapolis, Minn. 

Indiana Retail Hardware Assn., 
Indianapolis 


Co. Spring & Summer Merchan- 
dise Show, Indianapolis 
Missouri Retail Hardware Assn.., 
St. Louis 

Mountain States Hardware & 
Implement Assn., Denver 





Van Camp Hardware & Iron 





For complete details about the conventions listed by dates below use 
the alphabetical listing following this quick check list. 


27-28 George Krause Hardware Co.., 
Annual Dealer Show, Lebanon, 
Pa. 

30 to Louisiana-Mississippi Retail 

Feb. 2 Hardware Assn., Baton Rouge. 


La. 
31 to Frankfurth Hardware Co., Mer- 
Feb. | chandise Clinic & Show, Mil- 
waukee 
31 to Wisco Hardware Co., Annual 
Feb. 2 Merchandising Schoo! & Sales 
Show in cooperation with Uni- 
versity of Wisconsin School of 
Commerce 


February 


1-2 Wisconsin Retail Hardware 
Assn., Milwaukee 
1-3 Janney, Semple, Hill & Co.., 
Minn.; Feb. 8, Ore.:; Feb. 10 
Colo.; Feb. 12, Mo.: and Feb. 
15, ll. 
Warren M. Koons, Inc., Phila- 
delphia, Dealer Show & Clinic 
King of Prussia, Pa. 
lowa Retail Hardware Aissn.. 
Des Moines 
Home Improvement Products 
Show, Chicago 
Tennessee Retail Hardware 
Assn., Nashville 
Oklahoma Hardware & Imple- 
ment Assn., Oklahoma City 
Our Own Hardware Co., Con- 
vention & Merchandise Show. 
Minneapolis 
7-9 Virginia Retail Hardware Assn. 
Virginia Beach 
7-10 Coast to Coast Stores Centra! 
Organization, Inc., Minneapolis 
Minn. 
7-10 Ohio Hardware Assn. leve- 
land 
10 Connecticut Hardwore Assn. 
Bridgeport 
9-11 C. Y. Schelly & Bro., Inc., An- 
nual Spring Preview & Mer- 
chandise Show, Allentown, Pa. 
14 E. Rabinowe & Co., Open 
House & Merchandise Exhibit 
Yonkers. N. Y.; also on Feb. 28 
at Middletown, Conn. 
Arkansas Retail Hardware 
Assn., Little Rock 
California Retail Hardware 
Assn., Western States WHard- 
ware-Housewares Show, San 
Francisco 
14-16 Kentucky Retail Hardware Assn.., 


Louisville 


14-16 Nebraska Retail Hardware 
Assn., Lincoln 

14-16 Tri-State Hardware & Imple- 
ment Assn., Amarillo, Tex. 

14-17 Coast to Coast Stores Central 
Organization, Inc., Portland, 

re. 

15-17 Pennsylvania & Atlantic Sea- 
board Hardware Assn., Harris- 
burg, Pa. 

16-18 Michigan Retail Hardware 
Assn., Grand Rapids 

20-22 New England Hardware Deal- 
ers’ Assn., Boston 

21 Wm. L. Blumberg Co., Inc. 
Brooklyn, N. Y. Open House & 
Garden Show 

21-23 Alabama Retail Hardware 
Assn., Birmingham 

21-23 Northern Wholesale Hardware 
Co., Portland, Ore. Annual! 
Convention & Merchandise 
Show 

21-23 Pacific Northwest Hardware & 
Implement Assn., Portland, Ore. 

21-23 West Coast Hardware & House- 
wares Show, Los Angeles 

21-23 West Virginia Hardware Assn.., 
Parkersburg 

23-25 Hardware Assn., of the Caro 
linas Hardware & Housewares 
Show, Charlotte, N. C. 

29 to New York State Retail Hard- 

Mar. 2 ware Assn., Syracuse 


March 
6 S. Federbush Co., Spring Dealer 
Show, Lodi, N. J. 
7-16 American Toy Fair, New York 
20-22 Piedmont Hardware Co., Dan- 
ville, Va. General Merchandise 
Show 
22-24 South Dakota Retail Hardware 
Assn., Huron 
April 
3 Worth Hardware Co., New 
York, dealer show 
4-9 National Builders’ Hardware 
Assn. Management Conference 
Princeton, N. J. 
10-13 Southern Hardware Convention, 
New Orleans 
May 
15-17 Pacific Coast Conference of 
National Builders’ Hardware 
Association and the American 
Society of Agricultural Con- 
sultants, Portland, Oreaon 
Triple Industrial Supply Con- 
vention, Chicago 








National Events Feb. 5-7, Navy Pier, Chicago. Man- Machinery Mfrs. Assn., W. B. 
agement office: 331 Madison Ave., Thomas, Hunter-Thomas  Associ- 

American Toy Fair, March 7-16, Ho- New York 17, N. Y. ates, 2130 Keith Bldg., Cleveland 
tel exhibits at New Yorker and 15, business manager; National In- 
Sheraton-Atlantic, New York. Industrial Supply Convention, May 23- dustrial Distributors’ Assn., 1900 
25, Conrad Hilton Hotel, Chicago. Arch St., Philadelphia 3, Robert 

Home Improvement Products Show, Sponsored by American Supply & (Continued on page 144) 
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HARDWARE AGE 


BUILDERS 
HARDWARE 
HANDBOOK 


By Adon H. Brownell, A.H.C. 


NUUHUAUTH JEUMUATH .SaaU iliia 


Practical, down-to-earth information for hardware men, 
contractors, architects, students, teachers. 


All the basic facts about Builders’ Hardware presented in 


simple, easy to understand language. 234 pages, 


385 illustrations, 
Detailed descriptions of functions, applications, specifica- size 8!/" x 11" clothbound 
tions and estimating. Price only $8.00 


This all-inclusive volume covers base RECOMMENDED BY NATIONAL BUILDERS’ HARDWARE ASSOCIATION 
metals, finishes, hinge requirements, AMERICAN SOCIETY OF ARCHITECTURAL HARDWARE CONSULTANTS 
lock functions, exit devices, door closing 

devices, lock security and keying, hard- —for experienced hardware men or students 

ware installation, special type hard- 
ware for specific ain ff die, —how to set up a builders’ hardware department—and 
and safety precautions. Operating make it pay 

costs, financing, marking goods, other 
information necessary for efficient 
var .0 gs — apevely = —how to cash in on replacement and follow up items 
cluded. —how to bring prospects into your store 


—how to read blueprints and specify jobs 


HARDWARE AGE, DEPT. A2 
56th & Chestnut Sts. 
Philadelphia 39, Pa. 


WRITTEN BY AN EXPERT Please send me copies of HARDWARE AGE BUILDERS’ HARDWARE 
: HANDBOOK by Adon H. Brownell, A.H.C. | will send payment upon receipt of 
WITH 45 YEARS’ EXPERIENCE the invoice in the amount of $8.00 per copy, plus 45 cents handling and 


IN BUYING. SELLING postage. 
AND MANUFACTURING 
BUILDERS’ HARDWARE 


‘2 Check here if sending payment with order, saving you the 45 cents handling 
and postage charge. 


SSS SSSSSSSSSSSSSSSSSSSSSSSSGGGe2SSeSeeSeGenqnnannannenaaaunaaanal 
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NEW 
Primrose 


Newest pattern in heat-resistant dinnerware ! 


Exciting new shopper-stopper... graceful style, 
delicate colors and design of this beautiful dinner- 
ware add up to tremendous eye-appeal. Seldom 
are you able to offer so much value for such a 
customer-pleasing price. 


Picture-pretty, party-perfect, equally at home 
with traditional or contemporary settings. Practi- 





cal, too! Hottest foods or dishwasher temperatures 
won’t harm it. Detergents won’t dull its lustre. 


Build your brightest displays now with high 
mark-up Primrose Dinnerware for high volume 
sales, fast turnover, big profits. Call your whole- 
sale distributor today or write direct. Anchor 
Hocking Glass Corporation, Lancaster, Ohio. 





Everyday dinnerware with a party look 


New Primrose Dinnerware is available in the following open stock and sets: 


Doz. Lbs. Doz. 
item Ctn. Ctn. No. Size item Ctn. 


97 W183 /62 5 oz. Fruit Juice 3 12 
97 W181/62 11 oz. Tumbler 3 19 


Oo” 


Cup 

Saucer 

Salad Plate 
Dinner Plate 
Platter 
Vegetable Bowl 


23 SETS 
% W4600 ‘19 — 16 Pc. Set — 4 each — cups, saucers, desserts, 
20 dinner plates 


W4600 ‘20 — 19 Pc. Set —4 each — cups, saucers, desserts, 
14 dinner plates, 1 creamer, 1 sugar and cover 


21 W4600 ‘21 — 35 Pc. Set —6 each — cups, saucers, desserts, 
salad plates, dinner plates; 1 each vegetable bowl, platter, 
26 creamer, sugar and cover 


16 W4600 /22 — 53 Pc. Set — 8 each — cups, saucers, desserts, 
salad plates, soups, dinner plates; 1 each vegetable bowl, 
12 platter, creamer, sugar and cover 


ANCHORGLASS .». Makes you money... makes you friends 


Dessert 
Soup Plate 
Sugar & Cover 


6 
3 
3 
l 
l 
6 
3 
2 
2 


Creamer 





W4679 62 Cup 


> 
° : ' f . - ‘ 4“ : 
W4629 /62 Saucer . W4638 62 Salad Plate . W4641 62 Dinner Plate 
- 





W4647 /62 Platter : W4678 62 Vegetable Bow! 





\AJAC CO i y —- i as 7 5 — 
W4653 ‘62 Sugar and Cover W181 62 Tumbler 


> 
W4667/62 Soup Plate 7 W4654 62 Creamer : W183 62 Fruit J 
. 
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C. Fernley, executive secretary; 
Southern Industrial Distributors’ 


. . Assn., 712 Volunteer Bldg., Atlanta, 
with TAYLOR’S packaging! | i." 
p) ue 9 a National Builders Hardware Assn. 

J Management Conference, April 4-9, 


Princeton, N. J. William F. Has- 
well, 515 Madison Ave., N. Y. 


Regional Events 


Albany Hardware & Iron Co., Dealer 
Show, Jan. 24-26, at company ware- 
house, Broadway at Arch St., Al- 
bany 1, N. Y. 


American Hardware Supply Co., An- 
nual Merchandise Fair & Stock- 
holders meeting, Jan. 25-26 at com- 

Taylor Chain’s pany offices, 41 Terminal Way, 

smart, up-to-the- Pittsburgh. 
minute packaging 
provides built-in display Wm. L. Blumberg Co., Inc., Open 
value...quick product House & Garden Show, Feb. 21 at 
identification . . . fast, company offices, 1133 Manhattan 


self-service sales. Your Ave., Brooklyn, N. Y. 
customers always get the 


correct merchandise. You wind Buhl Sons Co., Spring Dealer Show, 
up with less waste ... simplified 


inventory easier reordering Jan. 24-26 at a display ries 
priser stronger chain profits. foot of Adair St., Detroit, Mich. 
= tthe ftp Bh pi sone x Coast to Coast Stores Central Organi- 
zation, Inc., Feb. 7-10 meeting at 
Pick-Nicollet Hotel, Minneapolis; 
Feb. 14-17 at Multnomah Hotel, 
Portland, Ore. 


Conron, Inc., Combined dealer show, 
Jan. 24, at Masonic Temple at 
Davenport, Iowa, combined show 
for dealers from Indiana, Illinois 
and lowa. 


S. Federbush Co., Paterson, N. J., 
March 6, Spring Dealer Show at 
Lodi Armory, Lodi, N. J. 


Frankfurth Hardware Co., Milwaukee, 
Wis., Merchandise Clinic & Show, 


Poly bags display TM Dog Runner TM Tow Chains and Log Chains a 31-Feb. 1, at Milwaukee Audi- 
Chains and Halter & Dog Chains. sell faster in polyethylene bags. orium. 





Hardware Assn. of the Carolinas 
Hardware & Housewares Show & 
Convention, Feb. 23-25. Hotel head- 

' quarters at Charlotte Hotel, ses- 

mn a sions and exhibit at Radio Center 

i YG Auditorium, Charlotte. Martin F. 

Kaelke, Box 6215, Charlotte 7, N. C. 


“—_ 


PROOF COlL CHAM | G@ 


Be} sy! | Hibbard, Spencer, Bartlett & Co., 7th 
Sicsies TU didin: Cis gaat te ae | Annual Merchandise Show and Con- 
smart, easy-to-read TM cartons. vention, Jan. 24-26, at company 
warehouse, 2300 Brummel Place, 
TM Proof Coil and BBB Chain— Evanston, Ill. 
3/16”, 1/4”, 5/16”, 3/8’—packed in . A Herd 
handy metal Tay-Pails. Reusable. ntermountain Assn. of Hardware & 
aylor Implement Dealers Convention, Jan. 
24-26. Hotel headquarters and ses- 
; sions at Hotel Utah Motor Lodge, 
ade See your jobber or write— Salt Lake City. Leon L. Weeks, 308 
Bank of Idaho Bldg., Boise, Idaho. 


CHAIN SINCE S.G. TAYLOR CHAIN CO., INC. ; 
1873 Hammond, Indiana Janney, Semple, Hill & Co., 7 Spring 
Want more facts? Circle 188, p. 107 
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Merchandising Meetings: Feb. 1-3, 
Minn.; Feb. 8, Ore.; Feb. 10, Colo.; 
Feb. 12, Mo.; and Feb. 15, III. 


the 
world’s finest 


WOVEN WIRE PRODUCTS\ 


are identified 
by this seal... 


To thousands of retailers — and wholesalers, 

too — the WRIGHT Diamond Trade Mark is the 
acknowledged symbol for the very finest in woven 

wire products. They know, from long experience, 

that wire products bearing this identifying 

mark are easy to sell to their most quality- 

conscious customers . . . are profitable 

because they are competitively priced... 

give long-lasting consumer satisfaction. 


WRIGH 


WRIGHTLINE reverse rwist NETTING 


Easily identified by the famous ROOSTER trade 
mark, Wrightline Reverse Twist Netting with rein- 
forcing line wires (see insert, left) unrolls perfectly 
straight and flat—and stays that way! It’s easier 
to use —has no sags or bulges. Furnished galvanized 
either before or after weaving. 


George Krause Hardware Co., Jan. 
27-28, Dealer Show at company 
offices. 37-39 S. 8th St., Lebanon, 
Pa. 


Warren M. Koons, Inc., Philadelphia, 
Dealer Show & Clinic. Feb. 2, at 
George Washington Motor Lodge, 
King of Prussia, Pa. 


Moore-Handley Hardware Co., Bir- 
mingham, Ala., Merchandise Mart. 
Jan. 24-Feb. 6 at company show- 
room, 27 S. 20th St., Birmingham. 


Mountain States Hardware & Imple- 
ment Assn. Convention, Jan. 26-28. 
Hotel headquarters and sessions at 
Cosmopolitan Hotel, Denver. Francis 
W. Reich, Box 73, Boulder, Colo. 


New England Hardware Dealers’ 
Assn. Convention, Feb. 20-22. Hotel 
headquarters and sessions at Stat- 
ler-Hilton Hotel, exhibit at First 
Corps of Cadets Armory, Boston. 
Chester C. Putney, 665 Boylston 
St., Boston 16. 


North Coast Retail Hardware Assn. 
Convention, Jan. 24-26. Hotel head- 
quarters at Heathman Hotel, ses- 
sions and exhibit at Portland Ma- 
sonic Temple, Portland, Ore. Mar- 
tin W. Danko, Route 12, Fife Sa., 
Tacoma, Wash. 








Northern Wholesale Hardware Co., 
Annual Convention & Merchandise HEAVY WETTING 
Show, Feb. 21-23 at company of- 
fices, 805 N.W. Glisan St., Port- 


ig, WE ALSO AVAILABLE 
land, Ore. Ns te es a - -% 7 
Oklahoma Hardware Co., Oklahoma i : 


we" “| Sea 
City, Spring Market at Huckins eens : 
Hotel, Jan. 24-25, Oklahoma City, . : Se IS tania Vee: 
Okla. aes pate rz . 4 , 


Our Own Hardware Co., Annual 
| 
i" wrain Th 
«go 


Stockholders’ Meeting and Mer- 
chandise Show, Feb. 7-9, at general 
offices, 618 N. Third St., Minne- 
apolis. i waren 
Pacific Coast Conference of National % ee 
Builders’ Hardware Association aa WIEIR GENS 
and the American Society of Ar- Laniree” 
chitectural Consultants, May 15-17, ¢ a ge 


‘- a 
Sheraton Hotel, Portland, Ore. — oes ad , | 
iy Cory 


Galvanized 
FLOWER 
FENCE 


Weldedge 
HARDWARE 




















Pacific Northwest Hardware & Im- 
plement Assn. Convention, Feb. 21- 
23. Hotel headquarters and ses- 
sions at Benson Hotel, Portland, 


Frank D. Chown, 333 N. W. 16th 
Modern WRIGHT Flower 


Ave., Portland. 
Wright Weldedge Hard- 
Fence, with wide “‘see ware Cloth is precision 
through” openings, easily woven by a new process, & 








Ore. J. Malcolm Smith, 303 Empire 
State Bldg., Spokane, Wash. 


adjusts to up-and-down hill garden shapes. 
Can be used, also, for shrub supports, arbors, 
and trellises —easy to install and ‘ remove. 
Comes with eye-appealing “self seller” labels 


with flat wire selvages tightly welded to each 
filler wire, giving added strength, rigidity and 
uniformity of mesh. It is made in a full range 


of sizes, heavily galvanized after weaving. 
Conventional loop selvage is also available in 
all sizes. 


Pennsylvania & Atlantic Seaboard 
Hardware Assn. Convention, Feb. 
15-17. Hotel headquarters at Penn 
Harris Hotel, sessions and exhibit 
at State Farm Show Blidg., Harris- 
burg. J. Wayne Tisdale, 123 S. 
Third St., Harrisburg, Pa. 


in 50’ rolls, 19 high with 4” built-in stakes. 
Welded construction. 





G. F. WRIGHT STEEL & WIRE CO. 


WORCESTER 3, MASSACHUSETTS 


Your most dependable source of supply for 





Piedmont Hardware Co., General Mer- 
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DO-IT-YOURSELF 
CASTER DISPLAY 





fits ccsily into cult 12 inches! 


Attracts impulse buyers by giving them 
ideas they can carry out themselves. 
Casters make dozens of things around 
the house easier to use. From toy boxes 
to laundry hampers—Bassick Casters 
make work lighter, easier. 

You can set up this simple peg board 
display from your own stock in a few 
minutes. Profit from the power of 
casters to attract the eye and arouse 
interest ... particularly with do-it- 
yourselfers ! 

THE BASSICK COMPANY, Bridgeport 
5, Conn. In Canada; Belleville, Ont. 


Il] Bassick 


STEWART-WARNER CORPOR 
Want more facts? Circle 190, p. 107 
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chandise Show, March 20-22 at com- 
pany display room, 554 Craghead 
St., Danville, Va. 


E. Rabinowe & Co., Inc., Two Open 
House & Merchandise Exhibits. 
Feb. 14 at Yonkers, N. Y., ware- 
house; Feb. 28 at Middletown, 
Conn., warehouse. 


C. Y. Schelly & Bro., Inc., 448 N. 16th 
St., Allentown, Pa., 7th Annual 
Spring Preview and Merchandise 
Show, Feb. 9-11, at Agricultural 
Exhibition Hall, Fair Grounds, Al- 
lentown, Pa. 


Southern Hardware Convention of the 
Southern Wholesale Hardware 
Assn. & the American Hardware 
Mfrs. Assn., April 10-13, at Hotel 
Roosevelt, New Orleans. SWHA 
managing director, Ralph E. Kirby, 
806 Peachtree St. N.E., Atlanta, 
Ga.; AHMA secretary, Arthur L. 
Faubel, 342 Madison Ave., New 
York 17. 


Supplee-Biddle-Steltz Co., Lawn, Gar- 
den and Outdoor Living Show, 
Jan. 20-21, at company Merchan- 
dise Mart, 5th and Bristol Sts., 
Philadelphia. 


Tri-State Hardware & Implement 
Assn. Convention, Feb. 14-16. Hotel 
headquarters, sessions and exhibit 
at Hotel Herring, Amarillo, Tex. 
R. B. Allen, 1409 Fourth Ave., Can- 
yon, Tex. 


United Hardware Distributing Co., 
Annual Convention & Spring Mer- 
chandise Show, Jan. 25-27, at Min- 
neapolis Auditorium, N. W. Diehl, 
General Manager. 


Van Camp Hardware & Iron Co., 401 
W. Maryland St., P. O. Box 1094, 
Indianapolis, Spring & Summer 
Merchandise Show, Jan. 26-27, at 
Indiana Theatre Exhibit Hall, In- 
dianapolis. 


Weed & Co., Blue Chip Dealer Mer- 
chandise Show, Jan. 17-20, at Stat- 
ler-Hilton Hotel, Buffalo. 


West Coast Hardware & Housewares 
Show of the Pacific Southwest 
Hardware Assn., Feb. 21-23, at 
Great Western Exhibit Center, Los 
Angeles. Otto H. Grigg, 1519 S. 
Garfield, Los Angeles 22, managing 
director. 


Western Retail Implement & Hard- 
ware Assn. Convention, Jan. 18-20. 
Hotel headquarters at Hotel Presi- 
dent, sessions and exhibit at Mu- 
nicipal Auditorium, Kansas City, 
Mo. J. Keith Melvin, 638 W. 39th 
St., Kansas City 11, Mo. 


Geo. C. Wetherbee & Co., Detroit, 





extraordinary 


FOR THE SKIPPER 
WHOSE GUESTS 
CAN’T TELL 
WIND’ARD FROM 
LEE’ARD 


CCUITLE-BUTT 


CIGARETTE 

RECEPTACLE 
Party-sized, Scuttle-Butts grip ciga- 
rettes securely out of the wind... 
end ashes in the eyes and butts in the 
bilge. Just toss out the containers 
when full—or decorate with club 
colors and use again and again. 


Mix-and-match black 
and  - ry ‘ $795 
yar | oxe 
2 for $3.75. EACH 


HANDY ASHORE TOO 


Big capacity Scuttle-Butts are favorites 
for recreation room, porch, patio, 
pool and yard. 


snap-on 
fit for 
standard 
sizes of 
cans 


Designed to snap snugly onto almost 
any round can . . . from coffee to 
frozen juice. 


NEST TO STOW IN 
MINIMUM SPACE 
Stack and stow in small + 
space when not in use. 
convert to king-size trays 
in seconds. 


enti) eltl MoD 


DEALERS— 


DISTRIBUTORS 
nationally advertised— 
attractive profit plan— 
write for full details! 
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Mich., Spring Dealer Show. Jan. 
24-26 at Light Guard Armory, De- 
troit. 


Wisco Hardware Co., Annual Mer- 
chandise School and Sales Show in 
cooperation with the University of 
Wisconsin School of Commerce. 
Jan. 31-Feb. 2. UHeadquarters at 
company offices and _ university 
campus. 





Worth Hardware Co., New York, Four 
Spring Clinics to be held at various 
locations: Jan. 18 in N. Y.; 19 in 
N. J.; 20 in N. J.; and 21 in N. Y. 








Worth Hardware Co., Inc., Dealer 
Show. April 3 at New York Trade 
Show Bldg. 





State Events 


Alabama Retail Hardware Assn. Con- 
vention, Feb. 21-23. Hotel head- 
quarters at Tutwiler Hotel, ses- 
sions and exhibit at Municipal Au- 
torium, Birmingham. A. B. Hill, 
2201 Highland Ave. South, Bir- 
mingham 5. 


Arkansas Retail Hardware Assn. Con- PAY TH ROUGH THE HOSE 


vention, Feb. 14-15. Hotel head- 


quarters at Hotel Marion, sessions for High-cost, Locally-built 


and exhibit at Robinson Audito- 


rium, Little Rock. Tom R. Pinck- | Display Fixtures? 


ney, 1014% Main, Little Rock. 


California Retail Hardware Assn., Store modernization is lower in cost 
Western States Hardware-House- with Display Fixtures Styled by HELLER! 


wares Show, Feb. 14-16. Hotel 

headquarters and sessions at Hotel : 

Whitcomb, exhibit at Brooks Ex- Quantity purchase of materials and high-volume production by 

hibit Hall & Civic Center, San HELLER assure you substantial savings over units built by local car- 

Francisco. Krueger B. Jacobsen, penters or cabinet shops as well as other factory-fabricated fixtures. 

122 Ninth St., San Francisco 3. And HELLER meets your space needs right down to the last quarter- 

inch! Flexible-View Fixtures are completely finished and supplied with 

oe sng — Conven- necessary hardware. 
tion, Feb. 10. otel headquarters : : 
and sessions, Stratfield Sotel (Rose Smart, Flexible-View HELLER units outpull, outsell ordinary, locally- 
Room), Bridgeport. built displays by as much as 36% on a storewide average . . . as high 
as 42% in many departments. 

Illinois — Hardware ey > Take advantage of HELLER’S merchandising and installation service. 
vention, Jan. 17-19. Hotel head- ; ay : ; | 
quarters and eesslens at Leland Our factory-trained store engineers Can assist you in planning your 
Hotel, Springfield. William F. fixtures to deliver highest store profits from every bit of your display 
Ewart, 1451 Merchandise Mart space. Why not check with us today? 

Plaza, Chicago 54. 


bee | eG USE THIS COUPON TODAY 

Indiana Retail Hardware Assn. Con- ee On a ee 
vention, Jan. 26-27. Hotel head- 
quarters and sessions at Sheraton- 
Lincoln Hotel, exhibit at Indiana 
Theatre Ballroom, Indianapolis. 
W. J. Sheely, 4120 N. Keystone, 
Indianapolis. NAME 


W. C. HELLER & COMPANY © MONTPELIER, OHIO 
Gentlemen: 


| am interested in low-cost modernization with Flexible-View Display Fixtures by HELLER. 
Please send complete details. 





Iowa Retail Hardware Assn. Conven- STORE NAME 
tion, Feb. 2-5. Hotel headquarters 
at Savery Hotel, sessions and ex- ADDRESS 
hibit at Veterans Memorial Audi- 
torium, Des Moines. Philip R. CITY 
Jacobson, 520 W. 35th St., Des 
Moines 12. 











Kentucky Retail Hardware Assn. 
Convention, Feb. 14-16. Hotel head- 
quarters, sessions and exhibit at MONTPELIER, OHIO WwCH3 

Want more facts? Circle 192, p. 107 
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a 9eary 


_ MODEL 536 
614” SAW 


SPECIAL “GOLD KEY” 
BOOKLET IN 

APRIL 30 POST 
WILL ANNOUNCE 
THESE NEW 

1960 PRICES 

TOO! 


SELL 
Model 913 — 
‘Only 39" 


Formerly *44°° 


‘KUL 


Model 514 Jig Saw 


Only *39% 


Formerly *47°° 








SKIL 


HARDWARE WEEK 


GOLD KEY SPECIAL 





world’s fastest selling saw 





NOW ONLY °44°: 


99 





regularly 


to create even greater turnover 


To make this year’s Hardware Week your most 
profitable ever, the Skil Gold Key Special will be 
the famous 6%” Skilsaw Model 536 at a sales- 
making price of $44.95. Just think of it! Now you 
can feature the world’s fastest-selling saw for this 
new, low price and still make your full profit mar- 
gin! So take full advantage of this offer by order- 
ing an adequate supply now. 

And, to make the world’s most wanted saw even 


more of a sales leader for you, this 6%” Skilsaw 
Model will be featured in the biggest consumer 
hardware promotion of the year. This smashing 
program will be kicked off by a spectacular 2-page, 
full-color ad in the April 30 Saturday Evening Post. 

Start your 1960 power tool sales off with a big 
success. Get on the phone, now! Call your whole- 
saler and place your order for this sensational 
Hardware Week Special. Offer expires April 30, 1960. 


30 


NE 





Skil Corporation, 5033 N. Elston Avenue, Chicago 30, Illinois 
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Kentucky Hotel, Louisville. Ed- 
ward Keiley, 501 Republic Bldg., 
Louisville 2. 


Louisiana-Mississippi Retail Hard- 
ware Assn. Convention, Jan. 30- 
Feb. 2. Hotel headquarters, ses- 
sions, and exhibit at Capitol House, 


= Ht . 
TAP-A-LINE—The Handiest |) Baton Rouge, La. David O. Mans 
Thi 51 EI t a a eet field, Box 1696, Jackson, Miss. 
ing since Electricit | 
g Y slats AP Michigan Retail Hardware Assn. Con- 
Mount TAP-A-LINE back of work benches, along production or [# U.S. Patent vention, Feb. 16-18. Hotel head- 
assembly lines, in experimental labs, on test tables, in display []}} 2680233 quarters and sessions at Hotel 
— — wherever utility or convenience demands multiple taps | | Pat. Canada Pantlind, exhibit at Civic Audito- 
<n Hi _ rium, Grand Rapids. Harold W. 
ne is — — plastic aeagpenee with concealed conduc- | {igi Schumacher, 1916 Michigan Na- 
ors — engineered to grip plugs securely — insures positive []}} i 8. 
electrical contacts — is easy to install anywhere in any posi- LENGTH ae a ee 
tion, or can be used unmounted. | - ‘ . 
Oe 6 INCHES Missouri Retail Hardware Assn. Con- 
Sold only through Hardware Wholesalers. Some Wholesaler , vention, Jan. 26-28. Hotel head- 
territories still open. Write us today for details. quarters, sessions, and exhibits at 
Chase Hotel, St. Louis. Art Ray- 
mond, 2311 Hampton Ave., St. 
Louis 10. 


Nebraska Retail Hardware Assn. 

Convention, Feb. 14-16. Hotel head- 
= esa gar A aati quarters and sessions at Hotel 
Cornhusker, exhibit at Pershing 
Municipal Auditorium, Lincoln. 


TAP-A-LINE MFG. CO., P.O. Box 563, Pompano Beach, Fla. Frank Capalino, 325 Insurance 
Want more facts? Circle 193, p. 107 Bldg., Lincoln 8. 

















New York State Retail Hardware 

Assn. Convention, Feb. 29-Mar. 2. 
icant Hotel headquarters and sessions at 
Chain Door Guard card is master sales- |  SSTANDAR Hotel ~newcm exhibit at Onan- 
man. Besides permitting customers to see | ic | DOC 2 daga County War Memorial, Syra- 


and “feel” the product, it lists sales fea- , : , 
tures and complete installation instructions. cuse. Nicholas H. Kiley, Hills 
Blidg., Syracuse 2. 








Ohio Hardware Assn. Convention, 
Feb. 7-10. Hotel headquarters and 
sessions at Sheraton-Cleveland Ho- 
tel, exhibit at Cleveland Public Au- 


ee 9 : ( \ <i ae , / : By ditorium. John B. Conklin, 1540 W 
new STANDARD a \ i yt. Fifth Ave., Columbus. 
Chain Door (Guard A Oklahoma Hardware & Implement 


° y Assn. Convention, Feb. 7-9. Hotel 
sells on sight headquarters and sessions at Okla- 
homa Biltmore, exhibit at State 
Fairgrounds, Oklahoma City. Wil- 
liam B. Ruxlow, 607 N. Dewey 


This carded Chain Door Guard, newest product in the "Standard” Ave., Oklahoma City 


line of over 90 items, is compact, attractively modern ... sells on sight! 

An outstanding sales feature is provided by the special positioning of South Dakota Retail Hardware Assn 
screw holes. This permits installation at the door edge without danger of Convention, Mar. 22-24. Hotel head- 
splitting the wood or marring the finish. quarters and sessions at Marvin 

Available in brass, nickel and chrome finishes. Substantial welded Hughit Hotel, exhibit at Huron 
chain. Screw holes of base and keeper fit flush for strongest possible Arena, Huron. Harris T. Benson, 
attachment. 2108 S. Western Ave., Sioux Falls. 


anaes Tennessee Retail Hardware Assn. 
Convention, Feb. 6-8. Hotel head- 
Shelby Metal Products Company quarters, sessions, and exhibit at 
: Andrew Jackson Hotel and Hermit- 
Shelby, Ohio age, Nashville. R. J. Parish, Box 

Originators of carded hardware complete with screws 784, Nashville. 

















Texas Hardware and Implement Assn. 
Convention, Jan. 17-19. Hotel head- 
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The Series 400 is a 
lower priced version 
of the 500. Ask your 
Wright representative 

for information 

















A BRAND NEW 
RATCHET DESIGN SO 
ABSOLUTELY SUPERIOR NO 
ONE WHO KNOWS TOOLS WILL 
BE SATISFIED UNTIL HE OWNS IT 


New 500 in Jig 
drive, with non- 
slip, oil-proof 
rubber grip 









Made With Unprecedentedly Fine Precision 
. » Works In Tight Places Other Ratchets Cannot 


The new 500 Ratchet by Wright is a greatly advanced tool 
design... establishes a mew standard of excellence in socket 
wrenches and creates new sales potential. It is made with un- 
precedentedly fine precision, and, because there is only a *4”" handle 
swing at the grip, it performs in many tight places where other ratchets 
cannot be operated. This performance — and its unparalleled rugged- 
ness —- were proved in torturous, year-long laboratory and field tests. 

Double safety pawls, which produce 82-tooth action with 41 teeth, virtually 
eliminate the possibility of rapped knuckles because they assure that the 
ratchet will work and reverse even with one pawl or as many as ten teeth 

removed. The light ratcheting force turns loose nuts without reversing them. 
Cleaning is seldom necessary because of two lock ring seals, and a sealed inner 
unit makes even infrequent cleaning fast and simple. Replacement of inner unit is 
equally simple and foolproof. 
The Wright 500 is the finest ratchet that can be built...or bought. Examination will 
convince any buyer. 


The 500 Ratchet is an example of finest wrenches and sockets manufactured by Wright. 

Wrighc loose tools and sets are designed and priced to meet the tool needs of everyone. 
Wright has been manufacturing fine tools for 32 years...has no equal in quality. Allusers 
agree the finest wrench on any bench is a Wright. 


 enbesterete—dar ~~ ee antl eit 


| Wright Tool & Forge Co. Barberton, Ohio 
Fa Gentlemen: 
[) Send me details on your new Series 500 Ratchet 


and the complete line of all socket wrenches you | 
monvfacture. — 


[] Have your representative call on me with a 
sample 500 Ratchet for my personal inspection. 


Eye-catching, fast- Nome —____.____. Title 
selling Wright sets sell Place of Business. 

themselves with this 
space-saving display. Address 


=m au c= oo oe oe oe oe © ow ow oe ow ow oe oe ow oe a! 





New 500 Tal 2 
drive. Note the 
non-slip, oil-proof 
rubber grip for 
harder pull with 
greater comfort 


SEND FOR CATALOG 
AND JOBBER’S NAME 


NAME 





TITLE 





COMPANY 





STREET 





CITY/STATE 





HIGH 


PROFIT 


UTILITY 


VISE 


LINE 


Every gleaming red vise in the big 
Simplex line has extra sales fea- 
tures your customers can see. 
Heavy steel slide prctects screw. 
Replaceable nut and hardened 
steel pipe jaws are bonuses. 
Liberal discounts and merchan- 
dising aids build profits. 


The Desmond-Stephan Mfg. Co. 
Urbana, Ohio 


AR RT RGN RI eR 
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Convention Calendar 
(Continued) 





quarters and sessions at Statler 
Hilton Hotel, exhibit at Dallas Me- 
morial Auditorium, Dallas. R. M. 
Souder, 1108 Gibraltar Life Bldg., 
Dallas 1 


Virginia Retail Hardware Assn. Con- 
vention, Feb. 7-9. Hotel headquar- 
ters, sessions, and exhibit at Cava- 
lier Hotel, Virginia Beach. G. T. 
Omohundro, Jr., Scottsville. 


West Virginia Hardware Assn. Con- 
vention, Feb. 21-23. Hotel head- 
quarters, sessions, and exhibit at 
Chancellor Hotel, Parkersburg. 
James C. Fielding, 1628 McClung 
St., Charleston. 


Wisconsin Retail Hardware Assn. 
Convention, Feb. 1-2. Hotel head- 
quarters and sessions at Hotel 
Pfister, Milwaukee. H. A. Lewis, 
Stevens Point. 


Wood screws displayed 


in open-top containers 


An attractive, convenient, and 
inexpensive way to display wood 
screws is used by Stubbs Hard- 
ware, Seattle, Wash. 

Owner Allen D. Stubbs displays 
this merchandise on an end of a 
display island on a fixture espe- 
cially built for this purpose. 

This fixture has closely spaced 
shelves with holes cut at intervals 
in each shelf. Each hole is just 
large enough to receive a glass 
custard dish. Each of these dishes 


Owner Allen Stubbs making a sale 
from his custom wood-screw fixture. 


holds a quantity of one size and 
type of wood screw. The type of 
screw is lettered in yellow paint 
near the rim of each glass. Each 
dish is priced. 

Customers serve themselves from 
this fixture. They save much time 
that would otherwise be required 
in clerk service. 





this cabinet... 


means 
business 


in SPRINGS 


Here's the easy practical way to meet 
the daily calls for standard springs. 
Cabinet No. 932 contains 402 plated, 
precision-made springs ——127 different 
sizes of extension and compression 
springs — in coded compartments. 
Boxed refills shipped from stock. Also 
smaller assortments in one- 
drawer cabinets. 


and two- 


Order from your jobber, or write us 


Also Weatherstrips 
Clean-out Augers 
1909 Pole Sockets 


ARDNER WIRE CO. 


1329 So. Cicero Ave., Chicago 50, Ill 
Want more facts? Circle 198, p. 107 








iste a¢ 


am’ 4. - M 
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making iD 

Dies and 

Templates) 


= EI Steel Dive 
= oa With —= 


Popular package 8-oz. can fitted with 
elite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 


THE DYKEM COMPANY 


Established 1920 
2305B North 11th St. « St. Lovis 6, Mo. 


ee 
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"JUST A FRIENDLY REMINDER To SUGGEST ‘SCOTCH’ | 
BRANO MASKING TAPE WITH EVERY PAINT SALE, FILBERT! 





“SCOTCH” and the ploid design cre registered trademarks of 3M Co., St. Paul 6, Minn. 


MMiienesora (finine ano \ffanuracrurine company 
+++ WHERE RESEARCH IS THE KEY TO TOMORROW 








NEW! reuse" 
MAIL DOSTS 


Finishing touch for suburban and coun- | 
try homes! I'/,"' diam. |lé-gauge steel | 


tubing, 66"' high. Meets P.O. re- 
quirements. Fiattened bottom makes 
ground penetration easy, 


turning. 


Complete with clamping nuts, bolts 
and heavy mounting 
platform that holds 
all size mail boxes. 
Order from 
your Jobber 


HY-KO 
PRODUCTS CO. 
Cleveland 3, Ohio 
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i] the perforated board fixture 
| that’s E WAYS we 


SETTER \ 


Brings new protits to 
hardware dealers. Ask 
your Hardware Whole- 
saler about it! 


PERCLIP| o2s'ovry ave 


DIVISION | Hicksville, N. Y. 
Want more facts? Circle 201, p. 107 











o < 
ALLAN MANUFACTURING CO. 











prevents | 
Painted and baked to a | 
satin smooth biack rustproof finish. | 





WHEN YOU 
BUY THIS 
LOW PRICED 
“PACKAGE” 
DEAL 


R42 x PKA-3 


CONSISTING OF 


KEY DUPLICATING 
MACHINE, MOTOR, 
ROTARY KEYBOARD 


plus 


1020 of the most 
popular = 


KEY BLANKS i Aad a 





YOU CAN CUT ty 

CYLINDER AND gh 

coer IL 
® ® 


CAR KEYS 
AND TO HELP YOU SELL KEYS, YOU GET 


QUICKLY AND 
This Sign FREE! 








/ 


~AELEYS MADE 
Cast Aluminum 12” x 27” 


MAIL COUPON TODAY 


KEIL LOCK CO., INC. 
Charlestown, New Hampshire 
Ylease send complete information on your 


R 4'2 x PKA-3 “Package” Deal plus FREE Key 
sign. 


‘CHARLES TOWN.N H 








Name 
Address 
City 





PLEASE PRINT 























Want more facts? Circle 202, p. 107 
HARDWARE AGE, January 14, 1960 © 153 





How's the Hardware Business? 





Dun & Bradstreet survey shows assets, debts 
and profit ratios for retail hardware stores 


The financial health of the hard- 
ware industry at the retail, whole- 
sale and manufacturing levels is 
indicated in the ratios and per- 
centages compiled by Dun & Brad- 
street, Inc. The figures cover 
business done in 1958. 

The current survey is a continu- 
ing study by Dun & Bradstreet 
started in 1931. The purpose of 
these studies is to compare the 
relation of sales with assets, debts, 
and inventories in selected lines of 
business. The figures given below 
are based on a sampling of busi- 
nesses, mainly with a tangible net 
worth above $75,000. 


Hardware dealers 


The figures on 40 retail hard- 
ware firms, for 1958, show current 
assets to current debt ratio was 
3.18. This compares with a ratio of 
3.66 for lumber yards, 3.70 for 
department stores. 

Net profits were 1.73 percent of 
net sales for hardware dealers. 
This compares with 1.65 for 
lumber yards and 1.91 for depart- 
ment stores. 

Net profits were 4.62 percent of 
tangible net worth for .hardware 
dealers, as compared with 4.01 for 
lumber yards and 5.27 for depart- 
ment stores. 


Hardware wholesalers 


The current assets to current 
debt for 191 hardware wholesalers 
was 3.50. This compares with 3.45 
for lumber and building materials 
wholesalers, and 3.83 for plumbing 
and heating supply wholesalers. 


Current assets to current debt (times) 
Net profits on net sales (%) 

Net profits on tangible net worth (%) 
Net profits on working capital (%) 
Net sales to inventory (times) 


Inventory to net working capital (%) 
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Net profits were 1.71 percent of 
net sales for hardware wholesalers, 
as compared with 1.24 for lumber 
and building materials wholesalers, 
and 1.06 for plumbing and heat- 
ing supply wholesalers. 


Net profits were 5.44 percent of 
tangible net worth for hardware 
wholesalers. This compares with 
5.10 for lumber and building supply 
wholesalers, and 4.02 for plumbing 
and heating supply wholesalers. 


Hardware manufacturers 


The current assets to current 
debt ratio was 4.07 for manufac- 
turers of hardware and tools. This 
compares with 3.37 for manufac- 
turers of fasteners, and 1.81 for 
contractors and building construc- 
tion supply manufacturers. 

Net profits were 3.32 percent of 
net sales for hardware and tool 
manufacturers. This compares with 
2.12 for manufacturers of fasten- 
ers, and 1.46 for contractors and 
building construction supply manu- 
facturers. 


Net profits were 6.98 percent of 
tangible net worth for hardware 
and tool manufacturers, as com- 
pared with 4.04 for manufacturers 
of fasteners, and 9.48 for con- 
tractors and building construction 
supply manufacturers. 

The figures given, above and the 
statistics that follow, are _ the 
median. Here are some ratios given 
in the Dun & Bradstreet report 
along with the number of firms in 
the survey: 


Retail 
40 firms 


3.18 


Wholesale 


191 firms 
3.50 
1.73 1.71 
4.62 5.44 
5.63 6.53 
3.6 4.0 


79.0 83.7 


Industrial supplies, 
machinery orders dip 








I I 
Industrial Supplies & Machinery 
| New Order Index—July 1948-100 |_| 


Seasonally Adjusted 
e Source: American Supply & Machinery Mfrs.’ Assn. 
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New orders for industrial sup- 
plies and machinery declined in 
November by 1 percent from those 
placed in October, reports the 
American Supply & Machinery 
Manufacturers’ Assn. 

The new order index in Octo- 
ber was 204 (1948 = 100) and 
dipped to 202 in November, the 
same level as in February. 

In March 1959, the index jumped 
19 points to 221, equaling the rec- 
ord mark set in January 1957. 
Since then, except for a four point 
rise in July, it has declined, 
largely because of the steel 
strike’s effects on general business 
activity. 


Consumer Mailers 


New Wholesalers’ Aids 


for Dealers’ Use 


"Spring Selling Circus” 
Is New Belknap mailer 

An 8-page “Spring Selling Cir- 
cus” mailer featuring more than 
125 sale items has been released by 
Belknap Hardware and Mfg. Co., 
Louisville, Ky., wholesaler. 

The 3-color mailer includes sport- 
ing goods, home repair and clean- 
ing supplies, outdoor items, lawn 
and garden accessories, house- 
wares, and tools. 


Two special sale coupons are in- 
cluded. 


The mailer comes complete with 
a display kit, including window 
streamers, wire hangers and price 
cards. Newspaper mats are also 
available. 








PROMOTIONAL ITEMS FOR 


“ints from DALTON! | Unusual Packaging 





Fully Mechanical 


’ SAWHORSE | 
a =. 


Two sizes — 24” 


en get : 
MODEL No. pes 24" High A ids” cases Gives You What YOU Wanted 


7" POWER SAW securely. Cross- 
$4.90 bar = be hd h — 

r, 110- 120 volts, AC- se ase ber in any length. Gray 
So as 21/16" 2%” at 45 deg 30" High enamel finish. Safely 
Combination blade. Rip guide included. Legs. Pr. withstands load of 1500 


NTR LE SF $48.95 $5.80 \». 


"Pp Ball b 
Medel Be. D7B—7”" Power Saw. $58.95 SPEE-DE _ 


Now! 4 nail holes on top] GARDEN HOSE HANGER 
aouble the holding power.| © Knock down — erentiury 

Sos See of bracket] packaged. © Compact — saves 
0 











warshouse space o Holds 100 

ft. ef hose. * Mounts on wall. 

pee * Heavy steel, ena- 

oved mel finish. * Easy 

to assemble — bolts 

SP E-DEE and nuts included. 
SAWHORSE  _« Retails 79¢. Pat. 
ET Pend. 





" SPEE-DEE 
TOOL & 


Pr. $1.79 

Slightly higher 

: 882 on West Coast. West Coast). Attractive, Uniform Bex — All 

Bxclusive fcasy disassembling. Your Jobber Stocks or Can a Ay You! skates are packed in this same 

Takes dressed of common 22 DALTON MFG. CO. Rate 4 size box. Identification of the 

|_Display package demon skate inside on one end of 
Want more facts? Circle 203, p. 107 each box. Easy to open. 














Neat Shelving — Uniform siz- 
ing gives you clean storage 
- + « @asy-to-manage stock. 





Counter Display — Each box converts into a colorful 
| display, ideal for crowded counters. 

FAST MOVING... | Carry-out Case — A diecut handle in the box converts 
FULL 40% | it into a take-home carrying case. No need for special 
-e?... jj - 

| Ie all adds up to quality packaging of top quality roller 
skates to help you. 











Competitively priced and packaged for impulse sales! 
e Caster cups (for both carpets and floors) e Swivel 
glides e Button glides e For any leg diameter or shape, 
any load (to heaviest!) e¢ Free Bar Rack with pre-selected 
stock order. 


VA aelim UNITED STATES CASTER CUP CORP. 
FREE SAMPLE and Subsidiary, Childlore Corp. 
Ree 6215 W. 15th St. Kansas City, Mo. 


Want more facts? Circle 204, p. 107 


RED TIP COMPLETE BLADE 
REPLACEMENT KIT ONLY $39.77 


One a One Blade 
{in 7 Lengths) Fits Practic- 
ally All Rotary Mowers 

Red Tip blades are the very 
finest. They’re made of Ilight- 
weight chrome alloy steel. Heat 
treated. 


Complete Kit Includes: 


2-20” ; 2- ; 1- 

complete ahentee assemblies 
spacers and bushings. 

(each length) fits - 

hole size. Parts in kit’ retail 
for 59.70 








Orders—Dealer ‘Discount 
less 40% 
Satisfaction Guaranteed or 
Your Money Back—ORDER 
NOW 
Prompt Service will be given on 
Red a 


ADAPTER a pend.) high quality 
tt pink oe wage Sat, fom, CHICAGO ROLLER SKATE COMPANY 
7," crankshafts, Ses See a 4456AWest Lake Street 
WHIZ-MOW, INC.—HAMILTON. 4, ILLINOIS 
Want more facts? Circle 205, p. 107 Want more facts? Circle 206, p. 107 
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© Chicago 24, Illinois 











Designed 
to make Your 
selling job easier 


Dazzling in appearance—remarkably precise. In 
13 sizes from 18” to 96”. Double picture window 


vials that read at a glance, tough lightweight “I” 
beam extruded magnesium frame, concave work- 
ing edges, machined, smooth hand-holes. 


ASK ABOUT 


@®@ MAGNELITE PROTRACTOR LEVELS with calibrated 
vial assembly to accurately set any angle. 


@ Du-Rite LEVELS for the do-it-yourself trade. New low 
priced 48” now available in extruded magnesium-retail $8.95 


J.H. SCHARF Manufacturing Company 


6720 Binney Street 


Omaha, Nebraska 


Want more facts? Circle 207, p. 107 











MARINE PRODUCTS 


SKI TOWS 
E-Z SALE RACKS 
Nylon and Polyethylene 


ANCHOR LINES (NYLON) 
Tensiles 500 to 10,000 Ibs. 


jerk @ VFN Weu 


West Georgia Mills nc. 


P. O. Box HA, Whitesburg, Georgia 
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How to survive and make 
money in hardware is subject 
of 32 p. Store Managers’ 
Guide. Gives useful figures 
on store sales, bankruptcy 
rates, etc. Send 25¢ for a 
copy to Reader Service Dept. 


Start a profitable Rental Busi- 
ness. 12 p. reprint tells what 
to rent, how to set charges, 
customer agreements, book- 
keeping forms, and other 
information. Send 25¢ to 
Reader Service Dept. for 
your copy. 


HARDWARE AGE 


Chestnut & 56th Sts., Philadelphia 39 


. 
> 


New Wholesalers’ Aids 








(Continued) 


More wholesalers to use 
Meyer spring promotions 


Nine more wholesalers will use 
three spring promotions prepared 
by Meyer Merchandising Service, 
Inc., Chicago. The three promo- 
tions and a list of six wholesalers 
using the promotions were re- 
viewed in the Nov. 19 issue of 
H.A. 

The nine newest wholesalers 
are: E. Garnich & Sons Hardware 
Co., Seattle; Kennedy Wholesale 
Hardware, Inc., Chattanooga; 
Morehouse & Wells Co., Decatur, 
Ill.; National Hardware & Supply 
Co., Paris, Texas; Sterling Whole- 
sale Hardware, Chicago; C. H. 
Miller Hardware Co., Huntingdon, 
Pa.; P & G Hardware Co., Omaha; 
Gates Hardware & Supply Co., 
Tulsa; and Brown-Rodgers- 
Dixson Co., Winston-Salem, N. C. 


New E. K. Tryon catalog 
features photo artwork 


A new 786 page dealer catalog 
has been published by Edward K. 
Tryon Co., Philadelphia wholesaler. 
The catalog makes almost exclusive 
use of photographic illustration, as 
opposed to traditional use of line 
drawings. 

Tryon’s management feels photo- 


graphic artwork has many ad- 
vantages for dealers over line 
drawings, including faster recogni- 
tion and fewer ordering mistakes. 

The 1959-1960 catalog covers 
tools, housewares, and electric 
housewares. It will shortly be fol- 
lowed by a similar catalog covering 
tackle and athletic goods. A third 
catalog containing other basic 
hardware lines will be published 
in the spring of 1960. 





Promotions 








Manufacturers’ New Merchandising Plans 


Free magazine deals 
to pull store traffic 

Hardware dealers will have an 
incentive to attract customers with 
the spring promotion being offered 
by Weller Electric Corp., Easton, 
Pa. 

Dealers will be able to offer free 
subscriptions to two publications 
in the do-it-yourself field valued at 
$3.20 with the purchase of any of 
the three Weller tools being of- 
fered. The publications are Popu- 
lar Homecraft and Home Craft- 
man magazine. 

The tools are a _ heavy-duty 
soldering gun with a list price of 
$12.95, a power sander with a list 
price of $16.95, and a sabre saw 
at $19.95. Dealers will get full 
profit margin on each tool. 


Boontonware promotes 
new dinnerware line 


Boonton Molding Co., Boonton, 
N. J., is making available to deal- 
ers a first-quarter promotion pro- 
gram of a new line of popular 
priced dinnerware. 

The new line called “Somerset,” 
will be available in three patterns: 
Wheat, Briarcliff Rose and Blos- 
somtime. This 45 piece service for 
eight will retail at $29.95. 

The January thru March pro- 
motion offers two sets of dinner- 
ware specially priced to build 
store traffic. They are a 16-piece 
solid color set priced at $8.89 and 
a 16-piece decorated set priced 
at $12.95. 


Dealers have choice of 
2 Wear-Ever promotions 


Wear-Ever Aluminum, Inc., New 
Kensington, Pa., is offering deal- 
ers two special sale promotions 
through April 24. 

The first promotion, a “two for 
one” sale combination featuring 
three specials, is offered by Wear- 
Ever Hallite. 

Specials are a tea kettle and 1% 





qt sauce pan to retail at $9.95, a 
savings of $4.20; a 3-piece combi- 
nation cooker and 7 in. fry pan to 
retail at $10.95, a savings of $4.45. 
A choice of copper or turquoise 
colored cover is available with these 
combinations. 

The third item offered is a Wear- 
Ever fry pan and a 1% qt sauce 
pan to retail at $3.89, a savings of 
$1.29. 

Free counter cards, ad mats and 
mailers are available. Ladies Home 
Journal, McCall’s and Good House- 
keeping will carry ads to promote 
the sale. 

The second promotion is an “88 
cent” sale. Seven popular items will 
be priced at 88 cents during this 
four-month promotion. They are a 
6-cup muffin pan, 7 in. bacon grid, 
14 x 9 in. cookie sheet, 6 in. fry 
pan, 9 in. cake pan, 10 in. juice- 
saver pie pan, 9 in. golden crust 
pie pan. 

Counter cards, ad mats and a 
dump displayer which will hold 
quantities of all seven 88 cent sale 
items are available free. 


Color ads to promote 
complete Proctor line 


Proctor Electric Co., Philadel- 
phia, is running a schedule of 1000 
line color ads in newspapers in 
some 40 leading market areas 
throughout the country promoting 
its complete line of products. 

The ad schedule started in the 
week of Jan. 11, and will continue 
through March. The theme is 
“Now is the time to buy Proctor.” 

The ads will feature the com- 
plete line of Mary Proctor prod- 
ucts, but prices will not appear 
in the ad copy. 


Pre-packed direct mail 
kits issued by Toro 


Toro Manufacturing Corp., Min- 
neapolis, Minn., is supplying its 
72 distributors with pre-packed 
direct mail literature kits. 

Toro distributors can immedi- 

(Continued on page 160) 











‘get the hard-to-sell 
customers, too... 


... you know—the customers 
who can’t make up their minds 
as to how much they want to 

ay, what tools they need, etc. 

RUMP offers trowels, trans- 
planters, forks, cultivators and 
weeders in a wide range of popu- 
lar prices to satisfy every 
customer demand. 


(‘aH Check the Selection 
[Vf Check the Quality 
cA Check the Prices 
‘a Check the Profit 


then order the com- 
plete TRUMP line. 








ESTATE 


The “Cadillac” 
of Garden Tools 
Here are triple chrome plated tools 
with real sales appeal and price 
appeal. The luster of polished chrome combines with 
beautifully finished dark, hardwood handles to put 


this tool in a class by itself. Made of heavy, 16- 
gauge steel. . . chrome plated. 


No. 412 Trowel 


TRUMP 


DELUXE 


Sturdy, Perfectly Balanced 
and Beautifully Finished 


No. 800 Trowel 


TRUMP 
SERIES 800 


Hard-Working Tools in 
the Low Price Range 


No. 700 Trowel 


TRUMP 
SERIES 700 


Designed to Meet and 
Beat Competition 


To sell more, make more profit, order the 
complete line of TRUMP Garden Tools from 
your wholesaler. 

ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. * Pascagoula, Miss. + Berkeley, Calif. 
Niagara Falls, Ontario 
Want more facts? Circle 209, p. 107 
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Combination Cooker/Fry Pan ‘~_nf" 
Give a 7” fry pan free with 2% at. if 
combination cooker at regular price. rail heed 
Choice of copper color or turquoise a 
cover. Fits both utensils. Packed as Sais iies 
set. Regular combined value $15.40. eed comes SS Oe | 
Both Only $10.95. (in far West $16.85 value for $11.95.) 


Cat. No. 3791 (Copper); No. 2331 (Turquoise) 
Ship. Unit 1; Unit Weight 5 Ibs. 





Tea Kettle/Sauce Pan 


Free 1% qt. sauce pan with 2'% qt. tea kettle at regular price. Choice of 
copper color or turquoise cover. Fits both utensils. Packed as set. 
Regular combined vaiue $14.15. 

Both Only $9.95. (in far West $15.60 value for $10.95.) 


Cat. No. 3792 (Copper); No. 2332 (Turquoise) 
Ship. Unit 1; Unit Weight 4 Ibs. 








6-cup Muffin Pan 

Cat. No. 2784 

Ship. Unit 6; Unit Weight 2.0 
Now only 88¢ 




















6-inch Fry Pan _ 9-inch Cake Pan 10-inch Juice Saver Pie Pan 
Cat. No. 2506 Cat. No. 2715 Cat. No. 2865 

Ship. Unit 6; Unit Weight 2.5 Ship. Unit 6; Unit Weight 2.5 Ship. Unit 6; Unit Weight 2.3 
Now only 88¢ Now only 88¢ Now only 88¢ 
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7-inch Bacon Grid 
Cat. No. 2777 
Ship. Unit 6; Unit Weight 2.0 


Now only 88¢ 





9-inch Golden Crust Pie Pan 
Cat. No. 2844 
Ship. Unit 6; Unit Weight 1.9 


Now only 88¢ 








Fry Pan/Sauce Pan 


Now, team up a new 10” heavy-duty warp-free fry pan 
with a smart Bakelite-handied 12 qt. sauce pan—for the 
regular price of the fry pan alone. Packed as set. 
Regular combined value $5.18. 

Both Only $3.89. (in far West $5.68 value for $4.29.) 
Cat. No. 2137; Ship. Unit 4; Unit Weight 10 Ibs. 


14 x 9 Cookie Sheet 
Cat. No. 2814 
Ship. Unit 6; Unit Weight 4.0 


Now only 88¢ 


Sale Dates: January 1 to April 24 


Oreler Toa / weal-evel 


ALUMINUM 


from your Wear-Ever supplier 
WEAR-EVER ALUMINUM, INC., NEW KENSINGTON, PA. 
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YOU GET 


GREATER PROFITS, 


FASTER TURNOVER 
with GENERAL! 


CLEAN-OUT AUGERS 
WORK WHERE CHEMICALS FAIL 
For clogged drains and closets; equipped with 


adjustable rotary handle; individually packaged 
in attractive counter display carton. 


STEEL TUBE CLOSET AUGER 


ee 


The most practical and sanitary device for 
removing obstructions from closets. Idea] for 
home use. 


ALL-NEW SPIN-A-ROD 
DRAIN CLEANER 


LOW COST 
COMPACT 
WORK FAST 
EFFICIENT 


SANITARY PREVENTS 


MESSY FLOORS 


For most home waste 
lines; easy to use. Bulb 
shape Boring Gimlet; with 15’ or 25’ of \’’ 


FLAT STEEL 
SEWER 
RODS 


A sturdy tool for 

cleaning waste 

pipe and sewers. 

Equipped with 
combined roller ball spear head and adjustable 
metal grip handle. 


Send for complete information. Distributors 
throughout the United States and Canada. 


GENERAL WIRE SPRING 


COMPANY 
B...:. Sorch Street, Pittsburgh 3, Po 


Want more facts? Circle 211, p. 107 
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Manufacturers’ Promotions 
(Continued from page 157) 





ately re-ship to their dealers 
Toro’s 1960 consumer product 
stuffers for in-store handouts, en- 
velope stuffing, point of sale and 
neighborhood home distribution. 

The new stuffers, printed in 
two and four color combinations, 
include Toro’s Power Handle fam- 
ily of yard machines; the Toro 
riding line; and the Whirlwind 
rotaries. 

Dealer materials include dealer 
line catalogs and product feature 
booklets. 


Dennix has ad mats for 
do-it-yourself market 


Dennix Products Co., Flushing, 
N. Y., is making available to deal- 
ers a “mats available” folder con- 
taining a series of attractive ads 
in mat form. 

Attachable furniture legs, ta- 
ble legs, bedspring legs, and box- 
spring legs are featured in ads of 
various sizes. 

The central theme is “It’s easy- 
to - do - it - yourself” with Dennix 
products. 


Sunset Fishing offers 
sales incentive plan 


Sunset Fishing Lines, Petaluma, 
Calif. and Florence, Ala., has 
adopted a sales incentive plan for 
1960 which will give tackle dealers 
and wholesaler salesmen a bonus 
based on their purchases. 

Sunset is working with the Van 
Heusen Co. on this program. When 
a dealers’ purchases reach a pre- 
scribed total, he is entitled to 
choose from a Van Heusen catalog 
offering men’s wear items. 

Wholesaler salesmen earn the 
same bonus for each five dealer or- 
ders. 


Wholesalers’ sales up 
7 percent in November 


Sales of hardware, plumbing, 
and heating goods wholesalers in 
November were 7 percent ahead of 


November, 1958, and 11 percent 
under October, the Dept. of Com- 
merce reports. 

Sales of all wholesalers in No- 
vember were 9 percent ahead of 
November, 1958, and down 4 per- 
cent over October. The depart- 
ment’s report points out the de- 
cline from October to November 
was smaller than usual between 
these two months. 


New construction down 
9 percent in November 


The value of new construction 
put in place in November amounted 
to $4.4 billion, 9 percent less than 
in October this year and 1 percent 
less than in November 1958, reports 
the Commerce Dept. 

The decline from October was 
slightly greater than the normal 
seasonal change. 

For the first 11 months of 1959, 
the total value of new construction 
put in place was $50.2 billion, 12 
percent above the like period in 
1958. 


Industrial sales show 
18.7% gain to date 


Industrial hardware sales for the 
first 11 months were 18.7 percent 
ahead of the same months in 1958, 
the National Industrial Distribu- 
tors’ Assn. reports. 

November sales were down 6.4 
percent from October this year, up 
16.8 percent from November a 
year ago. 

Accounts receivable as of Nov. 
30 were 11.3 percent ahead of the 
same period a year ago. Inventory 
on Nov. 30 was 4.3 percent ahead 
of last year. 


Hamilton Beach changes 
price on 5 appliances 


Hamilton Beach Div., Scovill 
Mfg. Co., has announced price 
changes on the suggested retail 
prices of five electric appliances 
and on one set of attachments. The 
changes became effective Jan. 4. 

The changes, five price increases 
and one decrease are: 

The Mixette in white, pink, tur- 
quoise, and yellow, from $19.95 to 
$21.50; Model 3-T Toaster, from 





$22 to $22.50; Model KWT Food 
Mixer in white, with timer, from 
$49.95 to $52.50; Model KCT Food 
Mixer in chrome, with timer, from 
$59.95 to $64.50. 


The suggested retail price for 
attachments for Model HVA Hand 
Vac has been raised from $4.95 to 
$6.95 per set. 


The suggested retail price for 
the 60-MC Mixette in chrome has 
been reduced from $22.95 to $22.50. 


Hardwaremen are asked 
to speak at colleges 


Industrial hardware manufac- 
turers and distributors are asked 
to discuss their industry before 
college students. The invitation 
comes from the American Supply 
& Machinery Manufacturers’ Assn. 


The addresses will be given be- 
fore students of industrial distri- 
bution at Clarkson, Bradley, Texas 
A & M, and Western Michigan 
colleges. Hardwaremen can _ talk 
from their experience in industrial 
manufacturing and distribution to 
help students who will be the in- 
dustry’s executive labor supply in 
a few years. 

The association recently sent a 
questionnaire asking for names of 
hardwaremen who would volunteer 
for lecturing, the subject of their 
talk, and at what colleges they 
would like to visit. 


Job testing made easy 
for you by new method 


Here is a way you can tell if the 
men you are thinking of hiring for 
your store are likely to be good 
hardware retail salesmen. 


After you have looked into the 
background of the applicants for 
the job, and their experience, you 
can give them a brief test that 
will tell you if they are likely to 
succeed as salesmen. 


These tests have been worked 
up by Aptitests, in Indiana, Pa. 
You can buy a set of tests at low 
cost from this company. After 
the applicants have answered the 
questions you can figure out the 
score and tell how it relates to the 
applicants’ abilities to be a sales- 
man. You can get the tests from 
the company at 31 S. Carpenter 
Ave., Indiana, Pa. 


Manufacturers name new 
distributors for lines 


The following manufacturers 
have named new distributors for 
their lines: 

Lawn Boy Div., of Outboard 
Marine Corp., Lamar, Mo.—Bryan 
Equipment Sales, Inc., Cincinnati; 
Hemco Distributing Co., George- 
town, Del.; McGregor Brothers 
Hardware, Springfield, Mo.; Se- 
bastian Diesel Equipment Co.; 
West Plains Hardware Co., West 
Plains, Mo.; Northern Engine & 
Supply Co., Gouverneur, N. Y.; 
and Charles J. Smith & Co., Jersey 
City, N. J. 

Mastic Tile Div., The Ruberoid 
Co., Vails Gate, N. Y.—National 
Floors, Inc., Pittsburgh. 


Ward's cut prices in 
post-Christmas sale 


Montgomery Ward & Co. is re- 
ducing prices an average of 11 per- 
cent on 22,877 items in a post- 
Christmas sale catalog distributed 
to more than six million customers. 
The sale will end March 15. 


The average 11 percent reduc- 
tion in prices is compared with the 
prices in Ward’s fall general cata- 
log. 

Prices on home furnishings are 
reduced 9.7 percent. Heavy lines 
show a decrease of 12.4 percent. 
The biggest price cut is on out- 
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''‘Contound it, Owens, when a cus- 
tomer asks the difference between 
our $85 saws and our $135 saws you 
don't say $50!" 





JEFFERSON 


is your 


ONE-STOP SOURCE 


for 


SCREWS, NUTS 
AND BOLTS 


for Every Industry! 


STEEL © BRASS 
COPPER © NAVAL BRONZE 
SILICON BRONZE 
STAINLESS STEEL 
MONEL @ ALUMINUM 








Industry’s Easiest-to- 
Use Catalog ploces all 
your Fastening needs at 


your fingertips! Large, nal 
clear listings, helpful — 
illustrations. Use your 


Jefferson catalog today 
and every day. Additional 
copies free on request. 


® Jefferson's Service Desk speeds 
your mail, phone or telegraph order 
to our stockroom within minutes 
after it arrives . . . for same-day 
shipment of most orders. You can't 
beat Jefferson service —- anywhere! 


JEFFERSON 


SCREW CORPORATION 
691 BROADWAY * NEW YORK 12, N. Y. 
$Pring 7-8400 
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board motors listed 18 percent less 
than the fall catalog prices. 

Lawn and garden, sporting goods 
and other spring and summer mer- 
chandise are featured in the cata- 
log in a 23-page “Pay-in May Lay- 
Away” section which enables a 


customer to pay $5 down until 
May. 


Permanent injunction 
awarded to Glamorene 


Glamorene, Inc., Clifton, N. J. 
manufacturer, has announced it 
was awarded a permanent injunc- 
tion against Luskins of Baltimore 
by the Circuit Court of Baltimore. 

The order permanently restrains 
Luskins from offering, advertising 
and selling Glamorene brand prod- 
ucts at prices less than the mini- 
mum retail prices established by 
Glamorene in pursuant to the Fair 
Trade act of Maryland. 


Yard-Man mower carries 
unconditional guarantee 


Yard-Man, Inc., Jackson, Mich., 
is offering an unconditional life- 
time guarantee on the new 22 in. 
Yard-Man rotary power mower. 

The guarantee is on the blade 
housing and against a bent or 
broken engine crankshaft when 
used for non-commercial mowing. 


Manufacturers expand, 
move to new facilities 


All-Luminum Products, Inc., has | 
opened a new 30,000 sq ft plant in | 


Camden, N. J. This will be a 25 


percent increase in production and | 
warehouse space for the company. | 


& Chemical | 
Corp. has begun construction on a | 


Baltimore Paint 


new paint and storage warehouse 


to be completed next January. The | 
new building will be adjacent to the | 


present plant in Baltimore, Md. 


Business failures down 


Business failures for the week 
ended Dec. 24 were 195 or 90 less 
than for the previous week, but 10 
more than in the same week in 
1958. Business failures to date are 
14,216, down 1,015 from the same 
period in 1958. 


TREATED 


E 
SILICON POPPET 


RUBBER 


Tapped one or two 
holes for attaching 
m~@ Pressure Switch, 
Pressure Gauge or 
Snifter Valve. 


No. 350 


Here’s the answer to your 
Check Valve problems on submersible 
pumps. The taper-type rubber poppet 
is noiseless, can’t leak, opens easily. 
Works in any position. All bronze body. 
Four sizes, 1” through 2”. May be 
tapped for one or two side connections 
as shown. Used as original equipment 
by many leading pump manufacturers. 


Order from your Jobber or write 
today for Bulletin No. 304 


STRATAFLO PRODUCTS, INC. 


FORT WAYNE 1, INDIANA 
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TOY CATALOG | 


Here's every toy and hobby 
kit you need for setting up a » 
§ successful toy department. Educational pre- § 
E school items, woodworking and woodburning & 
‘ kits, metal tapping, work benches, hand tool » 
g sets, pegtables, blackboaords, etc. Write for & 
§ your copy today. : 
gs AMERICAN TOY & FURNITURE COMPANY 5 
8 6130 N. Clark St. Chicago 26, Illinois 8 
leannaeeeseeseaenanvaeseseoesanen! 
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Packaged or Bare Root 


ROSEBUSHES + PECAN TREES 
A R P  Wrersery 


COMPANY 
Box 3338-Z, Tyler, Texas 
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PRICE CUTTERS HURTING 
YOUR PAINT PROFITS? 


Why Not Fight Back! 


We will give you an exclusive label-protected 
territory—advertising and promotion aids to 
build volume and proven Quality Paint priced 
for full 40% profit ond volume sales at $2.59 
to $4.99 retail. DON'T MISS THE SPRING 
SEASON. 


Write—Mr. Reed 
Proctor Paint & Varnish Co., Inc. 
Box 191-A, Yonkers, N. Y. 

















Want more facts? Circle 219, p. 107 





FIRST TIME EVER 


For the first time in hardware 
history, customers are asking for 
a plunger by name, TOILAFLEX. 
Satisfied and gratified users plus 
our own national advertising, are 
broadcasting the name and creat- 
ing an evergrowing demand for 
this plunger. 

A small stock of TOILAFLEX will 
enable you to profit from these 
ready sales. 


‘TOILAFLEX 
CoTICoS Mm ALLANGLE BTV Eure tty 


The Plunger They 
Ask for By Name 


By the makers of 
Water Master tank balls. 
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America’s Fastest Selling, 
Most Advertised Line of 
Rat and Mouse Killers— 
Outsells All Others 
Combined! 


Pre-Sold To Your Customers 
Through Powerful Radio, Maga- 
zine, Farm Journal, Local News- 
paper Advertising! 


GET TOP TURNOVER— 
BIG PROFITS with d-CON 


THE d-CON COMPANY, INC. 


1450 Broad vay New York 18 - Y 
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Dun & Bradstreet seeks 
your financial statement 


You most likely will be getting 
a request from Dun & Bradstreet, 
Inc., this month asking for your 
financial statement. 

Dun & Bradstreet is mailing re- 
quests to some three million manu- 
facturers, wholesalers and retailers 
throughout the country. 

When you mail your financial 
statement to D & B, you have 
taken the first step in establishing 
or maintaining your credit stand- 
ing. 

All the information that you 
furnish in the statement will be 
handled confidentially, the firm 
states, and will be made available 
only to subscribers of D & B to 
be used only in determining the 
advisability of granting credit or 
insurance. 


How to get customers 


to bring in more sales 


A dealer in the state of Wash- 
ington has found that the best 
means of getting new customers is 
through present customers. Each 
customer who buys a major appli- 
ance from this dealer is offered a 
3 percent cash bonus for sending 
a friend or relative in to buy. 

Here are the details. 

Each customer who makes a 
major purchase is given a “divi- 
dend book.” This book has inquiry 
blanks for the names of new cus- 
tomers and what major purchases 
they are interested in. 

When the dealer receives an in- 
quiry, in the mail or in person, a 
follow-up is made at once. If the 
inquiry leads to a sale, the first 
customer who is responsible for 
the inquiry receives cash in the 
amount of 3 percent of the total 
retail value of the new customer’s 
purchase. 

Does the idea work? Well, al- 
most everyone knows a friend or 
relative with some idea of replac- 
ing a refrigerator, washer, or TV. 
Although it may not happen at 
once, it is certain to happen in the 
near future. And the bonus of $6 
to $15 or more makes the effort 
worthwhile. 








Stock the one 
all purpose 
water seal 





Proved by home owners 
— contractors 


widely advertised 


MOISTURE PROOF WALLS, 
CEILINGS, FOUNDATIONS 


Wood + Tile «+ Stucco « Masonry 
Concrete + Shingles + Painted 
and unpainted surfaces 
Prevents dry rot, efflorescence, 
water stains + Retards dampness 
in basements - Lasts five years 


OUTDOOR USES 
Keeps moisture out of camping equip- 
ment, awnings, convertible tops, garden 


furniture, pads, planter boxes, boots, 
shoes, any porous material 


Easy to apply by brush, spray or roller. 
Deep penetrating. Colorless. 


Excellent concrete curing and sealing 
agent. Proved bond breaker for pre-cast, 
tilt up and lift slab construction. 


Order from your wholesaler or Thomp- 
son distributor. Ask about free perma- 


nent display fixture to speed up sales, 
save inventory. 


Write for complete information and 
distributor nearest you. ae 


Thompton dg 


MANUFACTURERS OF FINE PROTECTIVE 
CHEMICALS SINCE 1929 

E. A. Thompson Co., Inc., Merchanr 
ASen Francisco 3, Co fornia 


cise Mart 


San Franciseo * Los Angeles * San Di . 
Portland * Chicago ¢ Seattle * Denver * Dallas 
Houston * St. Louis * St. Paul * Detroit « 
Philadelphia * New York City * Memphis + 
Cleveland ¢ Factory: King City, California 
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Here are erght reasons 
why Wiss is the 
best-known name, 

the best-selling line: 


= 


The most complete line—sizes and types to meet every hand-cutting need—home, garden, industrial. 


Unmatched quality—more quality features such as finest steel, hot drop-forging, inlaid blades, keener 
edges, easier cutting. 


Result-getting advertising that presells, and more of it than all other brands combined. 


New products and ideas that add interest and variety. First with pinking shears, first with skalloping 
shears, comfort grips, color, promotions, 4-color catalog pages. 
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Outstanding displays—a program for each line, tailored to retailer needs, made to create business. 
Value established and maintained—no distress sales or markdowns with Wiss. 
E ye-catching, award-winning packages that help make the sale. 


Reputation—more people know Wiss, want Wiss than any other brand of cutting equipment. 


SOLD TO THE HARDWARE TRADE ONLY THROUGH WHOLESALERS 
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VINYL and ALUMINUM 
WEATHERSTRIP for 
Why Red Jacket DOORS and WINDOWS 


YF Pumps Be prepared for BIG PROFITS with this 


new combination vinyl and aluminum 
il fj weatherstripping for windows and 
are easy to SCL. «© at a Pro t doors. Double tubing vinyl can be re- 
| ' versed when worn without removing 
permanent aluminum casing. Eliminates 
Built-in Check Valve holds | drafts and dirt— easily installed — 
prime and saves fittings. just cut to size and nail in place. Now 
Stainless Steel Six-Spline ; available in individual sets for doors 
Shaft assures positive drive and windows. 
and even distribution of 
torque. Spline shaft won't FOR ALL -TYPES OF WINDOWS 
ela-10) Melt Mmel mms igeMiilia aut = 
peller hub. ey Window set for lower and upper sash 
Precision-machined all-brass . includes meeting rail strip and noils. 
impellers and diffusers on all . 
models (except on the 7 
GPM Series where a Super FOR ALL TYPES OF ere as 
Dylan diffuser insert is used 
with a brass cup) assure Door set for top and sides includes 
constant high efficiency. nails and sweep bar for bottom. 


PN ibs claeht Mm eltlule ME til-timmelile Sewer nay oe ems yo po cee 

hi ; rtly igned with o resilient vinyl tubing that actually 
cable guard, together with 8 $s THRESHOLD hugs the bottom of a door. Vinyl tube has two sides; when 
stainless steel cable guard one side bec it. Gi i 


omes worn .. . reverse it. Girder construction 
4 . . : “he . 
straps and motor shell, pre- ‘A : aw gives maximum load bearing capability and is easy to 
oodg sweep over os there are no sharp edges to trap dirt or 
trip on. Individually packaged in all popular lengths, 
unit and well casing. complete with screws and instructions for installing. 





vent corrosion between pump 


Rigid cast pump base -pre- 
ee, WRITE OR PHONE FOR PRICE LIST 


wee re WEATHERSTRIP & CALKING CORP. Phone 
Shrink-fitted stainless steel 2050° W. 59th St., Chicago 36, Ill. PRospect 8-5000 
aes Se oe Want more facts? Circle 225, p. 107 
some set screw. Assures pos- 

itive drive, yet allows easy 


ceeoeemeamms | MOST PROFITABLE SASH CORD 
] 
Quality features like these make Red YOU CAN SELL - 


Jacket “Submerga’” Pumps easy to a! SPOT-CORD®—Solid braided, smooth finished, 
sell. These same features reduce cost- | finest quality cotton, guaranteed free from imper- 
ly service calls and make every pump fections. Longest wearing sash cord made. 

installation a profitable one. 


Red Jacket “Submerga’” Pumps if SPOT-CORD 


are available in sizes with the proper § j BAGGED to keep it clean TAGGED to tell how to 
motor horsepower to meet any Ca- replace sash cord 


pacity or pumping depth require- | SAMSON CORDAGE WORKS, BOSTON, MASS. 
ment of home or farm. 
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For complete details call your 


Red Jacket distributor today! 
SELL RED JACKET—IT BUILDS YOUR BUSINESS 





Complete line includes: Jet Pump Water 
Systems (Shallow Well and Convertible 


Shallow and Deep Well), Reciprocating H : SURFACES = 


Pumps (Shallow and Deep Weil), Sump 
Pumps, Centrifugal Pumps, Hand and Excellent for plastics, 
Windmill Pumps, Water System Acces- masonite, formica, wood, 


sories, and Water Conditioners. é: 
AED JACKET 2 fiberglass, and soft metals. 


RED JACKET 


MANUFACTURING CO. }. | Feces 
a TEC IMPORTS 


Davenport, iowa 


15001 -O3 CALIFA, VAN ‘NuYS. CALIFORNIA 
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HARDWARE AGE 


50) Year Club 
* 
WALTER S. STILES, 
chairman of the board, ee 


Morley-Murphy Co., Green oe . 

Bay, Wis. wholesaler, (7 CHEM CLEAN 
started with Morley- a a 

Murphy in 1909. For a as : 

short while he traveled in ss ae MA! LS 
Wisconsin and upper 2 ae 

Michigan as the company’s — 4 | 

first specialty salesman. 
He then moved into the i Nails that are cleaner, drive easier, 
office to become manager 7 4 

of a newly created depart- [ee i and hold better are the nails that 
ment. Under his guidance, _ ere ai tradesmen and do-it-yourselfers 
additional items were added to the general and demand. That’s why — time after 
heavy hardware departments. Later he became as- 
sistant general manager. In 1915 Mr. Stiles was the dealer who stocks Sterling 

elected to the board of directors; in 1925, secre- CHEM-CLEAN Nails. Why not 

tary; vice-president in 1927; and president in 

August 1943, a position he held until 1953 when get better sales results from your ney VS 
he became chairman of the board. Mr. Stiles’ three nail department? Order Sterling eonneneees 
sons are associated with him at Morley-Murphy. Nails . . . the nails that have cleaner MARS «0 
They are: John §S. Stiles, president-treasurer; S. L. surfaces and sharper points be- 25, 5O US. 
Stiles, vice-president; and R. M. Stiles, manager BULK 

of the Wausau Wisconsin branch. 


time — these customers return to 


cause they are given an exclusive 
CHEM-CLEAN vapor bath. 


s 
WILLIAM L. WYATT, HERE’S ANOTHER 


former president of Job P. eo eee STERLING PROFIT MAKER 
Wyatt & Sons Co., Raleigh, om 


N. C. wholesaler, started = : a see 5 STERLING “EXTRA LINE” 


with the company after his ‘ ie ncae! gomets 

. : oo An extra line wire running 
graduation from Wake - | a : horizontally at intervals pro- 
Forest in 1905. In 1911 he = es vides greater strength ... 
was elected president of ~~ & 4 sheet eliminates sagging and bag- 

Z : Bi i, ging. Here’s long-life protec- 

the firm, and has held this — pose , tion for customers . . . better 
position for the past 49 %: - j 4 value for their dollar. i” and 
years. Mr. Wyatt has been : . et eee 
a member of the board of : 
deacons of the First Bap- 
tist Church for 40 years , 
and has been chairman for two years. He is a 
past president of the Raleigh Rotary Club and _ FENCE 
Chamber of Commerce. He is a member of the & — : NORTHWESTERN 
Farm Equipment Wholesalers’ Assn., and the Na- | eawvanzeo | ie ee 
tional and Southern Hardware Associations. Mr.  gome: 
Wyatt has been on the Wake Forest Board of 
Trustees for 25 years. 


Sterling, Illinois 
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Read it in HARDWARE 


NEWS OF 


HARDWARE AGE FOR 








News About Dealers: H. P. Morgan Retires 
From Firm He Founded; Son Succeeds Him 





Akron, Ohio—Henry P. 
Morgan, president of Mor- 
GAN HARDWARE Co., has re- 
tired as head of the concern 
he founded. Mr. Morgan, 80, 
plans to serve in an advisory 
capacity only. Charles K. 
Morgan, his son, succeeds 
him as president. Ruth E. 
Morgan, his daughter, is sec- 
retary-treasurer. When H. 
P. Morgan was 21 he joined 
the W. Bingham Co., and 
later was associated with the 
Hardware & Supply Co. In 
1916 he acquired an interest 
in the Harter-Milar Hard- 
ware Co., and the following 
year the present building 
was erected on Bowery St. 
The firm became known as 
Morgan Hardware in 1936. 


Santa Rosa, Calif. — Paul 
Henning has _ joined his 
brother Robert Henning as a 





Robert Wyatt Elected 
Head of Wyatt & Sons 


Job P. Wyatt & Sons Co., 
Raleigh, N. C., wholesaler, 
has changed its official fam- 
ily. 

William L. Wyatt, presi- 
dent, has retired. Mr. Wyatt’s 
election to the Hardware Age 
50-Year Club is announced 
on page 167. 

Marion F. Wyatt, trea- 
surer, retired after 48 years 
with the company. 

The new officers, as of Jan. 
1, are: 

President, Robert J. Wyatt, 
formerly first vice-president 
and sales manager. 

Vice-president, William L. 
Wyatt, Jr., formerly second 
vice-president. 

Vice - president, Robert J. 
Wyatt, Jr., formerly secre- 
tary. 

Treasurer, Sam A. Jones, 
formerly assistant secretary 
and treasurer. 

Secretary, 
Wheeler. 


Kirby L. 
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partner in the SANTA ROSA 
HARDWARE. Pat Malone, for- 
merly a partner in the store 
with Robert Henning, has 
sold his interest. 


Parsons, Kans.—Dale Hart 
and Gilbert Crooks have pur- 
chased the GEORGE E. DALEY 
HARDWARE store. The busi- 
ness will continue in the 
same location and under the 
same name for the present. 
Both men have been associ- 
ated with other hardware 
stores. 





Hubert Groves Made 
Plumb Sales Manager 


Hubert Groves has been 
appointed general sales man- 
ager of Fayette R. Plumb, 
Inc., Philadelphia, and its 


HUBERT GROVES 


subsidiaries. Delta File 
Works, Inc., and Graham 
Rotary File & Tool Corp. 

It was also announced that 
Frank L. Campbell, former 
Plumb executive vice-presi- 
dent, will temporarily return 
from retirement to handle a 
special assignment. 

Mr. Groves has been asso- 
ciated with Plumb for 18 
years. Prior to his new as- 
signment, he was district 
manager for the company in 
the southwestern states. 

He is a past-president of 
the Texas Hardware Boost- 
ers’ Club. 


14, 1960 


WILLIAM L. PARCELL 


Ridge Tool Elects 
William L. Parcell 


William L. Parcell has 
been elected executive vice- 
president of Ridge Tool Co., 
Elyria, Ohio. R. D. Fye is 
now sales manager and H. L. 
Palmer is assistant sales 
manager and _ advertising 
manager. 

Mr. Parcell was vice-presi- 


dent and director of sales. He 
joined the company 24 years 
ago and was elected vice- 
president in 1955. 

Mr. Fye, former Atlanta, 
Ga., salesman for the com- 
pany, joined Ridge Tool in 
1934. 

Mr. Palmer joined the com- 
pany in 1956 to assist Mr. 
Parcell in sales and adver- 
tising. 





Almon H. Fogg Co. Celebrates 100 Years 
Of Service in Houlton, Maine, Market 


In 1959, a century of con- 


tinuous hardware business 
was recorded for one of the 
oldest firms in Aroostook 
County, Maine. Almon H. 
Fogg Co. begins its second 
100 years. 

Fogg Hardware’s first cen- 
tury of progress was marked 
by the publication of a book- 
let which reviewed, in word 
and picture, the company’s 
growth. 

In 1858, Almon H. Fogg 
arrived in Houlton. Mr. 
Fogg, then 23 years old, with 
Augustus N. Pierce organ- 
ized the firm. 

Mr. Fogg bought a small 
grocery store at the corner 
of Main and Mechanic Sts. 
The business has been con- 
ducted from this location for 
100 years, with the single in- 
terruption of one year, 1902, 
when the original building 
was destroyed by fire. 

In 1866 Mr. Pierce died. 


Mr. Pierce’s interest in the 
firm was purchased by his 
brother, Clarence H. 

In 1902 the Almon H. Fogg 
Co. was incorporated. Mr. 
Fogg was president. Clar- 
ence H. Pierce was treasurer. 
Mr. Fogg died in 1908. Mr. 
Pierce was elected president. 
Mr. Pierce died in 1933. His 
son, James M. Pierce, was 
elected president. 

The 1902 fire wiped out 
nearly a third of the build- 
ings in Houlton. Fogg Hard- 
ware was back in business 
the following day. Tempo- 
rary headquarters were set 
up and plans made for a 
modern, three-story brick 
building on the site of the 
original store. The store has 
been modernized over the 
years. 

The Fogg company also 
has a wholesale operation, 
serving about 100 hardware, 

(Continued on page 173) 
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RALPH T. JOHNSON 


Lee Hardware Elects 
Johnson as Treasurer 


Ralph T. Johnson has been 
elected treasurer of Lee 
Hardware Co., Salina, Kan. 
wholesaler, succeeding the 
late Bruce H. Baker. Mr. 
Johnson has been with the 
firm almost 35 years. 

Harl C. Zimmerman, for- 
mer manager of the plumb- 
ing and heating department, 
succeeds Mr. Johnson as sec- 
retary. Mr. Zimmerman has 
been with Lee for 26 years. 

Ernest Hanzlicek, a buyer 
in the hardware department, 
has been elected to fill the 
vacancy on the board of di- 
rectors, caused by Mr. Bak- 
er’s death. 


Pennsylvania Mower 
Names Sales Manager 


John S. Buckley has been 
appointed sales manager of 
the Pennsylvania Power 


JOHN 8. BUCKLEY 


HARL C. ZIMMERMAN 


ERNEST HANZLICEK 





Mower Div., American Chain 
& Cable Co., Exeter, Pa. 

Mr. Buckley joined the di- 
vision in July, 1959 as as- 
sistant sales manager and 
was previously vice-president 
of John H. Graham & Co., 
New York, N. Y. 

He succeeds A. M. Tinker, 
who has retired. 


Hibbard Buys Control 
of Buhi in Detroit 


The stock holdings of the 
Buhl family in Buhl Sons 
Co., Detroit wholesaler, have 
been sold to Hibbard, Spen- 
cer, Bartlett & Co., Evans- 
ton, Ill. 

It is understood that the 
Buhl family interests repre- 
sented a substantial majority 
of the firm’s stock. 

Hibbard has also offered 
to buy remaining stock of 
Buhl Sons Co. at the same 
price paid for the shares held 
by the Buhl family. 


Shapleigh Hardware Goes Out of Business 


Following Third Ownership in Five Years 


Shapleigh Hardware Co., 
117-year old wholesaler at 
St. Louis, Mo., went out of 
business on Jan. 4. An- 
nouncement that this well- 
known firm would close its 
doors permanently was made 
to employees late that day. 

Shapleigh has been reduc- 
ing inventory for some time, 
and the trade has been spec- 
ulating on the future of the 
firm. 

It is estimated that an in- 
ventory of approximately 
$1,500,000 remained on Jan. 





Union Fork Appoints 
William P. Gillespie 


William P. Gillespie has 
been appointed vice-president 
and director of sales of 
Union Fork & Hoe Co., Co- 
lumbus, Ohio, according to 
an announcement by Stuart 
H. Lane, president. 

Mr. Gillespie was sales 
vice-president of Fayette R. 
Plumb, Inc. Before that he 


WILLIAM P. GILLESPIE 


served 19 years with Henry 
Disston & Sons, Inc. 

Mr. Gillespie will direct 
the marketing activities of 
Union and its subsidiaries. 
These companies are now en- 
gaged in an extensive devel- 
opment program which in- 
cludes diversification into 
new lines for home, farm and 
industry. 


4. Disposition of this final 
inventory was not an- 
nounced. 

A number of wholesalers 
in the mid-America market 
immediately began soliciting 
Shapleigh retail accounts. 
Several program wholesalers 
have been especially active 
in signing-up the higher vol- 
ume Keen Kutter stores. 

The closing of the Shap- 
leigh warehouse marks the 
conclusion of a number of 
changes in ownership that 
began in 1955. At the end of 
that year, control was ac- 
quired by Harold C. Schott 
& Associates, Cleveland. 


Canadian firm takes over 

The Schott group sold con- 
trolling interest in October, 
1956, to Gordon & Belyea, 
Ltd., Vancouver, Canada, 
wholesale firm. Schott & As- 
sociates retained approxi- 
mately 20 percent interest. 
Shortly after this transaction 
the last active member of 
the Shapleigh family in the 
business resigned. 

While no announcement 
has been made, it is under- 
stood that Fred C. Johnson, 
president, ceased being ac- 
tive early last December. 

Details of the future of 
the corporation are not 
known at press time. It is 
expected that the corporate 
structure may be maintained 
for various reasons but not 
to conduct a hardware busi- 
ness. 

A meeting of the directors 
of Shapleigh has been sched- 
uled for mid-January in Min- 
neapolis to settle details of 
the liquidation. 


Spring Firm Renamed 


Select - A- Spring Corp. is 
the new name under which 
Admiral Spring & Mfg. Co. 
has been incorporated. This 
trade name has been closely 
associated with the Admiral 
line of spring assortments. 
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‘Popular Homecraft’’ and 
‘Home Craftsman”’ are the 
nation’s leading publications 

in the do-it-yourself field. 

Both feature home workshop 
projects with photographs, plans 
and blueprints—and a host of 
money-saving tips on home 
improvement. Regular 
subscription—$3.20 a year. 





Weller pre-sells for you 
nationally and locally 
Identify your store with Weller Tools. You'll ride the crest of this great Ori fh 


he Satu 


rday | " ening 


promotion and cash in on Weller’s national and local advertising. 28 million 
people will be pre-sold during this big spring campaign. Be sure you get 
your share of this business. 





27 SUNDAY | POPULAR | POPULAR | MECHANIX 
LIFE |}PosT NEWSPAPERS | MECHANICS | SCIENCE | ILLUSTRATED 





FEBRUARY xX 





MARCH xX 


APRIL 30th] 10th X X plus full color 
PENNANTS, COUNTER CARDS AND DEALER ADS 0n this spe- 


ads in 27 
cial Weller promotion will be included in your IRHA Hardware Week store 


display kit. Sunday 
WINDOW DISPLAY SERVICE. Weller joins with Popular Mechanics Newspapers 


to help you build sales from your windows. 






































ardware Week Promotion! 


OFFER YOUR CUSTOMERS THIS 


3 


24 0 


SAVING 


1 year subscription to BOTH of these magazines 


with purchase of any of these 


SOLDERING GUN 


The famous Weller professional type 
250-watt gun. Tip heats instantly—no 
waiting. Twin spotlights. Tip has long 
reach—gets into difficult $1995 
places. Model 8250A. list 


Both magazine subscriptions included. 


‘POWER SANDER 


Big 25 sq. in. sanding surface and 
14,400 strokes a minute get jobs done 
fast. Straight line action never bucks 
or twists. Easy sandpaper $1695 
replacement. Model 700. list 


Both magazine subscriptions included. 


SABRE SAW 


7 power saws in 1. Makes all kinds of 
cuts. Strain-relief design prevents blade 
breakage. Lubricated for life. Hammer- 
tone finish aluminum $1995 
housing. Model 800. list 


Both magazine subscriptions included. 


YOU GET YOUR FULL PROFIT ON EACH TOOL 


The $3.20 magazine subscription offer is effective on retail sales of these Weller Tools until June 15, 1960. 
All orders from dealers must be placed by April 15, 1960. Stock up now from your Weller Wholesaler. 


Weller Electric Corporation 


601 Stone’s Crossing Rd. 


Easton, Pa. Circle 229, p. 107 





KLEENCUT 


Nothing Close At Even Twice The Price! 


CHECK THESE FEATURES 


* Sells on sight . . . impulse-packed blister card 
* Handsome design . . . decorative fashion colors 
* Ni-carbed cutters .. . give years of service 
* Easy to install... mounting screw in blister 
* Terrific value . . . low 98c retail price 
. * % Precision made. . . fully guaranteed 
¥ Individually 


weal Me auc Poruar cours... 


nen ark WHITE © TURQUOISE © YELLOW e RED 


Sia i. = ORDER FROM YOUR JOBBER OR WRITE 


GUARANTEED BY 
THE ACME area R comnnny 


RRit ,EP gy 


HE WORLD ‘< 


Want more facts? Circle 230, p. 107 


BAL || Miracle HAND 
PUMP 
a i RC Li A new portable tool with many home, U commercial, 


automotive, aviation and marine uses. An easy Starting 

JUST A free-flow pump that handles gasoline, oils, alkali, acids, 

the perforated board fixture SQUEEZE gases and suspended solids. Also acts as manually-started 
DOES siphon. Made of specially compounded vinyl. Trouble 

| that’ S WAYS free operation assured by sensational new design, patent 


IT pending rapid flow valves. 
BETTER Sells fast at $3.98 retail. 


. Individually boxed: 12 boxes per 10 Ib. shipping car- 
Brings new profits to ton. Dealers: if your wholesaler cannot supply, write 
hardware dealers. Ask direct for dealer discount, giving wholesaler’s name. 
your Hardware Whole- Wholesalers: you are protected — write for discounts. 


saler about it! . RYCHLIK ENTERPRISES, INC. 


PERCLIP ALLAN MANUFACTURING CO. 2817 W. Broward Blvd. © Fort Lauderdale, Fla. 
325 Duffy Ave. ——— 
DIVISION | Hicksville, N. Y. > 


Want more facts? Circle 201, p. 107 | Want more facts? Circle 231, p. 107 





MEANS QUALITY 


MAYES BROTHERS TOOL MANUFACTURING COMPANY JC ON CITY: TENNESSEE 


Want more facts? Circle 232, p. 107 
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Fogg Marks 100 Years 
Of Business in Maine 


(Continued from page 168) 


building material, sporting 
goods and general stores in 
Aroostook, Northern Penob- 
scot and Washington coun- 
ties. A concrete and steel 
warehouse, 60 x 200 ft, was 
built in 1949. 

Present officers and their 
length of service are: James 
M. Pierce, president, 26 
years; Percy H. Campbell, 
elected vice-president in 1939, 
34 years; Clarence J. Lee, 
elected treasurer in 1939, 29 
years; and Francis M. Pierce, 
grandson of Clarence UH. 
Pierce, elected secretary in 
1948, 17 years of service. 

The company held an open 
house and an anniversary 


News of the Trade 


iaries of the two parent com- 
panies are included in the 
merger. 

H. Braith Davis was elect- 
ed board chairman of the 
new corporation. G. R. Seid- 
litz is its first president. 
Other officers elected are: A. 
L. Smith, executive vice-pres- 
ident; C. N. Seidlitz, Jr., ex- 
ecutive vice-president; W. P. 
Marsh, treasurer; and J. L. 
Hall, secretary. 


Attention, makers of 
lawn and garden lines 


The 2nd annual edition of 
the HARDWARE AGE Co-Op- 
erative Advertising Direc- 
tory for lawn and garden 
lines is being prepared for 
publication in the Feb. 11 
issue. 


Questionnaires have been 
mailed to manufacturers of 
outdoor lines requesting 
statements on co-op ad policy 
for dealers. If you have not 
received your questionnaire 
or have neglected to return 
it, please send the informa- 
tion to HARDWARE AGE right 
away. 
Every effort will be made 

include the name and 
policy of every manufac- 
turer of outdoor products 
who has ad dollars to share 
with hardware dealers. 


party marking its first 100 
years. 


Two Paint Firms Form 
Consolidated Coatings 


H. B. Davis Co., Baltimore, 
Md., and Seidlitz Paint & 
Varnish Co., Kansas City, 
Mo., have consolidated into 
a corporation called Consoli- 
dated Coatings & Chemicals, to 
Inc. Headquarters for the 
newly-formed corporation is 
in Kansas City, Mo. 

Four wholly-owned subsid- 





news in brief of 


MANUFACTURERS AGENTS 


@ James F. Prushankin, Glenside, Pa.—James F. Prushan- 
kin has organized his own agency with headquarters at 
632 Laverock Rd. He recently resigned as general sales 
manager of Franklin Metal & Rubber Co. but will continue 
to represent the firm in his area. Mr. Prushankin, who 
has had 10 years’ experience in agency work, will cover 
eastern Pennsylvania, S. Jersey, Maryland and District 
of Columbia for household specialties, rubber 
plumbing supplies and garden hose accessories. 


@ March Sales, Burlingame, Calif—Osgood & Howell has 


changed the name of the company to March Sales. There 
is no change in ownership or management of the firm 
which covers northern California and western Nevada. 


@ Anchor Div., Stratton & Terstegge Co., Louisville, Ky.— 
New York City and Long Island area to George Duetsch 
and Associates, New York City, for Hart fireplace fixtures 
and lawn furniture lines. 


@ Johr H. Graham & Co., Inc., New York City—Part of 
New York City and all of Long Island, New York, to 
Charles E. Holden. 


@ Hildreth-Baker, Boston—Thomas A. Hilson has joined 
the firm to work in the field doing missionary and detail 
work at the retail level. 


@ Deardorff & Lake, Chicago—Art Deardorff and Dick Lake 
have organized an agency to represent manufacturers in 
the Midwest from headquarters at 6835 W. Higgins Ave. 


goods, 





IDEAL BRASS WORKS. INC, 25° &4ST 5TH STREET, ST. PAUL 1, MINNESOTA 
y ° 


N) 


Heavy Duty Closer 
tor heavier doors 
‘ep 


\ 


) 


Unique internal oil cartridge gives Ideal door closers lifetime lubrication. Cylinder 


with neoprene “O” Ring under constant pressure assures precision air control. Heavy 
Duty Closer provides action of hydraulic closer without the danger of leakage—“no 
bounce” closing. Internal shock absorber checks door at 90°. Positive locking device 


holds door open. Standard closers have fast latching feature. All Ideal closers avail- 
able with or without protector chains. Inswinging brackets available. Ask your hard- 


ware supplier for catalog sheets and prices. 
LATCHES ¢ OILITE BEARING HINGES © CLOSERS CHAINS © SASH ADJUSTORS © PUSH BARS QUIKI WINDOW CONTROLS 


lubricated for 10 years 


closers for storm and 
combination doors 


* 
Want more facts? Circle 233, p. 107 
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—————————News of the Trade 
brief reports of 


MANUFACTURERS SALESMEN 


@ Skil Corp., Chicago—Six men have been appointed to 
newly-created posts of district manager. They are: Christo- 
pher Herbst from New York representative to northeast 
district with New York City headquarters; John E. Cum- 
berland from Baltimore representative to southern district 
from New Orleans; Wallace M. DeLong from Skil sales 
organization to Great Lakes district based in Cleveland; 
Paul F. Boehne from Chicago representative to north 
central district from Chicago; Stanley F. Morgan from 
Des Moines branch manager to south central district with 
Des Moines headquarters; Anthony W. Frewen from Los 
Angeles representative to western district from Los An- 
geles offices. 





FO 


Off 


More customers too! 


WITH THE NEW PERMANENT 


Skule Dusi-ban Filters 


@ Deming Co., Salem, Ohio—Frank J. Canale to Louisiana, 
southern Mississippi, Alabama and western Florida; Paul 
D. Hill, Jr., to New York and western Vermont from Syra- 
cuse; Robert G. Milliken from Polson Implement Co. to 
Washington, Oregon, Idaho and Wyoming; Grant B. Roman 
to western Arkansas, Oklahoma and the Texas panhandle 
with headquarters in Oklahoma City. 

auag fi tits gage @ Bolens Products Div., Food Machinery & Chemical Corp., 
Port Washington, Wis.—J. W. Mahlstedt from Mall Tool 


~siogy Filter ‘| g5 


These new low-cost, perma- 
nent electrostatic filters are 
completely washable and 
never need oiling. Each is 
framed in zinc-coated steel 
for rugged, rust-resistant 
wear. The electrostatic action 
of the Skuttle DusT-ban Filters 
guarantees removal of dust, 
dirt, and pollen particles, but 
allows the free flow of air 
for maximum heating or cool- 
ing efficiency. A FREE Filter 
Gage to each customer pur- 
chasing 2 DusT-ban Filters or 
$1 cost with 1 filter. 

4 popular sizes. $4.95 ea. 


VAPOGLAS PLATES 


SKUTTLE PATENTED VAPOGLAS PLATES. These 
plates are made of compressed pure sglass 
wool. They are porous (taking up to as much 
as 70% more water per pound than ordinary 
filter plates) and resist clogging longer. Avail- 
able in packages of 5. 


MODEL 711 HUMIDIFIER 


This highly efficient, counter-balanced 
low-priced unit requires one installa- 
tion, one adjustment. It is shipped 
completely assembled with 5 Vapo- 
glas plates, stainless steel plate rack 
and copper tubing. The Model 711 is 
compact, easily installed, trouble-free 
and is self compensating for all 
water pressures. 


Write today for complete 
information and prices. 


= : 


MANUFACTURING CO. 
MILFORD, MICHIGAN 


IN CANADA: WAIT-SKUTTLE CO., OAKVILLE, ONT. 
Want more facts? Circle 234, p. 107 
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Co. to district sales manager in New York state; Fred S. 
Baker from the western parts of New York to the New 
England district; R. T. Robb from western parts of New 
York to the northern Ohio district. 


@ American Screen Products Co., Chatsworth, Ill.—Jack 





Kalabza to New York, New Jersey, Maryland, Delaware, 


Washington, D. C.. 


eastern 


Pennsylvania and Fairfax 


county in Virginia for the Homeshield line. 


@ Anchor Div., Stratton & Terstegge Co., Louisville, Ky. — 
M. Schiff to Michigan for the company’s lines of Hart fire- 
place fixtures and lawn and garden furniture. 





WALTER MOLL 


Hardware Dealer Begins 
Term as Councilman 


Here is a hardware dealer 
with an unusual distinction. 

He is a city councilman in 
Evansville, Ind. Many hard- 
ware dealers have been coun- 
cilmen, but this dealer is the 
only Republican councilman 
in Evansville, a stronghold 
of the Democrat party. 

This dealer is Walter Moll, 
partner in Moll Bros. Hard- 
ware. He began a four-year 
term on Jan. 1. 


Ruberoid Names Hall 
General Sales Manager 


Joseph G. Hall has been 
promoted to general sales 
manager of the Ruberoid 
Co., New York, N. Y. Rhys 
L. Stanger was named as- 
sistant general sales man- 
ager. 

Mr. Hall was assistant 
general sales manager of 
Ruberoid. He joined the firm 
in 1950. 

Mr. Stanger was appointed 
manager of Ruberoid’s as- 
phalt and asbestos products 
sales earlier this year and he 
will continue to hold that 
post. 


Lenox Plastics Names 
Merchandising Manager 
Robert W. Shull has been 


named merchandising man- 
ager of Lenox Plastics, Inc., 
St. Louis, Mo. 

Mr. Shull was advertising 
and promotion manager for 
A. G. Spalding & Bros., Chi- 
copee, Mass. 








Sell the Tools Preferred by Do-It-Yourself and Industry! 








Sales results prove that Arrow Staple 
Guns are the most profitable to handle 
. because they're so much in demand 

for so many varied fastening uses in 

the home and industry! Put these pre- 

ferred Arrow tools to work for you! 

Watch them build multiple sales when 

displayed and demonstrated for faster, No. JT-21 

“a easier application of related building JUNIOR STAPLE GUN 

HEAVY DUTY ~~ materials! Arrow’s consistently hard- ¢ For light household fastening jobs. 
STAPLE GUN hitting program of National Advertising * Handle locks in place for easy carrying. 


° ideo! La do-it-yourselfers; fastens and Publicity is constantly pre-selling - Loads a 5-21 a ag = 5/16" staples. 
ae bar - « ceiling tile, insulation, our pr , ~ ay gg nema ‘te. ors; mokes perfect 
olstery, ete. y prospects: gi sew 


@ Takes 6 staple sizes: 1/4”, 5/16", 3/8”, 1/2”, 
9/16" and CEILTILE staple for ceiling tile. 
For Special Use in T-50 Staple Gun 


ARROW’S CEILTILE® STAPLES! 
ESPECIALLY DESIGNED FOR FASTENING CEILING TILE 
@ Unique leg design drives fiush, holds tight 
@ Flange is never fractured . . . CEILTILE penetrates perfectly! 
@ Special cement coating provides tremendous holding power! 
Tested and Approved by Major Ceiling Tile Manvfacturers: 
Geese WIRE ATTACHMENT SCREEN ATTACHMENT 


sneuure 206 other leadeng Tanutacturers 


INDIVIDUALLY PRE-PACKAGED ON COLORFUL, SKIN-PACK, PILFER-PROOF 
SOLD ONLY THROUGH THE TRADE 
DISPLAY CARDS FOR FAST TURNOVER AND EASY SELF-SERVICE SALES! 


) ARROW FRSTENER COMPANY. INC 
ileal 


One Junius Street, Brooklyn 12, N. Y. Pioneers and Pacesetters for over a Quarter Century 
Want more facts? Circle 235, p. 107 





the BIG name 
in Gun Cleaning 





: hi 4a 
Twenty-eight million cat owners in DE LUXE 
U.S. offer you a BIG PROFIT oppor- 
tunity. Kitty Litter is nationally ad- 
vertised and already in demand! Stock 
up and cash-in locally. 


AVAILABLE THROUGH 
YOUR DISTRIBUTOR Pason caaneiiian Py 
gts um 


Sell on Sight! 


Display Them on Your Counter 


Everything a man (or woman) needs to keep his guns in 


| prime condition . . . famous Hoppe’s No. 9 Solvent, oil, 
+ z cing patches, wipers, ‘nylon bristle brush, cleaning rod, 
4 





=a 3 instructions! All in a beautiful redwood chest (Deluxe 
$3.75 retail) . . . or in a sturdy green-enameled steel 

: tote box (Utility: $3.00 retail). Fast movers the year 
¢, Fully Gright Plated round ... “naturals” for gifts! Display 


* Extends to 9%” them and watch them go! 


« Trucks mounted on “UTILITY” 
Live Rubber Cushions ' FRANK A. HOPPE, INC. 


2314-A N. 8th St. 
Phila. 33, Pa. 


Check this low priced nation-wide promotion ball bearing ASK YOUR 
skate. One of a complete line of sidewalk roller skates, from a , JOBBER 
beginners’ WHIZZER to deluxe Speed King SILENT EIGHT. = . 


Distributed through hardware and toy jobbers from coast to coast FOR HOPPE’S | 


HUSTLER CORPORATION sreruine, wiinois 


Want more facts? Circle 237, p. 107 more facts? Circle 238, p. 107 
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Worthington Merges 
Sales With Jacobsen 


Sales of the Worthington 
Mower Co., a subsidiary of 
Jacobsen Mfg. Co., Racine, 
Wis., have been consolidated 
with the parent company un- 
der the direction of Charles 
A. Livesey, Jacobsen sales 
vice-president. 

Worthington, a 
producer of 
grass 


leading 
large acreage 
mowing equipment, 


ORVILLE R. LAWSON 


will continue to manufacture 
its products in Stroudsburg, 
Pa., under the supervision of 
H. G. Sanborn, Jr., general 
manager. 

The Jacobsen sales depart- 
ment has been reorganized 
and new divisions have been 
created for consumer and 
commercial products. 

Orville R. Lawson has been 
named general sales manager 
of the company. He was 
eastern division sales man- 
ager and has been with the 
firm 34 years. 

John W. Reihman, sales- 
man in southeastern New 
York, has been appointed 
field sales manager. 

Frank C. Ranney, western 
division sales manager, has 
been named to the newly- 
created position of consumer 
products manager. 


News of the Trade 





OBITUARIES 


F. Marsena Butts 


F. Marsena Butts, presi- 
dent and treasurer of Butts 
& Ordway Co., industrial 
supply distributor in Cam- 
bridge, Mass., died suddenly 
on Jan. 1. Mr. Butts was 
president in 1947-48 of the 
National Industrial Distribu- 
tors’ Assn., and has con- 
tinued on its advisory board. 
Mr. Butts also was promi- 
nent on association commit- 
tees, including the joint edu- 
cational group. 


Errett M. Grable 


Errett M. Grable, 70, board 
chairman of Rubbermaid, 
Inc., died Dec. 28, at his 
home in Pittsburgh, Pa. Mr. 
Grable was president of 
Wear-Ever Aluminum from 
1942 to 1954, when he was 
elected president of Wear- 
Ever International. He re- 
signed this post in 1958. 


Dexter M. Ferry, Jr. 


Dexter M. Ferry, Jr., 87, 
board chairman of Ferry- 
Morse Seed Co., Detroit, died 
Dec. 6 in Grosse Pointe, 
Mich. He joined D. M. Ferry 
& Co. in 1900 and later was 
secretary, vice-president and 
president. He was elected 
president of the Ferry-Morse 
Seed Co. after a merger in 
1930. 


Stanley B. Smith 


Stanley B. Smith, 70, 
founder of the Orchard Sup- 
ply Hardware Co., Los Ga- 
tos, Calif., died Dec. 10 in a 
Palo Alto hospital. Mr. Smith 


founded the company in 1932 
and served as its general 
manager until he retired in 
1953. 


Charles C. Kenngott 


Charles C. Kenngott, 79, 
retired Lawrenceville, Pa., 
hardware firm operator, died 
Dec. 17 in St. Francis Hos- 
pital, Pittsburgh. Mr. Kenn- 
gott, who retired in 1947, op- 
erated the firm founded by 
his father 82 years ago. 


Bruce H. Baker 


Bruce H. Baker, 67, treas- 
urer of Lee Hardware Co., 
Salina, Kan., wholesaler, died 
recently:in Asbury Hospital. 
He had been with the firm 
40 years and was also man- 
ager of the company’s build- 
ers’ hardware department. 


Gertrude M. Clark 


Mrs. Gertrude M. Clark, 
73, owner of Clark Hardware 
Store, died Dec. 5 in Farren 
Memorial Hospital, Green- 
field, Mass. 


John T. O'Nan 


John T. O’Nan, 83, retired 
employe of Van Camp Hard- 
ware & Iron Co., died Nov. 
28 at his home in Indian- 
apolis, Ind. 


Henry H. Dauphinee, Jr. 


Henry H. Dauphinee, Jr., 
60, president of a hardware 
corporation with stores in 
Providence and Warwick, 
R. 1., died Dec. 13 at his 
home after a short illness. 


Kenneth Y. Craig 


Kenneth Y. Craig, 64, sec- 
retary and senior territory 
manager of Cory Corp., Chi- 
cago, died Dec. 15 at the 
Ambassador West Hotel, Chi- 
cago. He had been with the 
firm 21 years and was elected 
secretary in 1947. 





Dates Announced For 
Wholesalers’ Shows 


Wm. L. Blumberg 
Co., Brooklyn, N. Y. 
Open House and Gar- 
den Show, Feb. 21, at 
company offices, 1133 
Manhattan Ave. 


Janney, Semple, Hill 
& Co., Minneapolis, 
Minn., five Spring 
Dealer Shows in Feb- 
ruary at various loca- 
tions. Dates are: Feb. 
1-3, 8, 10, 12, and 15. 

Standard Wholesale 
Hardware Co., Chi- 
cago, Spring and Sum- 
mer Presentation. Feb. 
2, 3, and 7 at Pruden- 
tial Bldg., Randolph 
and Michigan Ave., 
Chicago. 


Worth Hardware Co., 
New York, N. Y. Deal- 
er Show, April 3 at 
New York Trade Show 
Bldg. 


Eagle Sales Co., Inc., 
Elizabeth, N. J., Dealer 
Show, Feb. 21-22 at 
Elizabeth-Carteret Ho- 
tel, Elizabeth, N. J. 


Dates of other wholesalers’ 
shows and conventions an- 
nounced previously are 
shown in the Convention 
Calendar beginning on page 
140. 














Hardware Wholesalers Builds a Fourth Addition to Warehouse 














Hardware Wholesalers, on 


Inc., Fort Wayne, Ind. 
wholesaler is now building 
the fourth addition to its 
warehouse. The original 
warehouse was built in 1948. 


The new section adds 52,-% 
000 sq ft to the one-story sige 
warehouse to a total of 194,-™ 


000 sq ft. 


Sales for the 1959 fiscal : 


year ran 40 percent ahead 
of 1958, according to Don 
Wolf, sales manager. 
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Lufkin Rale.Presents 1960 Plans at Annu 


& m 2°42 
2 se $ J 15. 
it a AE nage on, ee - ee P< 
4 y tig % ; BA * Be 
hy > ° j to pe : ox On ik, S @ 
uy “ Z re. “ x 
. 
% 4 od 


Seventy-four men, including representatives from four sales divisions, met at the annual sales conference, sponsored by Lufkin Rule Co., 
Dec. 12 to 17 at the home offices and factory in Saginaw, Mich. Several new products were presented at the meeting. Sales and adver- 
tising programs for 1960 were announced. 





LOUIS R. CHREIST, JR. 


South Bend Toy Elects 
Chreist as President 


Louis R. Chreist, Jr. has 
been elected president of 
South Bend Toy Mfg. Co., 
South Bend, Ind. He succeeds 
Robert W. Muessel, elected 
board chairman. 

Mr. Chreist, former execu- 
tive vice-president and trea- 
surer, has been with the com- 
pany for 29 years. 

Other newly-elected officers 
are David A. Metcalf, vice- 


president in charge of sales 
and merchandising; Hal 
Weiser, vice-president in 
charge of eastern operations, 
and Lee Patterson, secretary- 
treasurer. 


Janney, Semple, Hill 
Completes Warehouse 


Janney, Semple, Hill & Co., 
Minneapolis, has completed 
its move to the new ware- 
house in Hopkins, Minn. 

All operations have been 
transferred from the old 
Loop buildings to the new 
plant. 

The new address is 1600 
S. Second St., Hopkins, 
Minn. 


M. L. Fricchione Gets 
Toolkraft Sales Post 


M. Lee Fricchione has been 
appointed sales manager of 
Toolkraft Corp., Springfield, 
Mass. 

Mr. Fricchione joined the 
firm in 1955. 





Yankee Hardwaremen Elect Bernard Plaisted 


an 


Bernard Plaisted of the Amerock Corp. has been elected president 
of Yankee Hardwaremen. Front row, left to right are: Frank Regan, 
director; W. Frank Morrisey, treasurer; Mr. Plaisted: and Bruce 


Russell, vice-president. 


Directors on the back row, left to right 


are: Thomas B. Barret+. Royal Snell, Jack Hildreth, Robert Waterman 


and Alfred Le:. 


“What’s Ahead in The 60’s For Us” Is Theme 
of Pacific Coast Builders’ Hardware Meeting 


“What’s Ahead in the 60’s 
For Us” is the theme of the 
Pacific Coast meeting of the 
National Builders’ Hardware 
Assn. and the American So- 
ciety of Architectural Hard- 
ware Consultants. 

The meeting will be in 
Portland, Ore. The dates are 
May 15 through 17. The 
place, the new Sheraton Ho- 
tel in Lloyd Center. 

The Oregon Builders’ Hard- 
ware Club will be host. The 
club has invited builders’ 
hardwaremen throughout the 
country to attend the meet- 
ing. 


Committee chairman ap- 


pointed by James Tice, Tice 
Hardware Mfg. Co., general 
chairman, are: 

Assistant general chair- 
man, Frank Chown, Chown 
Hardware Co. 

Program, Robert Arthur, 
Oregon Builders’ Hardware. 

Reservations and registra- 
tion, Lawrence Cappa, L. J. 
Cappa & Associates. 

Finance, James Yoakum, 
Oregon & Washington Hard- 
ware Co. 

Entertainment, Jack Kruse, 
factory representative. 

Publicity, R. L. Rolfe, Ore- 
gon & Washington Hardware 
Co. 





Outdoor Living Display 
Award Program Is Set 


Efforts of hardware deal- 
ers and other retailers in 
promoting picnic and out- 
door living lines will be rec- 
ognized by the Outdoor Liv- 
ing Awards Program. 

The program was  an- 
nounced at the Housewares 
Show in Chicago this week 
by the Hamilton - Skotch 
Corp., New York. The first 
annual award will be made 
this spring. 

The program is “to cite 
individual retailers who have 
demonstrated ingenuity and 
creativity” in picnic and out- 
door living displays, Norman 
B. Orent, Hamilton-Skotch 
president, pointed out. The 
program is to encourage 
greater interest among deal- 
ers in displaying these lines. 

A number of categories 
will be set up, representing 
different types of retail es- 
tablishments selling picnic 
and outdoor living merchan- 


dise. Full details and entry 
dates will be announced by 
the Awards Committee. 
Members of the commit- 
tee, business publication edi- 
tors are: William Mortimer, 
Automotive Retailer; Ben 
Gordon, Chain Store Age; 
Frank X. Kiefer, Depart- 
ment Store Economist; Wil- 
liam A. Phair, Hardware 
Age; Robert Strauss, Home 
Furnishings Daily; Julian 
Elfenbein, Housewares Re- 
view; William Paddock, 
Sporting Goods Dealer. 


North & Judd Promotes 


Joseph L. Brindisi has 
been promoted to assistant 
general sales manager of 
North & Judd Mfg. Co., New 
Britain, Conn. George T. 
Post succeeds Mr. Brindisi as 
resident manager of the com- 
pany’s Buffalo office. Mr. 
Post was assistant to the 
sales manager of the general 
hardware division. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 

Representatives Wanted, etc. 
Set solid, maximum 50 words 

Each additional word 

Positions Wanted 

{Special Rate) set solid, maximum 
50 words 

Each additional word 


Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5°%/, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, payable to HARD- 
WARE AGE—Classified Section, not currency 
or stamps. 








REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 





MFRS. REPS. WANTED 


For hottest line of Aluminum Thresholds, 
Aluminum Hardware and Building Spe- 
cialties. 

Calling on Jobbers and Distributors only. 
Several choice territories now open. Reply 
stating full particulars. 


LUSTRE LINE PRODUCTS 
53 N. 2nd Street Philadelphia 6, Pa. 











MANUFACTURER'S REPRESENTATIVE 


WANTED—Salesmen now calling on independent hard- 
ware and variety stores with two or three non-conflict- 
ing lines. We off 49¢ 
and 98¢ 3 D on paints and a na- 
tionally advertised line of first quality popular priced 
paints on a commission basis. This merchandise has 
mass market appeal. Bvery store selling paints is a 

prospect. Write advising age, marital status, 
territory covered, how often you cover it and line now 


carried. Box A-21, e/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa 











PAINT BRUSH SALESMEN WANTED 


Several protected territories open for men 
now calling on Paint, Hardware and Lum- 
ber Dealers. Give all particulars first let- 
ter, all inquiries held strictly confidential. 


Write Majestic Brush Mfg. Corp. 
210 W. 29th St.. New York 1 








BEAT THE DISCOUNTERS 
AND MAKE MONEY 


Sell proven quality paint priced for full 
40% profit volume sales at $2.59-$4.99 re- 
tail. Our plan shows the independent 
dealer how to get back the business the 
discounter has pirated from him—with a 
40% profit—low investment—high turn- 
over setup. We guarantee exclusive label 
—quality paint and the advertising and 
promotion aids and know-how to build 
volume sales. Don’t miss the Spring Sea- 
son. Demand’s terrific—and we need 
salesmen. Commissions are low but high 
volume means high earnings. Exclusive 
territory guaranteed. Sidelines acceptable. 
Write today. 


Mr. Mort, Proctor Paint Mfrs. 
Box #C 191, Yonkers, N. Y. 











REPRESENTATIVES WANTED 


EXCELLENT LINE for sales representa- 
tives calling on the retail trade in hard- 
ware, department, variety and chain 
stores. Item has excellent repeat business! 
‘Good commissions. Write, giving territory 
and background. 


Midwest Plastics Incorporated 
208 Bates Avenue St. Paul 6, Minn. 

















FACTORY REPRESENTATIVE WANTED 
—All territories open—New Scientific, Non-Acid, 
Non-Caustic Septic Tank and Cesspool Cleaner 
for sale to Hardware Distributors and Retailers, 
also to Plumbing Supply Houses. Sold with 
Money Back Guarantee. Excellent commission 
arrangement. Du-Mor Products, Inc., 20 West 
22nd Street, New York 10, New York. 





REPRESENTATIVES WANTED for whole- 
sale and Retail accounts to sell patented Utility 

ook. Commissions high and steady. Not a line 
but a single item that is new, different and 
highly saleable. Write today for sample and de- 
tails. Handell Hook Company, 8811 Garfield 
Blivd., Cleveland 25, Ohio. 





LONG ESTABLISHED MANUFACTURER 
of competitive line of Electric Cord Sets, Wiring 
Devices and Specialties selling to all type of Job- 
bers seeks experienced Representative with a fol- 
lowing. Write, in confidence, territory covered, 
lines carried, type of accounts called on. Box 
1206, c/o Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 





SALES REPS WANTED BY MANUFAC- 
TURER, of switch plates, plastic towel rings, 
Stocking Dryers, Kit Chen Maid Napkin Holders 
and Bagel Slicers, Cookie Jars, Ice Buckets, Food 
Containers, Kiddie High Heel Shoes, Sea Life 
Pictures, Imbedded Sea Life in Plastic, Mosaic 
Kits, Ornamental Placques for walls and many 
other items. Adele Lab Inc., P.O. Box 236, 
Miami 45, Florida. 





SALES REPRESENTATIVE — Master has 
added a line of furniture Casters for the hard- 
ware trade. We have openings for representa- 
tives in the following state: Ohio, N. Y., Penna., 
Md., D. C., Ind., Ky. Send full information to 
Melvin Rose, Master Manufacturing Co., 9200 
Inman Ave., Cleveland 5, Ohio 
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SALESMEN WANTED — Old established 
manufacturer of America’s finest line of lawn 
sprinklers, plant food and Fisherman’s Handi- 
Holder has territory open for salesmen calling on 
both retail and jobber accounts. Liberal commis- 
sion. Excellent opportunity for right man. Hub- 
bard Manufacturing Co., 2668 Territorial Road, 
St. Paul 14, Minn. 





SALESMEN, (2) ARE YOU IN A RUT? 
You may be able to secure a future and earn 
more money representing a wholesale distributor 
of major manufacturers of Floor Coverings. Ter- 
ritory of Eastern Penna. and Philadelphia avail- 
able. This is an opportunity for an aggressive 
persons in an expanding organization. Box A-22, 
c/o Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 





PAINT BRUSH SALESMEN—Full time or 
Side Line. Experienced men only with estab- 
lished following amongst Hardware and Paint 
dealers, Lumber Yards, Discount houses, etc. 
Complete line includes Promotional items, Pure 
Chinese Bristle, Nylons, Merchandising Aids and 
Displays. Top name brand Roller line also 
available. High commission and nus. Box 
A-20, c/o Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 





MANUFACTURER’S REPRESENTATIVES 
for a new fast-moving, easy-pick-up item used in 
homes, factories, offices, institutions. Retails at 
$1.00 with full jobber discounts. Excellent pro- 
motion. Shipped in display cartons. Many terri- 
tories open. Give all pertinent details. Sales 
Manager, Merchant & Evans Company, 2035 
Washington Ave., Philadelphia, Pa. 





SALESMAN WANTED FOR FAST SELL- 
ING Line of Residential type Mailboxes. (We do 
not make Rural type Mailbox.) Write Mailboxes, 
Inc., P.O. Box 365, Hampton, Va. 


WANTED PAINT BRUSH SALESMEN 


We are looking for several live wire salesmen to sell 
one of the leading lines of popular priced brushes. 
Must have following among Hardware, Paint, Build- 
ing Supply Stores and Lumber Yards. Protected ter- 
ritories. Full or side line. Write stating territories 
covered and references. 
Box A-16, c/o HARDWARE AGE 

Chestnut & 56th Sts., Philadelphia 39, Pa. 














_ REPRESENTATIVE WANTED. Associate 
in Ohio for low cost high quality sliding door 
hardware, thresholds, weatherstripping, closet rods 
with Pittsburgh, Pa. stock. Many established ac- 
counts to turn over to right representative. Have 
three other fast moving builders’ items. State 
lines now carried and territory covered. A. Stein 
Sales, 1311 Jefferson Hts. Rd., Pittsburgh 35, Pa. 


ENGLISH COMPANY 


with Nation wide representation and 
wide distribution of its products in 
the U.K. is interested in American 
Products suitable for sale through 
domestic stores, Hardware shops 
and similar outlets. 
Box A-!7, ¢/o HARDWARE AGE 
estnut & 56th Sts., Philadelphia 39, Pa. 

















REPRESENTATIVES 


Covering all phases of jobbers. Can render 
reliable aggressive service. We are national 
distributors with established actively oper- 
ating branch offices in New York, Phila- 
delphia, Detroit, Cleveland and Louisville. 
We carry the account or you can bill di- 
rect. Inquiries invited. Write ANCO Cor- 
poration, 7 Wood Street, Pittsburgh 22, Pa. 














WANT SALES RESULTS? We get them 
because we concentrate in Michigan, Ohio, Indi- 
ana. Will handle two additional lines-——oniy 
highest grade considered. Write Box A-10, c/o 
Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 





FACTORY REPRESENTATIVE INTER- 
ESTED in door locks, medicine cabinets and 
other builders hardware for the state of Wis- 
consin. Serviced this trade for 15 years. Box 
1230, c/o Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 





MANUFACTURERS REPRESENTATIVE 
PRESENTLY covering New York State servic- 
ing Heating and Plumbing, Automotive, Indus- 
trial and Hardware Jobbers seeks additional line 
from Prime Manufacturer. Box 1210, c/o Harp- 
waRE Ace, Chestnut & 56th Sts., Philadelphia 39, 
Pa. 





NEED REPRESENTATION IN NEW ENG- 
LAND? Four man sales force, established since 
1930, covers hardware, housewares, automotive, 
party and club plan, rack jobbers, super markets, 
jobbers, chains, department stores and large re- 
tailers. Can promote volume line. Inquiries in- 
vited from responsible manufacturers. Suite 314, 
43 Leon St., Boston 15, Mass. 





ACCOUNTS WANTED BUSINESS OPPORTUNITIES 





GT. BRITAIN 
IMPORTANT BRITISH COMPANY 
calling on the Wholesale Trade 
interested in 
EXCLUSIVE DISTRIBUTION OF 
HAND TOOLS AND HARDWARE 
Manufacturers only. 


Box 1229, ¢/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














WESTERN MASS., and 
EASTERN NEW YORK. have over 100 ac- 
tive accounts, hardware and paint stores, some 
jobbers and discount houses. ill accept 1 or 2 
established lines with high potential. Nill give 
ample time to prospecting. Fifteen years ex- 
perience in area. Box A-24, c/o Harpware 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 


CONNECTICUT, 





EXPORT OPPORTUNITY. British firm cf 
importers and distributors require additional lines 
consequent upon relaxation of import restrictions 
from North America. Suppliers of household and 
consumer goods of advanced design and/or novelty 
are invited to contact the Managing Director, 
gavin Products Ltd., 6, Haven Court, South- 
vourne Overcliff Drive, Bournemouth, England. 


——— = 


MANUFACTURERS REPRESENTATIVE 
COVERING Ohio and western Penna. servicing 
Industrial, Hardware, Heating and Plumbing 
jobbers seeking to represent one Prime Manufac- 
turer. Box A-13, c/o Harpware Ace, Chestnut 
& 56th Sts., Philadelphia 39, Pa. 








MANUFACTURERS REPRESENTATIVE 
age 42. Experienced, 15 years calling on Hard- 
ware Wholesalers, Department and Chain Stores 
as Sales Manager. Starting January 1, 1960. 
States of Iowa, Nebraska, Missouri Kansas, 
Oklahoma, Arkansas and Memphis, Tennessee. 
Can warehouse. R. E. Miller Co., 1315 W. 8th 
Street, Kansas City, Missouri. 








LINE WANTED. Competent, established 
manutacturer’s representative desires top quality 
line. Will render you reliable aggressive ser- 
vice. Covers metropolitan area of Chicago and 
Milwaukee. Box A-14, c/o Harpware Ace, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








Interested In Selling 
Your Business? 


Black Leaf Products Co., manufac- 
turers of garden chemicals, would 
like to acquire additional garden, 
housewares or hardware items. If 
you are a manufacturer interested 
in selling your business, obtaining 
local warehousing, or achieving na- 
tional distribution, your inquiry is 
invited. Please contact us directly 
or through your bank or attorney. 
All inquiries will be held in the 
strictest confidence. Write to: 


Black Leaf Products Co. 
6147 Broadway, Chicago 40, Hil. 














RETAIL STORE, HARDWARE, Paints, 
Housewares and Variety Mdse. Very good in- 
ventory, modern up to date, low overhead, annual 
sales $35,000-$40,000. Live wires can increase 
sales substantially. Earns above average net 
profits. Full price $20,000 with easy terms. Write 
only. Pe A. Stone, 365 N. Fulton, Mt. Ver- 
non, : 





A RARE BARGAIN! Only $15.00 for our 
special trial assortment containing one-half dozen 
ot each of our fifty most popular brass key 
blanks. Every blank guaranteed! Order today! 
HAZELTON CHAIN CO., (manufacturers of 
key blanks & sash chain), 81 Kemble St., Rox- 
bury 19, Mass. 





HELP WANTED 
BUSINESS OPPORTUNITIES 





ESTABLISHED RETAIL HARDWARE 


for over 40 years with appliances and bottle gas, in 
town over 1000 with approximately 5000 in trade ter- 
ritory. Volume $85,000 to $90,000. Located in new 
modern building with new fixtures. Reasonable lease 
or sale of building. $30.000 for stock, fixtures and 
equipment. Located in south central Missouri in pro- 
gressive town with no other main hardware competition. 


Box A-12, ¢/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














NEW PRODUCTS 


I will buy tools, or designs, of prod- 
ucts with a good volume market. 
No gadgets; substantial items only. 
Please send full details in first let- 
ter. CAL Engrg. Co., 1032 Gerhart, 
Los Angeles 22, Calif. 














WHOLESALE-RETAIL HARDWARE and 
Industrial Supply for Sale. Located in South- 
west New Mexico in the heart of rich mining 
and cattle area. [Established 46 years. Sales 
volume approximately $500,000.00. New modern 
retail store, ideal climate. Reason for selling— 
retirement and other interests. Box A-18, c/o 
Harpware Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 





SELL PREMIER EQUIPMENT 
for poultry houses 


Add to your income! Sell Premier 
equipment to your friends and cus- 
tomers—in addition to your present 
line. Special “profit-sharing” plan 
adds to your earnings. We train 
you, furnish selling portfolio, pro- 
vide leads. Commissions paid prompt- 
ly. SEASON NOW STARTING! Get 
in on the ground floor. Write me 
personally. Give area you cover. 


L. E. Frautschi, Vice Pres. 
The National ideal Co. 
2533 W. Central Ave., Toledo 6, Ohio 

















SALES MGR.—PART TIME 
Location New York City 


Manufacturer of a short line of hand 
tools with volume under $500,000 
seeks part time service of a suc- 
cessful sales manager. 
Box A-!!, e/e HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











PAINT BRUSH MA NUFACTU RER—Home- 
owner or Syndicate Grade, excellent reputation, 
sold exclusively to jobbers and chains, many 
lucrative territories 0 established accounts 
and leads furnished. ox A-19, c/o HARDWARE 
Ace. Chestnut & 56th Sts., Philadelphia 39, Pa. 





WHOLESALE AND RETAIL BUILDERS’ 
HARDWARE FIRM well established, located im 
downtown Manhattan, New York. Needs several 
experienced inside men for sales, phone orders, 
shipping, etc. Highest salaries plus advancement. 
Reply stating qualifications, experience and sal- 
ary desired. ox 1224, c/o Harpware AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





POSITIONS WANTED 


POSITION WANTED IN THE GENERAL 
HARDWARE LINES of electrical—plumbing— 
farm—and mill supplies. Traveling or stationary 
management acceptable-—will relocate. Nine con- 
tinuous years with one firm as head manager op- 
erating and expanding retail and limited whole- 
sale operation in a South Georgia trade area of 
72,000 population. Change in partnership of 
business reason for changing jobs. Age 34, mar- 
ried and have two children. Four years college 
with BBA degree with accounting and economic 
major. For further consideration, | own busi- 
ness property with building having 7,000 square 
feet storage in this town. I would consider a 
position managing a distribution operation in the 
mentioned hardware fields from this town using 
the property. Other National Mfg. Co. have 
proven this city a good distribution outlet for 
this Southern State. Other resume upon request. 
Box A-15, c/o Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





PAINT SALESMAN AVAILABLE. Aggres- 
sive salesman age 28, desires opportunity with 
progressive manufacturer. Eight years of ex- 
perience selling retail dealer, jobbers and insti- 
tutional markets, for national paint manufacturer. 
State of Michigan. NEW ACCOUNT SPE- 
CIALISTS with excellent sales record. Box 
A-23, c/o Harpware Acer, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 





SALES POSITION WANTED FOR CALI- 
FORNIA by mature man with 25 years of suc- 
cessful sales and management experience in both 
the retail and wholesale fields, calling on hard- 
ware, drug, variety, and department stores. Mod- 
erate draw required, Box 1233, c/o Harpware 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 





WHOLESALE HARDWARE EXECUTIVE 
wants management position with wholesaler in 
upper New York, upper Pennsylvania or north- 
eastern Ohio. Experience: 30 years in wholesale 
hardware management; capable and energetic. 
Well known in western New York, upper Penn- 
sylvania and northern Ohio hardware markets. 
Box 1226, c/o Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





HARDWARE MANAGER, for store or hard- 
ware dept. of building materials concern. Twenty- 
one years experience with present employer. 
Capable in all phases of the business, including 
sales direction and Si moe stable management- 
employee relations. Applicant interested in seeking 
greater job potential and salary increase. Age 
41, married. Resume on request. Box 1204, c/o 
Harpware Ace, Chestnut & 56th Sts. Philadel- 
phia 39, Pa. 





SALESMAN well qualified in tools, electrical 
and plumbing supplies, hardware, locksmith sup- 
plies, sporting goods, housewares, and garden 
supplies. Seeks association as manufacturer’s r 
resentative in Mid-west with headquarters in 
Cleveland, Ohio. 16 years’ experience in Hard- 
ware and related lines. Past 10% years with same 
company. Write William Reingold, 4202 Wilming- 
ton Road, Cleveland 21, Ohio. 


Don't miss the BUYING CHECK LIST on page 90 
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NEW 


ARKSMAN 
BB REPEATER 
AIR PISTOL 


air pistol that 


SHOOTS ALL 3 
q@) BB's 
Qbg PELLETS 


—<{ef DARTS 


SHOTS 

The new Marksman Model MPR REPEATER Air 

Pistol is a 20-shot BB repeater, and has the weight 

and feel of a real .45 automatic. Packed with built-in 

lifetime trouble-free power, it shoots standard .177 

caliber ammunition — BB’s, pellets and darts. Packed 

in attractive presentation box with generous supply of 

ammunition, the MPR is available through America’s 
leading wholesale distributors. 


MARKSMAN air gun PELLETS are recommended for 


maximum accuracy. Write for complete literature, 
including dart games and slingshots: 


(M)ARKSMAN PRODUCTS 


Division of Morton H. Harris, Inc. - Los Angeles 25, Calif. 


Want more facts? Circle 239, p. 107 


The world’s 

leading, lowest-priced W@ . — =e 
‘ ‘ae 
| 





: bo Oe Sr ee a 


_ Glaymaker offers * 
FREE RACK 


to display locks in 


CF © 
Sees 
See-Packed Locks vant Others as Much as 5 to 1 


Whether you use the free wire rack or display the 

locks on pegboard, counter or bin, you'll enjoy the 

extra profit you make with Slaymaker padlocks in 

the dramatic See-Pack. Ask your jobber, or write ... 
SLAYMAKER LOCK CO, e LANCASTER, PA. 
World's Largest Producer of Brass Padlocks 

eet ft tT ft tt tt ht 

Want more facts? Circle 240, p. 107 


eer © te he hh 





BEYONDCOMPARISON 
TUB 


AND 


Snow White plastic in a tube 


PROVEW FOR 
PERMANENT USE 
THRU THE LASTIOYEARS 


DE WITT PRODUCTS CO. 
5868 PLUMER ST. DETROIT 9, MICH. 
Want more facts? Circle 241, p. 107 
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FREE SAMPLE 








Index to Advertisers 





THE ADVERTISERS INDEX is published as a 
not as a part of the advertising contract. 


convenience and 
Every care is 


taken to index correctly. No allowance will be made for 
errors or failure to insert. 


A 


Acme Shear Co. 
Ajax Hardware Corp. 
Allan Mfg. Co. 
Perclip Div. ...... 99, 153, 
Aluminum Co. of America 
Market Makers Program 
136-137 


172 


American Chain Div. 
American Chain & Cable 
Co. 

American Edelstaal, 
American Thermos Products 
Co. Hemp & Co. Div. 
American Toy & Furniture 

Co. 


Inc... . 


Anchor Hocking Glass 
Corp. 142-143 


Animal Trap Co. of America 157 
Arp Nursery Co. 

Arrow Fastener Co., Inc. 
Atlantic Industrial Corp. 


. 75 
. 126 


Bassick Co., The 
Berger & Sons, Inc., C. L. 
Boonton Molding Co. 


Borden Chemical Co. 
a div. of The Borden Co. 52 


Bostwick-Braun Co. 


. 133 


Cal-Dak Co. 

Campbell Chain Co. 
Carey-McFall Co. _.... 
Champion Brass Mfg. Co.. 


Champion DeArment Tool 
Co. 


Chicago Metallic Mfg. Co. 129 
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Tie products that bear the Duncan Hines name 
are produced by quality manufacturers. You know 
that you are offering your customers the best in 
housewares, appliances, kitchen and barbecue tools. 


With Duncan Hines products you also benefit 
from the added prestige they carry with this famous 
name. Duncan Hines symbolizes the finest in culinary 
art, gracious dining, distinction. 


Let Duncan Hines PRESTIGE products work for you 


NATIONAL HOUSEWARES SHOW 
Visit us at our suite at the Sheraton Towers Hotel 
ROY H. PARK GORDON B. WHEELER 


iIVNeCW 


Tx 
| 


* “a c | 408 East State St 
Vi Vi Dib ff ar ae 
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* WORTH REMEMBERING! 


PLASTIC ALUMINUM 


The number one item in the nation’s 


covet of atfune >> 
uamner one fix-it line (en oeea 
ae 
Order from your Jobber 


THE WOODHILL CHEMICAL ~ s 


“The mother-in-law approved line” 
1390 East 34th Street Cleveland 14, Ohle 




















Changes New products and new 


trade names are constantly being added to the 
listings for the next Directory Number of HARD- 
WARE AGE ©* Therefore, if you do not find in the 
current issue of the Directory Number the og 
uct you are interested in, write to the ‘ 


Makes It" Editor. WA DD WADE ARE 


He'll be glad to 
Chestnut & 56th Sts. 
serve you. ; : 
Philadelphia 39, Pa. 
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Write tor Free 
Ghi-aehitia: 


sa MOLLY. CORP.” 


SCREW ANCHORS and JACK NUTS ~~ Reading, Pa. 


Want more facts? Circle 245, p. 107 





Set of 4ina 
3-color Box, 


Rubber Expander 
12 Boxes in 


Tubular Glide 


4» o 


Upholstery Nail 





Wonderful for all wood 

and metal furniture. 

Glide softly, silently, 

smoothly. Set of a = 

a 3-color — Pa 

5%”, %”, 1”, ie. 1%", 12". 

PROMPT SHIPMENT 

Ask your jobber, if he is not supplied, wr 
ROBERT E. MILLER & CO., INC.., 
35 Pearl St., New York 4, N. Y. 
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Adjustable Rubber 
Cushion Glide 


ee 


Monopoint Glide 





Rubber 


Adjustable Tubular 
Crutch Tip 


Bakelite Caster Cup Spring Type 


Thumb Tack 
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“NAT” STANDS OUT 


with the most complete line 


You can simplify ordering and stock handling, and still sell your customers 

the most complete line of high quality fasteners. National makes it possible. 

Handling is easier with National’s uniform packaging. Labeling is big and bold 
and color-coded for quick on-shelf identification and selection. All in all, your stock 
of National fasteners in the trim red and black boxes makes a much better looking, 
more smartly businesslike fastener department. 

And since the National line is the complete line, it pays to think National when 
you think about saving through one-source buying. 
Consider the facts—all the advantages of standardiz- 


ing on National fasteners—and make the National 
line your line, because it stands out in every way. o,'\ArF, Ona / 


Ask Your Distributor . . . He Knows 


ie re ee 


THE NATIONAL SCREW & MFG. COMPANY 
Cleveland 4, Ohio oxen 


HOISTS 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave. « Los Angeles 22, Cal. 





